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THERE ARE REASONS WHY 
*\ 4 OUT OF EVERY 5 INDEPENDENT 
b)°\ HARDWARE DEALERS SELL IRWIN BITS 


Four out of every five independent hard- IRWIN protects their customers by oper- 
FREE FOLDERS 


ware dealers sell IRWIN AUGER BITS ating on a strict sales policy. 

FOR 
because: IRWIN does NOT sell Auger Bits to chain INDEPENDENT 
stores or catalog houses. HARDWARE 
IRWIN prices are the same to all custom- DEALERS 


IRWIN quality means satisfied customers. 
ers, large or small. They tell the story 





£ 
Ww iti re ‘ : of your own store 
os IRWIN sells through the legitimate whole- IRWIN BITS have topped the list in re 
=}, , 
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N New } 


saler-retailer channel. wood-boring tools for almost 65 years. your supply 








ADDED BRUSH BUSINESS FOR RETAILERS 








4 in. 


DESIGNED TO SELL AT... 


1259 


42 IN. AT $3.39 
5 IN. AT $3.89 


Prices slightly higher 
west of the Rockies 
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G7 ALL PURPOSE 
Vy BRUSH 


A new Wooster nylon 
brush, made of du Pont 
tapered nylon filaments in the 

traditional Wooster quality 
manner. Special blending of the 
nylon, at the hands of Wooster 
brushmakers, gives these brushes 
working qualities not ordinarily found 

in comparable brushes. They are set by 
the famous Foss-Set method! Easy to clean. 
Black and red trim. All sizes approximately 









Ther " 


“We nate 
these brush : 314 inches clear of ferrule. Every inch 4 
Cash in on the popu quality brush. Stocked by Wooster jobbers for 
to cut costs. immediate delivery. 
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WOOSTER BRUSHES 


FOSS-SEy THE WOOSTER BRUSH COMPANY - woosrteR - On!IO y/OOSTE 
BRUSH MANUFACTURERS SINCE 1851 NYLOM 
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IF IT’S WORTH PAINTING IT’S WORTH A WOOSTER BRUSH 
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Donald Doubt is the “conscience” of 
a customer of yours who buys hard- 
ware without paying much attention 
to quality. 

When the customer gets home and 
installs the hardware, Donald Doubt 
begins to heckle him about whether 
he has done the right thing, Later on, 
when trouble comes, he wishes he had 
purchased quality. 

Two things can be done to help this 
customer. banish Donald Doubt. 

We’re doing one of them in our ad- 
vertising in SATURDAY EVENING POST 
which urges him to buy hardware he 
won't have any doubts about. 

You can do the other thing. When 
he comes into your store, direct his 
attention to top-quality and point out 
to him the value of being sure about 
his hardware. 

He’ll thank you later on, and be a 
good repeat customer. 


~YALE~ 


The name Yale helps make the sate 
















How can you shut your troubles out 


If youre being haunt d by 














Donald Doubt is the “small. inner voice” that 





keeps asking, “Was I smart to buy ‘any old’ 
brand of hardware?” 























It's simple to get rid of Donald Doubt- 
When you buy hardware, buy a brand , 
in which you have confidence. f 



























OR generations, the wise 

buyer has specified YALE 
hardware for home and business 

and has enjoyed the security 
and beauty that only a firm 
with Yale & Towne’s experience, 
craftsmanship and resources 
can provide. 

YALF’S Standard Door Closer, 
for example—-the standard for 
50 years— millions now in use 
easiest to install, most dependable. 

To escape from drafts, noise, 
and.high heating bills, install 
door closers. To avoid the 
worries of a Donald Doubt, 


specify YALE. 
THe Yate @ Towser MasvuractuKine 
Comvasy, STaAMPORD, Cons., UL S.A 


Makers of the famous YALE lines of 
Locks, Door Closers, Hardware, Pumps, 
Hoists and Industrial Trucks. 





YALE 


ee ee 


Sign of o Well-Buillt House 


Appearing in February 26 issue of SATURDAY EVENING POST 


THE YALE & TOWNE MANUFACTURING COMPANY, STAMFORD, CONN., U. S. A. 
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No. 240 FLOOR HINGE = 



















You will be surprised with the ease and freedom doors | 


will manipulate with this modern hinge. Its design and 





construction is a radical departure from the ordinary 





type of floor hinges. 


0 further adyusiments after installation 


The National No. 240 Floor Hinge is so designed that the part which carries the weight of the 


door is entirely independent of the spring-closing feature. Swinging doors equipped with this 





hinge will remain firmly in the center of the opening when at rest, as 


there is no possibility of wear in the hinge bearing. 


Both the National No. 240 Floor Hinge and the No. 225 Push Plate are a 
perfect pair for creating valuable repeat sales. They possess quality in 


workmanship, efficiency in service and are quick and easy to install. 








FLOOR: 





ae ‘ : ; LOOK FOR THIS 
View of Hinge showing one Side Plate, SYMBOL OF GENUINE 


Back Plate and Floor Plate attached NATIONAL PRODUCTS 





No. 225 Push Plate 





MANUFACTURING COMPANY - Sterling, Illinois 
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WITA- LOX 
a Quick Drying 
| MARINE SPAR VARNISH 


In worldwide use on ships, its extra hard film proved its astonishing 
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f Keone >, ane ore 
Aon $" Guaranteed by ® 


Good Housekeeping 
X40 
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ability to take abuse without signs of wear. Withstood all climates, all 
weathers — sun, rain, snow, salt sea spray. Now, dealers everywhere 
are building unusual varnis’: business by featuring the tougher protec- 
tion and longer-lasting beauty it gives to floors, woodwork, furniture. 


f 


© DRIES QUICKLY © APPLIES EASILY at 1 ~ 
© WON’T TURN WHITE @ LASTS LONGER 
e FOR INTERIOR AND EXTERIOR USE 


| —— z= 


Preserves, Beautifies, Protects 


FLOORS * WOODWORK ° FURNITURE 








Push Plate 





MARINE 
om ©) RPORATION . “od VARNISH 


-AINT ENGINEERS SINCE 1888 » NEWARK, NEW JERSEY Vinedl 
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y 24, 1949 






































Start the ball rolling—by selling a Goulds Water System. 
Then pick up related sales—everything from water heaters 
to milk coolers, washing machines to garden hose, bathtubs 
and sinks to stanchion cups. Owners are enthusiastic about 
Goulds “city water service”—and they look to the Goulds 
dealer for all the equipment their running water has made 
usable. 


Related sales...a complete line, led by the amazing tankless 
Balanced-Flow Jet...a reputation built through 100 years 
of service... today’s most dependable, service-free pumps... 
pleased and proud customers every time—these are the rea- 
sons why it pays dealers to sell Goulds Water Systems ex- 
clusively—the reasons why GOULDS DEALERS all over the 
country are finding the Goulds line pre table, And isn’t this 
what you are interested in, Mr. Dealer: 


Write us for the name of your nearest Goulds distributor. 


GOULDS PUMPS INC., SENECA FALLS, N.Y. 








LOOK HOW EASY IT IS 
TO INSTALL THE GOULDS 


Palanced Plow SET "jx, 


Source 
v 


It’s quick...simple. Just 
connect suction piping 
to suction opening in 
pump, and house service 
line to discharge open- 
ing. Connect power 
wires to the switch, fill 
with water and start. Set 
pressure switch as di- 
rected. Then unit is ready 
for years of trouble-free 
service. : 
Suction to 
Source of Supply 





Discharge to 
House Piping 
System 














WATER SYSTEMS 


*Teses 


FOR EVERY FARM AND HOME NEED 
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CASH IN ON TH 
LEADING NAME \IN WIRE... 





YOU'LL FIND READY ACCEPTANCE for Roebling Bronze Insect Screen 
Cloth . . . Roebling is the oldest, best known name in wire and wire products. 
What's more, Roebling Bronze Screen is a business getter and wins additional 
sales for it’s a real investment in lasting service. 


Your hardware jobber, close at hand and ready to make prompt deliveries, will , 
fill your orders for Roebling Bronze Insect Screen Cloth. It is available in both 
Bright and in Antique finish . . . its hard drawn bronze wire exceptionally strong; 
stiff without brittleness; and providing maximum resistance to corrosion. 


Sell Roebling Bronze Inséct Screen as the finest screen on the market today. And ask 
your jobber for information about other popular, profitable types of Roebling Insect 
Screen, Wire Lath, Panel Cloth, Standard Hardware Cloth and Heavy Commercial- 
ized Galvanized Steel Cloth. John A. Roebling’s Sons Company, Trenton 2, N. J. 


ae aes qe ees cee eee ss) ee ee ee. ee ee oe eee ee eee ee eee eee eee eee eee eee eee ee 


%*% WIRE ROPE AND STRAND *& FITTINGS *® SLINGS ete) a BL z ae g 
%& SUSPENSION BRIDGES AND CABLES * AIRCORD, 


AIRCORD TERMINALS AND AIR CONTROLS *& AERIAL WIRE 
ROPE SYSTEMS * ELECTRICAL WIRE AND CABLE 
LIFTS F q R 
scar SRL LIFTS # HARD, ANNEALED OR TEMPERED A CENTURY OF CONFIDENCE 
FLAT WIRE, COLD ROLLED STRIP AND oR 


COLD ROLLED SPRING STEEL * SCREEN, HARDWARE ROEBLING 
AND INDUSTRIAL WIRE CLOTH * LAWN MOWERS ee oll 
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pga for Woot RUE 
Sell..the Right Ladder ts ani 
for the Job 
ey “| mp eee Se 
\ ee and requirements for 
' caper ie construction, care and 







use of the common types 
of wood ladders to in- 
\ Boy sure safety under 
i normal conditions. Se- 
lecting the Right ladder 
for the job is important. 
Copies of this code are 
available for your use. 


re members of 
supply ladders 
cations A. S. A. A- 


14.1 — 194 - Patronize them! 
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AMERICAN LADDER CO. 
Chicago, Illinois 
THE W. W. BABCOCK COMPANY 





GOSHEN MANUFACTURING CO, 


Goshen, Indiana 
HOUSTON LADDER MFG. CO. 





PENN SWING & LADDER CO. 


Lancaster, Pennsylvania 
HOWARD B. RICH 




















Bath, New York Houston 9, Texas rrolton, Kentucky Daisy 
THE BAUER MANUFACTURING CO. HOWARD MANUFACTURING CO. JOHN S. TILLEY LADDERS CO., INC, Sol 
Wooster, Ohio Kent, Washington Watervliet, New York oles 
THE J. R. CLARK COMPANY LADDERCRAFT COMPANY WOODENWARE PRODUCTS CORP. hesion 
Spring Park, Minnesota Alhambra, California St. Louis 1, Missouri thes 
DAVENPORT LADDER COMPANY LARSON LADDER COMPANY J. O. YOUNG CO., INC. 7 
Davenport, Iowa San Jose 2, California Springfield, Massachusetts worn | 
EAGLE LUMBER & MFG. CO. MICHIGAN LADDER COMPANY ZOSS LADDER & MFG. CO, isfacti 
Memphis, T Ypsilanti, Michigan Portland 1, Oregon 
A. W. FLINT COMPANY MOULTON LADDER MFG. CO. peat 
New Haven 6, Connecticut Somerville 43, Massachusetts oak | 
a 8 yr & LADDER, INC. F. . —— bg tag - lm fj 
,oshen, Indiana ochester 10, New Yor) profits 
Room 405, 1835 K Street, N.W. 
WRITE FOR RAs neat - Ribbor 
AMERICA N poh ge te WASHINGTON 6, D.C 
. LADDER INSTITUTE | orm wi 
SAFETY ip aess 
A NATIONAL TRADE ASSOCIATION cope Telephone National 8437 a 
HARDWA 
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EVERY ONE IN THIS 
CROWD NEEDS ONE 
OR MORE 


Rubber Products 


¢, 
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The DAISY LINE IS A STAPLE LINE 


er TURNOVER IS STEADY—PROFIT IS GOOD 
Blue Ribbon Every homemaker has need for Daisy Rubber Products. It may be a 


hose washer—a tank ball—caster for a dresser, bed or table—or it may 
STICK-ON be a suction cup. Sooner or later there’s a need in every household for 
every Daisy Rubber Product. This means steady, year around demand—. 
RUBBER SOLES , 
a nice turnover and a fine profit for the store month after month. 


Buyers of household rubber goods are invited to write for complete 
details and prices on the Daisy Line. It’s a popular priced line of 
fine quality household rubber articles. 


SCHACHT RUBBER MFG. CO. junrimerou. inv. 


DAIS Y 


BLUE RiBBON 





























ers of DOOR WEDGE 
Y , \ 
adders ee 
. A. A- 
them! 
os 
Oo 
= 
= 
Daisy Blue Ribbon Rubber 
INC. Soles have a patented ad- 
hesion feature that makes 
these soles stick tight until 
worn out. Means greater sat- 
isfaction for consumers—re- 
peat sales for your store— 
and better stick-on sole 
NW. profits. Feature Daisy Blue 
- Ribbon Soles. 
Cc. 
37 
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1947 and 1948 topped good pre-war 





years in Perfection Sales. 1949 goal is higher! 


If you got your share, this news will not surprise you. 
If you didn’t, hang onto your hat. You are due for a shock when you find out what is 
going on in the oil range business right now. 
1947 and 1948 never had the full pressure of retail merchandising justified 
by the potential market for oil appliances. Our market studies prove that 
millions who need and can afford quality oil ranges 
and stoves never have been shown what a modern 
oil range can do. 













? rf nity no pure ond mail 
tation sgl u ws 
fake advantage a hes wet sete ; aN ca 


PERFECTION STOVE COMPANY ~ 7085-A Platt Avenue, Cleveland 4, Ohio 
ATLANTA © CHICAGO « CLEVELAND « JERSEY CITY 
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OIL RANGE BUSINESS! 


~ The peak volume “ 

in oil appliance sales — 
has not even 

been approached as yet! 


Think what you can do with a little j 
increased point-of-sale effort on a line , 
that persistently sets its own 
pace as Perfection has. Perfection 
has never let up on its leadership 2 
as the biggest advertiser fo 
in the industry. ee 


5s~ 








* Now Perfection 


“mashes into 1949 with the 


most spectacular promotion \ 
in oil range history! 


Whether you were one of the leaders or a 
follower in Perfection retail sales last year, 
this campaign is aimed at pushing that sales 
curve upward. If you will increase your 
merchandising effort in any reasonable 
ratio to the stepped up pressure of 
Perfection Promotion ... 


. 
§ 
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e 
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PERFECTION OIL RANGE AND STOVE SALES 
WILL BRING YOU TIMELY BUSINESS INCREASES IN 1949! 


biggest campaign in oil range history 


A starting ad of four consecutive four-color 
pages in many national magazines; Double 
page spreads with color in others. This is one of 
the most beautiful ads any appliance company 
ever used. Full-color kodachrome pictures will 
make millions of mouths water and millions 
of people want to Cook with Perfection. 


Distribution of these ads throughout the season 
of greatest oil range sales to a final total of 
78,000,000 readers. 

A powerful new theme . . .““See for yourself 
why no other range can beat Perfection’. It 
will bring people to your store for demon- 
stration of Perfection “High-Power” cooking. 


Complete new tie-in materials, free newspaper 


mats, window displays, mailing pieces and 
other merchandising helps. 


A comprehensive campaign program book 
with detailed suggestions on how to profit 
from this exciting campaign. A sales-tested 
demonstration talk is included. With it, you 
or your aides can back up the punch-laden 
claims in the advertising: 


A complete line of the finest oil-cooking equip- 
ment ever made: Assured deliveries of full stock 
orders at any time: A convenient dating plan. 


YOUR take-in will be in direct 
ratio to YOUR tie-in 


Don't miss your share 


OIL-BURNING RANGES and COOK STOVES 


Manufacturers of Ranges, Cook Stoves, Home Heaters, Water Heaters, Winter Air-Conditioning Furnaces 


KANSAS CITY * OAKLAND © ST. PAUL 
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NEW | THE ONLY PORTABLE TIMER 
LONG BINL 


18 Seconds © Vo 























of Sales Appeal iii 
desig 
e 18 seconds of Long Ring tells the « 
her ‘‘time’s up”’ — 
e 18 seconds of Long Ring adds sires 
hearing insurance she ¢ 
Vollr 

e 18 seconds of Long Ring signals 
a Lux timing job well done ne 
well! 
Vollr 
in st 
play 


Lux Long Ring Minute Minder with an 
18 second alarm type signal 





Here’s a timer with plenty of sales appeal for every busy 
homemaker, It’s portable . . . no plug-in problems. . . simple 
to use ... setting it, winds it. She can take it along with her 
from room to room, reminding her when another task is done. 
A great help in cooking, baking, baby care, washing, and other 
household duties. The Lux Long Ring Minute Minder counts 
every minute for the woman who makes every minute count. 


The Long Ring Minute Minder is precision built, with the 
Lux guaranteed spring-wound movement. Attractive die cast 


case (with enclosed back) finished in white baked synthetic NeW Lux SLUMBER MINDER 


enamel ... easy to keep clean with just a damp cloth... 
easily-read dial with etched red and chrome numerals. At last ... a popular priced alarm 
. clock with style... beauty ... and 
Retails at only 4.95* = dependability. The Lux SLUMBER 
East of the Rockies MINDER is designed to meet customer 
preference with bold, easy to read 
numerals . . . metal case in durable 
ivory or gun metal finish . . . Lux’s 


traffic item giving profit to you and 
WATERBURY 91, CONNECTICUT service to your customer. 3.50* Retail 





— | aD. ¢ LUX CLOCK MANUFACTURING CO. famous precision movement. A great 
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Y No Wonder it’s a Selle,, 


VOLLRATH vauue ts 


\ | Visible! Feelable! Desirable! 


@ Vollrath Enameled Ware gratifies the dream of the 


practical modern housewife. She sees the graceful 


eal 

P design and gleaming white surface . . .and fee/s 

g tells the comfortable lift and grip of the sturdy 
handle on each balanced utensil. She de- 

y adds sires it... because she knows the value 

> 
she can see and feel is backed by the 

Vollrath reputation for quality — 

signals ; 

- since 1874. No wonder it sells so 


well! 


Keep the full line of 
Vollrath Enameled Ware , 
in stock and on dis- 


play at all times. 












73% x 


~— 


nDER Anniversary 

alarm —S 

e * and ~— 

IMBER cqusint MANUIECTURE The 

istomer x, 5 

o read ‘ * 

a VOLLRATH Llbecthz 

, Lux’s +, SINCE 1874 ’ A Co. 
t é ° 

Tages *ar, at SHEBOYGAN, WISCONSIN 

Retail 


NEW YORK e CHICAGO ¢« LOS ANGELES 
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Back on schedule, coast to\coast!  - 


The AMERICAN LINE... © ‘a 


aon 






complete in all sizes, all styles of heads 












Wu 

(BOTH SLOTTED AND PHILLIPS) My 

These 4 advantages make American the main line for all distributors v; 
t/ 


and dealers in fastenings! 


1. FULL LINE: Wood screws, machine screws, tapping screws and stove 
bolts — either slotted or Phillips — in steel and brass, all sizes and all 
styles of heads. 


2. DELIVERIES NOW: New streamlined plant, with most modern, top- 
speed machines, guarantees prompt delivery. And American’s 
Chicago warehouse and network of stocking jobbers supply the 
American line to retailers and users from coast to coast. 


3. SELECTIVE DISTRIBUTION: American’s policy is to work 
closely with stocking jobbers to win wider acceptance for the 
complete American line. 

4. DEALER HELPS: Full line of four point-of-sale giveaways 
(shown at right) covers the entire American slotted 
line ...use these in your own store to help you build 
your sales. How many of each do you want? 


yd 


OF 


Now — get aboard and ride the American Line to 
bigger business and higher profits. 


AMERICAN SCREW COMPANY, Providence 1,R. 1. 
Chicago Ii: 589 E. Ilinols St. Detroit 2: 502 Stephenson Building 





Here’s the Trade-Tested Package for STOVE-BOLTS! 


Users and dealers alike have put a big OK on this unique partitioned pack- 
age, originated by American. This box keeps bolts and nuts separate... 
helps dealers in stock-keeping ... frees users from chore of turning nuts 
off bolts. 
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NEW LINE 
OF PLANES! 





SEE YOUR JOBBER IMMEDIATELY! 








“Engineered Quality at POPULAR PRICES” means volume sales! 


ehacksaws @handsaws © keybole saws © hack saw frames 

© panel saws mitre saws ° coping saw frames © coping saws 

© pruning saws @ wood chisels © screw drivers © compass saws & nests 
© block planes © fore planes © jack planes © smooth planes 


GREAT NECK SAW MERS.., Inc. + Mineola, New York 
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For ACTION SALES — Displays! <4 



























AT LAST... 


Here’s a rule | can 


REALLY 








% 
. ° \ x ong , 
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CF \ 






2 
Ya 


* 











EVANS FR-I 
6-foot folding rule 


A brand new rule at 98¢ with the greatest visi- 
bility yet. 

Large, jet black numerals and graduations 
on snow white slats make measuring with the 
Evans Rule easy. Stays easy to read because 
markings are fused into material. You can clean 
it quickly with ordinary soap and water. 

Accurate to within 1/64”, full length. Brass 
plated steel joints withstand long wear, resist 
rust. Slats have no weak point at joint. 

Men in every trade will ask for the Evans FR-1. Be ready, 
contact your jobber now... limited quantities available 

.. greater quantities soon, 


EWaNd & CO. 


57 BRANFORD STREET » NEWARK 5, N. J. 


MADE OF : 


A material manufactured 
especially for Evans & Co. 
by Monsanto Chemical 
Company. Won’t shrink, % 
stretch or warp. Bows tip 
to tip without breaking, re- 
gardless of heat or cold. 


@ 1992 ‘ 
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Whatever the question, ycu'll find 
the right answer in the REPUBLIC 
Upson full line of headed and 
threaded products. Through- 

out 20,000 different sizes 


and shapes, they are made to fit 


right and hold tight. Republic 


Steel Corporation...Bolt and Nut 
Division, Cleveland, Ohio, and 
Gadsden, Ala. Export Department: 
Chrysler Bldg., New York 17, N.Y. 
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WETATOP 












SIMPLE THUMB-SCREW 
ADJUSTMENTS FOR 
"7 DIFFERENT HEIGHTS 








MET-L-TOP made “Brand name” mean some- 
thing in ironing tables... and MET-L-TOP leads 
the field in desirable features that women want. 
The latest advantage is... 


ADJUSTABLE HEIGHT 


Acclaimed by home economists and thousands of 
users as a most important factor in REDUCING 
BACK STRAIN, ARM STRAIN AND IRONING 
FATIGUE usually caused by ironing over a table 


setnet ities ool > Do that is too low or too high. 
ge eee MET-L-TOP is the original ALL-METAL iron- 


= aR I ” ing table... FIRE-PROOF, WARP-PROOF, 

iia, CRACK-PROOF...NO WOBBLE, NO 
SQUEAKS, NO CREEPING. The ProtectoRest 
serves as a hanger for the table, or a convenient 
rest when the table is stood on end. The MET-L- 
TOP provides lifetime durability... folds to set 
or stand in a space only 342 inches deep. 









FAIR TRADED 
$1095 


MET-L-TOP without adjustable legs $945 
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KROMEX... PEextemreeice 


Tremendous reductions on known retail values 
to give you “profit, mark-up and figures’ 
offered for immediate February and March 
sales at substantial reductions. 

VALUES UP TO 3.95 NOW 1.95 


plus many more comparative values. 





7 qives you what it takes 


@ A fast-moving promotional line to create traffic. 


@ Eye-catching newspaper promotions fo bring ‘em in. 
@ Right prices on wanted items to keep “em coming. 


@ Startling new creations—luxury items, budget- 


priced for.big volume sales—to make “emt buy. 


Kromex=« 


Watch our line for 49 
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MAKE THIS 3-WAY DEMONS: TRAITO: 
70 SELL MORE FLY FISHERMEN / 


<a 





Automatic Trout Reel! 






More and more fly fishermen are switching to 
Shakespeare SILENT-WIND Tru-arT AUTO- 
MATIC TROUT REELS .. . because they have 
found at /ast, it’s more fun and sport to fly fish 
without the handicap of cumbersome winding and 
untangling line! 

Sport stores are taking advantage of this def- 
inite trend... are building new volume and new 
profits by making the 3-WAY DEMONSTRA- 
TION shown on this page. 

Do this, and you will sell more fly fishermen 
.. . keep them happier when they go fishing, 
and keep them coming back to you satisfied 
customers. 

Acknowledged the finest among trout and fly 
reels, Shakespeare Tru-arT lets your customers 
concentrate on playing the fish. Line is stripped 
from reel without depressing the lever. The 
Tru-arT is silent-winding, no fish scaring whir 
or click. With this demonstration to your cus- 
tomers, you quickly get the sale. 

And for eye appeal, just watch customers’ eyes 
oo when they see the beautiful design, the 

andsome anodized, long-lasting forest green 





] Silent-wind—no fish 2 Quick, smooth spring 
* scaring whir or click. * release ring. : 


finish. 
And one more tip that works. Suggest fly fish- 
ing to your regular bait casters ... and make 


that demonstration! You'll be surprised how 
many extra reel sales you’ll make including that 
extra Glass Fiber fly Wonderod sale. 








On the Tru-arT Automatic the line strips off freely Shakespeare Company, Kalamazoo 2, Michigan 
* without touching lever. Model | 
Magazin 
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SAVAGE MODEL 5 





SAVAGE MODEL 4 






SAVAGE MODEL 3 


STEVENS MODEL 86 





STEVENS MODEL 84 





STEVENS MODEL 15 





STEVENS MODEL 87 







Here are two great Savage-built “22” lines—Savage for highest 
quality... Stevens for low cost value. In ’49, the demand for Savage 
and Stevens (America’s most popular “22’s”) will be bigger than 
ever. And we'll be making more than ever—so that you may cash in 
on the demand. 

Feature Savage and Stevens rifles and shotguns—the complete line 
“for every shooter and every kind of shooting”—and get your full 
share of the year’s gun profits. 


SAVAGE ARMS CORPORATION « Firearms Division ¢ Chicopee Falls, Mass. 


STEVENS SAVAGE & 


PIONEERING BETTER GUNS 
WORLD FAMOUS FOR DEPENDABILITY 
AND ACCURACY 


AND GREATER VALUES SINCE 1864 





MAN -SIZED STOCKS 


Stocks and fore- 
stocks of Savage 
and Stevens ‘22" 
rifles are full size, 
attractively fin- 
ished, and properly 
proportioned for 
steady holding. 





No. 150 
MICRO PEEP SIGHT 
with 


HOODED FRONT SIGHT 


Micrometer eleva- 
tion and windage 
adjustment. Avail- 
able for all Savage 
and Stevens 22" 
rifles (except the 
Stevens model 15). 


TENITE 

The beautiful, dur 
able, service-prov- 
en gunstock mate 
rial permits cus 
tom stock features 
and appearance on 
guns priced with 
the lowest. Now 
available onthe 
Stevens model 87 
(illus. at left) as 
well as other Stev 
ens rifles and shot- 
guns. 








STEVENS .22 RIFLES — First in Valve 


Model 86 — .22 cal. Bolt Action Tubular Magazine Repeating Rifle. 
Magazine holds fifteen .22 long rifle; sevent .22 long or twenty-one 
-22 short cartridges. Dillicacy ett etack with pletel ote oh ag 


Model 84 — .22 cal. Bolt Action, Clip Magazine ting Rifie. De 
tachabl holds five .22 long rifle; oe 2 short cartridges. 
oe jorat Rage rant tly Independent safety. dt 


Model 15 — .22 cal. Bolt Action, Single Shot -Rifie. Chambered for .22 
omy i aad -22 short cartridges. The lowest priced lightweight 


et oe Gs ee net - Rifle. Shoots 15 shots as fest as 
adjustable as shot or bolt 
Aino fnacaney cartridges. 


ottlel nadir” cheating -22 long or .22 


Stevens Models 868 - fe Shag gta trea 
Sight with Hooded Front Sight illustrated above. 
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SAVAGE .22 RIFLES — First in Quality 


Model 6 — .22 cal. Auto-Loading Rifie — shoots fifteen | rifle car- 
eet as fast as you can pull the trigger. Also, instantly adjustable as 
bolt action repeater; shooting .22 long rifle; .22 long or ,22 short car- 


i 5 — .22 cal. Bolt Action Tubular Magazine Repeating Rifle. 
capacity — eta .22 long rifle; seventeen .22 long or twenty- 

one .22 short’ cartridges. . 
Model 4 = .22 cal. Bolt Action 5-shot Clip Magazine Rifle. Chambered 
bane long rifle; .22 long or .22 short cartridges. Stock and forestock of 

ut. 

Model 3 — .22 cal Single Shot Bolt Action Rifle. Shoots .22 long rifle; 
.22 long or .22 short cartridges, regular or high speed. Positive safety. 

a stock and forestock. 


Models 6S - 5S - 48 - 3S; same with No. 150 Micro Peep Sight 
with Hooded Front Sight illustrated and described above. 





ew 949 Model 


il 
(CA; REASONS WHY 


MONARK SUPER DELUXE 
IS THE NATION'S 


yee BEST SELLER 


NE 


+ 


Smart new “Safety-Gard” saddle rail ang 
gleaming new "Silver-Wing” fender crest 
Smooth-riding new "Rubber-Cushioned” double- 
spring shock absorbing front fork 

Comfortable new “Form-Fit” padded saddle 
with weather-resistant plastic-type cover 

Sleek new combination “Kromegard” bumper 
and shock-proof rear reflector unit 

Colorful new “Air-Wing” headshield and grace- 
fully curved chrome finish handlebars 

Beautiful new heavy-duty luggage carrier with 
chrome plated auto-style grille 

Keen new air-style design headlight with "Road- 
Focus” beam, safety side lights 

Handsome new built-in auto-type tank and 
electric horn with convenient control 

Classy new whitewall U. S. Royal chain-tread 
double tube balloon tires 

Convenient “kick-up” parking stand and de- 
pendable, quick-action coaster brake 
Super-streamlined air-flow design and rich new 
“Super-Tone” color combinations 


keeps its “new” look for years 


Strong arch-design “motor-bike” frame of heavy 
gauge electrically welded tubing 

Fast airline-style pedal crark and drive assem- 
bly; precision chain and sprockets 

Triple plate crown tubular fork with steel insert 
and extra heavy gauge prongs 

Reinforced steel tubing at frame head and crank 
hanger joints for greater strength 

Modern electronic high frequency brazing for 
smooth, flush, super-strong joints 

Extra long, extra deep, extra strong mud 
guards; sprocket-to-sprocket chain guard 
One-piece drop forged steel crank; deluxe 
roller bearing pedals and crank assembly 
Anti-friction roller chain, ball bearing wheels 
and hub-cap style axle end-nuts 

One-piece steel handlebar, adjustable drop 
forged stem, roller bearing head assembly 
Adjustable, permanently mounted seat ‘post 
clamp; strong double-width rear fork bar 

Hook edge steel rims, adjustable rustless spokes, 
quick-release drop out fork ends 


* 
© 
a 
& 
* 
= 
* 
cd 
* 
= 
= 
@ Beautiful mar-proof and chip resistant finish 
s 
e 
* 
e 
* 
* 
¢ 
® 
e 
s 
* 
* 


One full year's fire and theft insurance included 
with every Monark bicycle 


Y WITH MONARK 


t. C-111 © Chicago 35, Ill. 
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“CHICAGQ” 
ROLLER SKATES 


Write for complete facts, 
prices and dealer helps. 


CHICAGO ROLLER SKATE CO. 


Mfgrs. of Rink & Sidewalk Roller Skates, 


Industrial Fuses — Screw Machine Products 
No. 101 FLYING SCOUT ¢ . 
“a 4456 W. Lake St. Chicago 24, Ill. 
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FREE! DEALER 


GET IN TOUCH WITH YO 





CICN IID WITH FENDFRAI . THE “HOT”, SEAT THAT Dae 


BUR a P urnover 


tL Hitetime” 7, apf 
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THE ““SMASH”’ SEAT PROMOTION FOR ’49 


Here’s a terrific new kind of seat merchandising cam- 
paign that will stir the interest of every housewife in 
America. For the first time, advertising for a toilet 
seat will sell this desirable merchandise like any 
other bathroom accessory: shower curtains, towels, 
bathroom rugs, etc. In large space, full color ads 

and a new selling technique, the amazing story 

of FEDERAL PEARLUSTRE SEATS will be told 

to your prospective customers. And to top it 

off, the new FEDERAL PEARLUSTRE SEAT 

will use a distinctive trade mark—a beau- 

tifully appealing Mermaid—attracting 

attention and identifying the product 

wherever it’s shown. This is the biggest 

thing that’s ever happened in seat 
merchandising—so get aboard the 

bandwagon fast—and get ready 

for the biggest sales rush you’ve 

ever seen. 





A Federal First—in LIFE 
—April 25th. Big full 
page full color ag¢ 
boost spring 


LABEL ON EVERY ane FINALLY— 


SEAT FREE — Full color 
, Cut-Outs of PEARL- 

USTRE MERMAID 

effective new FED- 

ERAL Trade Mark. 


me ee, a a THE SAME OLD 

y ’ Ta FAMILIAR PRICE 
aS TAG ON A SEAT 

FREE! COLORFUL WORTH MANY 
COUNTER CARDS = DOLLARS MORE! 


DACWC A DROFIT PIINCH FOR YOII 









Royal Brand “firsts” 
sell like magie! 


CUTLERY COMPAMY 



















9 Royal Brand was first 


with open stock in plastic-handled cutlery . . . 12 individual 
items in as many as six different colors in 4 distinctive 
atterns. This is one of many top-selling feature firsts that continue 
is leading profit-makers for stores from coast to coast. More 
Royal Brand “selling firsts” are in store for you this year! 


. 
NATIONAL CUTLERY WEEK 
May 2-9 
e 
Write now for information and 





free promotional material to help 
you do a better, more profitable 


job during National Cutlery Week, May 2-9. Elegance 








Royal 
Banner 












Royal 


Transparo 





Royal 
Moderne 


You get all three with Royal Brand 
1. Complete Assortments 
2. Top Values 
3. Dynamic Promotional Helps 


a division of Nationa ¢ Silver Company 
: 295 Fifth Avenue, New York 16, New York 
By CUTLERY COMPANY @ New York ¢ Chicago © Detroit ¢ Dallas 


Miami ¢ Los Angeles © Atlanta @ Seattle 
San Francisco ¢ Portland (Ore.) 














HARD’ 


make this a 


FEDERAL ®  EReAMELED 
OFFERS YOU ] Cen 


BOTH ALUMINUM 


LARGE DISH PANS 
Used extensively for preserving 
#B-17 (15 Qt.) Bluestone Dish Pan—Round Roll Rim 
#A-17 (15 Qt.) Aluminum Dish Pan—Round Roll Rim VOLUME 


BUILDERS 


_ : = ” FOOTED 
PRESERVING ©& : %. J COLANDERS 
KETTLES i , #B-113 (4 Qt.) Bluestone Colander 


#B-40 (17 Qt.) Bluestone Preserving Kettle #APS-9 (3 Qt.) Aluminum Colander 


#APS-16 (16 Qt.) Aluminum Preserving Kettle PR > 


ATTRACTIVE 
PRICES 


CANNERS 


#B-120 (19 Qt.) Bluestone Cold Pack Canner—holds 7 one-quart jars 

#B-125 (24 Qt.) Bluestone Cold Pack Canner—holds 8 one-quart jars imMEDIATE 
#B-95 (35 Qt.) Bluestone Vapor-Seal Canner—holds 9 one-quart jars or 7 half-gallon jars 

#APS-720 (20 Qt.) Aluminum Cold Pack Canner—holds 7 one-quart jars SHIPMENTS 
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ter sales, better profits, highest quality. 
The Grote line for '49 gives you the ONLY 
FULL LINE of top quality cabinets with one- 
piece SEAMLESS deep drawn steel bodies. 
Wall flush, die cast light fixtures designed ex- 
clusively for Grote. Gleaming white baked 
enamel finish and many other sales-making 
features*together with a wide range of lighted 
and unlighted models will bring satisfied cus- 
tomers — enthusiastic reorders, better sales 
and better profits for you. 


BUILD BETTER SALES .. . BIGGER PROFITS 





WITH THE GROTE LINE IN ‘49 


One-piece, deep drawn SEAMLESS cabinet con- 
struction. 
Rounded corners . . . easy to clean, 
Attractive wall flush die-cast chrome plated 
light fixture. 
Gleaming white baked enamel finish. 
Stainless steel shelf brackets and many other 
sales-making features. 
GET 
VAontn:] Write for Complete Details 
ORDERS and the Name of Your 


IN 
NOW! 








Nearest Jobber. 














WHY THEY BUY 










SAFETY 
FIREPLACE CURTAINS 





@ IT’S THE ORIGINAL... 


Not every flexible screen is a Flexscreen—but 
it’s Flexscreen your customers know and want. 
Fifteen years of consistent, hard-hitting na- 
tional advertising, plus the praise of enthusi- 
astic owners, have created a market that in- 
sists on the original woven metal fire curtain 
— Flexscreen! 


& IT'S SUPERIOR... 


Flexscreen fabric is specially woven—at our 
plant—for Flexscreen alone. It’s very resili- 
ent—a better fabric for this specific purpose 

. sheer, lovely, yet absolutely spark-proof 
... heat treated for years of service. Unipull 
—which slides curtains open or closed at the 
touch of one hand—is found only on Flex- 
screen. Fixtures are solid, attractively de- 
signed. Your customers are right in demand- 
ing Flexscreen! 


















Flexscreen’s powerful customer appeal and eye-catch- 
ing display value lead to quick, on-the-spot selling . . . 
of a quality item! Take advantage of the unequalled, 
constantly growing demand for Flexscreen. For you, 
it can mean an unprecedented turnover—and big 
profits! 







Write us at 229 North Street for our Catalog, or ask 
our representative to call. 


* Makers of Fresh-Aire Fireplace Units 


ry BENNETT - IRELAND INC. ry 








NORWICH, NEV YORK 
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F&W Piston Pumps for 
deep and shallow wells. 





F&W Centrifugal Pumps 
in all capacities for deep 
and shallow wells. 


FLINT AND WALLING MFG. CO., Inc., 





First you start out determined to make the most dependable 
water system in the world. You keep everlastingly at it 

for 83 years, adding engineering skill and new manufacturing 
equipment every year. You insist upon enduring materials 

and you performance-prove your pumps everywhere. 

And then, if you’ve stuck to your goal, you'll have a water 
system that’s as outstanding as the F&W Bullet-Jet. 


Naturally, the customers are pleased with F&W dependability. 


And dealers like it, too, because the word of it gets around ah 


and makes extra sales. There’s an F&W water system for 
every well depth and every capacity requirement. Write today 
for the facts on the profit-making F&W line. 4 








r Amp” ,Capanly Selsclrr * 
aay t Few [2t-t: “| 47 
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Free! Slide Rule” Pump Selector 


Tells instantly the pump to use for 
any well depth and capacity require- 
ment. Send for yours today. 


288 Oak Street, Ken 
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No. 5320 


Sizes 7, 7!/2, 8, 8'/2, 9 
BANDED OR 
BOXED 


NEW Permanent 


NON-SLIP 


ON ALL S$ Fingers and Palm 


Not cemented patches, but a highly 
efficient embossed Firm-Grip surface 
that 1s an integral part of the glove, 
reinforcing all 5 fingers and palm. No 
loosening — cannot peel or pull off— 


permanent. 


N EW CURVED FINGERS 


Fits the natural contour of the hand. 


THE NEW GLOVES 
EVERY HOUSEWIFE 


WILL WANT! 


Here's the profit line for you. Just look 
at the new feature attractions in these 
new Firm-Grip household gloves by 
Seiberling. They are the new “tops” 
in sales appeal and value — your op- 
portunity to quickly increase your 


glove business and profit 


These new Firm-Grip gloves are going 


to be in red-hot demand this Spring 


with a 


Perfect comfort with free finger move- 
ment eliminating tension and strain. 


Danable 
NEW LONG LIFE 


Made of genuine rubber latex that 
wears far longer. Greater stretchability 
and tear, heat and age resistance. 


Beautiful 
NEW tzo coior 


Instant eye-appeal—a stand-out at- 
traction in appearance, utility and 


value. 


LATEX PRODUCTS 


AKRON 9, OHIO 


200 Fifth Ave., New York 





house cleaning season. So don’t delay 
— get your order in now. Be prepared 


full stock to cash-in on this 


sure-fire attraction. Do it, now! If your 
wholesaler cannot supply you, be sure 
to write to us. 


IMMEDIATE DELIVERY 


THE PROFIT LINE 
WHEREVER 
DISPLAYED 


@ RUBBER DRUG 
SUNDRIES 

@ GLOVES 

@ BABY PANTS 

© SWIMMING 
CAPS 

@ PLAY BALLS 

e TOYS 





COMPANY 


Merchandise Mart, Chicege 

















30 


DID YOU SEE ME 
IN THIS AD? 












“Did you see me in this ad? Millions and millions 
of housewives did! 


“They saw me in their copies of Good Housekeep- 
ing, Ladies’ Home Journal, True Story, McCall’s, 
Farm Journal, Country Gentleman, Woman’s Day, 
Family Circle...and in Nancy Sasser’s column. 


“Some of those women will be your customers today 
and tomorrow! 


“Will they have to look for me—or am I in plain 
sight ready for that impulse sale? 


“Mr. Dealer, put me in a good spot and you'll profit 


y and | MEAN PROFIT!” 
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marvelous 


new Firestone 













the amazing faucet attachment that 


taku the SPlASH cat of wetn/ 


Few items will cause so much customer 
gossip ... will create so much repeat busi- 
ness ... from just one or two sales— ae | 



















‘One customer tells another, shows another, sel/s another 
.--and another...and another. There’s been a “snowball” 
of repeat sales ever since Firestone Aerator was first in- 
troduced. 


Start the ball rolling in your own store, and see what happens. Get Aerator out on your 
counter—make it a point to sell a few—and watch the demand pile up. Order now from 
your wholesaler. 





EVERY WOMAN WHO SEES AN AERATOR IN ACTION WANTS ONE 

» Not just another “spray” at * Makes more suds from less « Does a faster, better job of 
tachment—but a clever new in- soap. washing and rinsing, with lots 
vention that turns water into a less precious hot water. 


clinging stream of bubbles that i Helps make hard water work 
wrap themselves around glass- . like soft water—ideal for basin, 
ware, dishes, hands— with Fi res to ne ' 

never a splash or a spatter! ‘ 
















. 







bath, or shampoo-spray, as 
well as the kitchen = 





FAUCET 
AERATOR 













Packed 1dozen in Made and 
attention-getting guaranteed by 
silent-salesman FIRESTONE, 
display carton. Akron, Ohio 


—1—, —, == | 
= = = See 


- = Sa ae / 
“Get it out on your counter dani! WATCH a en 
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MOPSTICK 


WITH A 
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oot 
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927 Heed 7” wide, ° 


937 


WHITE MOP WRINGER CO. 
FULTONVILLE, NEW YORK 


MANUFACTURERS OF 
A Complete Line of Floor Cleaning Equipment 








DELUXE 
PRO-TEX 
STOVE PAD 


ASSORTMENT 
oe 





@ This new Assortment gives you three of 1949’s 
biggest money-makers. All top-quality merchandise 
from our current list of best sellers, at prices 
which enable you to beat all competition. Here’s 
your opportunity to “cash in” on fast-selling 
PRO-TEX Pads with a small investment. 


Ask your Jobber for full 
details, or write direct 




















DUTCH COLONIAL 


Authentic early American motif 
in six gay colors. It’s the fastest 
selling de luxe Pad—for kitchen, 
breakfast nook and dining room. 
Six “Dutch Colonial” Pads in- 
cluded in Assortment No. 1194. 


HARVEST 


Newest PRO-TEX design ...a 
sure winner. Popular fruits and 
vegetables in full, natural, glori- 
ous color! Sells on sight to every 
housewife. Assortment ‘contains 
six “Harvest” Pads. 


MORNING GLORY 


Brilliant red on gleaming white 
enamel. A favorite everywhere! 
Low in price; tremendous eye 
appeal. Over-all pattern won't 
show finger marks or scratches. 
You get twelve “Morning Glory” 
Pads in this Assortment. 


Gallonoyy. 


METAL PRODUCTS CO. 


1820 EAST 37th ST. © CLEVELAND 14, OHIO 
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grow BIG—for stores who feature AMERICAN Rental 
Sanders! You'll find a steady year ‘round demand for this 
service—for new and old homes! Hundreds of your 
customers are prospects—bringing you 3-way profits! 
You ring up rental fees—and this alone usually pays for 
your American Machines the first year! You sell related 


stems—abrasives, floor finishes, brushes, wax and other _ 


supplies. You build goodwill—valuable customer 
appreciation for the convenience and savings you 
offer through American sander rental service. 
Send today for profit-plan and details about new 
American Rental Sander with “package unit” 
construction and other sensational new features. 





MAINTENANCE |- § 
MACHINES 


Labor-saving machines | 
for polishing, disc sand 
ing, steel wooling and 
scrubbing floors 
Brush spread.13 
5 r 17 


inches 


| 
nial [SMALL SANDERS 
My ee 


J San! 4 





belt sander 


7 2 Speedy Spinner 
~ mi-f t 
C= semi-flexible 
SS? ~, sander 


> 
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THE AMERICAN FLOOR 

SURFACING MACHINE CO. 

522 So. St. Clair St., 

Toledo 3, Ohio 

Please send latest catalog on the following, 

without obligation. 

CL] Floor Sanders (with free 12-page profit- 
plan booklet). 

C) Edgers 

(] Saws 


(] Small Sanders 
(J Maintenance Machines 














FAST-SELLING 


CAMBRITE 
HOUSE NUMBERS 


Us ee) Tee 

















Cambrite 
Delivered in this House Numbers 


compact carton— 1/2/13) 


ready to set up 
and SELL! MONWAYS SEEN 






















Here’s an eye-catching display for your 
counter with a solid sales punch. 





It’s yours—FREE—with your carton of 
CAMBRITE tile house numbers! 


You can put it up in less than a minute. 
It occupies very little more than a foot 
of counter space. It holds your entire 
stock. And it’s a sure fire shopper-stopper! 


Everybody uses house numbers—just place 
these smart black-on-white CAMBRITE 
numerals where they can be seen and 
watch ’em sell! They're covered with a 
satiny glaze, easily cleaned, visible day 
or night. 


Each CAMBRITE display contains —in 
one small carton—an assortment of 
120 numerals and 42 frames in three 
sizes. Dealer’s price $24.84*, list $41.40, 


YOUR PROFIT $16.56! 
*less 2%, 15 days, f.o.b. Cincinnati 


* SEE YOUR JOBBER OR SEND COUPON TODAY! ° 


The Cambridge Tile Mfg. Co., Dept. HA-2 
6 Cincinnati 15, Ohio * 


Gentlemen: Please send me complete information 
about CAMBRITE house numbers and e 
the new counter assortment. 


© Cambrite 
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CATHEDRAL 


TONE 
CHIME 








Model C-10 
LIST $8.95 





Easy to sell this beauty — just push the button 
and let your customers hear it. Cathedral Tone is 
completely new, produced by a little device called 
a Resonance Magnifier that rolls out the lovely 
timbre and rich overtones of a true cathedral chime. 
Just to make things perfect, Liberty’s Cathedral 
Tone Chime operates through 200 feet of wire from 
any standard 10-volt bell transformer. Sounds two 
notes for the front door, one for the rear 


We’re talking up the Liberty Line to more than 
6,000,000 of your best prospects in such magazines 


as Better Homes and Gardens, American Home, 


and House Beautiful. 


Write for Particulars 


hely (Jl 
MANUFACTURING COMPANY 


SINCE 1924 
MINERVA, OHIO 


DOOR CHIMES «BELLS + BUZZERS * TRANSFORMERS * SIGNALING DEVICES 
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GREATER PROFITS! Self-Polishing 





A sensational advertising 
program will bring the 
story of Self-Polishing 
Simoniz to millions in ’49! 


Housewives everywhere have found 
that Self-Polishing Simoniz “OUT- 
SHINES THEM ALL’’—gives floors 
the same lasting beauty as Simoniz 


1 OR 4 REF 
for cars! And, too, it outshines all oe ot 7 
. — uaranteed by % 
others in profits for you. So capitalize Good Housekeeping 
on the tremendous advertising cam- ” hoy mS 
; 4S apventistd THe 
paign backed by the famous name of 


Simoniz. Order an adequate supply 
of Self-Polishing Simoniz—today! 


SELF-POLISHING SEMONIZ 


THE SIMONIZ COMPANY, CHICAGO 16, ILL. 


gt 0 gy, FOR FLOORS 


\oo* 
°” Rubee TILE anp TERRALIO * 


*T. mM. REG. U.S. PAT. OFF 
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THESE FULL-COLOR ADVERTISEMENTS ARE 


OF RUBBERMAID’S SPRING CAMPAIGN 


bangin’ away at new sales 


and profits for you 


29,180,000 Rubbermaid ads this year! 


in 4 great women’s magazines ... vs 


Yes, it’s one for two this year. A flashy, selling 
Rubbermaid ad for every two women of buying age 


in America ... and in your area! 


RUBBERMAID is the only complete line ... the nationally- 
advertised line ... the quality, home-engineered line 
that resists heat, grease, soap and wear. Is your assort- 


ment complete and ready for sales? 


Remember .. . Rubbermaid sales are not substitution 


sales ... they're plus sales. 


Scud for callaleg showing comple hive 


HOME-ENGINEERED FOR HOUSEWIVES 
... SALES-ENGINEERED FOR YOU! 


Her 


| 


e's the sure-fire way to new sales and profits 


CHECK STOCK. Have a full line of Rubber- 
maid items, sixes and colors ... be ready for 
impulse sales. 


SHOW RUBBERMAID. Women buy Rubbermaid 


Houseware where they see it on display. 


USE COUNTER CARDS OF RUBBERMAID 
ADS. Associate your store with Rubbermaid's 
national advertising. It builds confidence... 
and reminds customers that their good silver, 


glass and china need Rubbermaid protection. 


USE RUBBERMAID DISPLAY HELPS. Chrom: 
wire display racks, including poster cards, and 
toilet top display show Rubbermaid items the 
merchandising way. 


, TIE-IN. Add a big plus to your own advertis- 


ing with mentions of the nationally-advertised 
Rubbermaid name. 


GET DEALER HELPS mat sheets, banners, 


etc. from your jobber salesman. 


Mr. Dealer—your jobber can supply you all the above 
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How to wash dishes clean 
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UR KITCHEN FLOOR gets 
iest, wears fastest, ecls 
rdest right where you 
ind at your sink and stove 
le a Rubbermaid Floor Mat 
it keeps floor clean, saves 
bar, cushions your feet 





yOuR POOR BACK gets 4 
rest when you sweep with a 
Rubbermaid Dustpan. Don't 
stoop to hold it . . - just 
push this marvel in place 
with your toc Rubber feet 
hold it there you use 
both hands to sweep 


yOUR STOVE TOP, table 
and sink top do double duty 
when you use a Rubbermaid 
Handimart-Cutcing board 
Hard cutting board on one 
side cushioned work sur 
face stamped with recipe 
measuring tables on the other 


YOUR WORKTABLE need not 
have a chewed-up edge. Just 
slip your Rubbermaid Table 
Protector under the clampon 
your meat grinder or other 
kitchen tools It won't slip 
or twist 


Wt 000%, 
try 


Mike your bathroom 
the Satest room 
in the house - 
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YOUR LOVELY FINGERS 
and your nail polish keep 
beautiful when you usc this 
clever Rubbermaid Steel 
Wool Holder 


You'll find 
Rubbermaid 
items for 
kitchen and 
bathroom 
wherever 
house wares 
are sold in 
the United 
States and 
Canada 


The quality home-engineered brand that assures 


long life, resistance to soap, grease, heat « 


and wear 


THE WOOSTER RUBBER COMPANY, Degt. B-1 Wooster, Ohio 


Lal 
E OOSTER RUBBER COMPANY, OOSTER, OH! 
T w T P yY, Ww T a HIG 


RUBBERMAID PRODUCTS INCORPORATED 
TORONTO, ONTARIO ; 





















BAKING AND ROASTING PAN — In two sizes 2 QUART COMBINATION COOKER AND EGG SQUARE CAKE PAN — in 8x 8 in. or 9x9 


— highly polished — satin finished bottom POACHER — Double boiler, sauce pan, cas- in. sizes — highly polished — satin finished 
— inside natural finish — tightly rolled serole and egg poacher all in one. Egg bottom — inside natural finish — heavy 
square bead. j Poacher is also useful as warmer for baby tightly rolled bead. 

foods, etc. 





y 


ANGEL FOOD CAKE PAN — loose bottom — a 4 COVERED SAUCE POT—Newly designed heavy PERCOLATOR—4, 6, 8, 12 and 16 cup sizes 
highly polished — heavy gauge seamless Z inset cover — highly polished — inside sun- — all have welded spouts, burnproof thermo- 
tube — steel standards support pan when & ray finished—tightly rolled square bead—in plax handles, quality in every detail. 
inverted to allow cake to cool. - & a variety of sizes from 1 to 16 Qt. capacity. 


| 
3 


@ The six PRISCILLA Aluminum Utensils here illus- 
trated typify this widely famed quality line that has 
always set the stage for happy dealer-consumer 
relationship. 


Backed by PRISCILLA’S Unconditional Guarantee, 
dealer and consumer alike always enjoy the fullest 
measure of confidence and satisfaction, with no 
strings attached whatsoever. 





LEYSE ALUMINUM COMPANY 


KEWAUNEE e WISCONSIN 
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‘the BUY-WORD 
for Better Plastics” 





... build traffic 


_ Speed turnover 


_increase customer satisfaction! 


If you’re out to set new sales records, 
you'll stock these fast-selling housewares 
made of STYRON (Dow polystyrene). 
Powerful national advertising is rapidly 
making your customers “Styron-minded”. 
Be prepared when they specify STYRON 
housewares. Your customers know that 
every item bearing the Styron label has 
been evaluated by the Dow Consumer 


Product Evaluation Committee for func- 
tional design, quality workmanship and 
the correct application of plastics. They 
know that Styron housewares are bright, 
practical, durable and low in cost. So 
when you build your Spring promotion, 
specify STYRON, and you'll be sure of 
greater traffic, quicker turnover and com- 
plete customer satisfaction. 


Plastics Division HW-5 « THE DOW CHEMICAL COMPANY + MIDLAND, MICHIGAN 








SEND TODAY for your copy of the 
4th Housewares Buyers’ Check List. 


It’s your buying guide to better 
housewares made of America's 
No. 1 plastic . . . STYRON. 
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CLOTHESPINS — Rounded 
smooth surfaces. Blue, red, 
pink, yellow and white. Sells 


in Or various size s. 
Molded and distributed by Mas- 





tro Plastics Corp., 3040 Webster 
Ave., New York 67, N. Y. 





SPICE CABINET — Decorative and 
handy. May be used on shelf or 


y 
Plastic Products, Inc., 1625 
W. Mound St.,Columbus 4, Ohio. 














When a buyer likes what a seller sells, 


THERE’S ACTION! 


and that’s what you get when you stock 





Why the consumer buys Why the dealer prefers 


FARM AND GARDEN BRAND FARM AND GARDEN BRAND 




















@ Dependable Results FARM AND GARDEN BRAND @ Consumer acceptance | 
@ High chemical analysis @ Higher profits 

e@ Complete directions for use INSECTICIDES and FU NGICIDES @ Self-merchandising package 

@ Attractive, handy package A complete line of famous professional chemicals for the @ Low season-end inventory 

© Modern, tested formulations amateur grower or the farm trade. For insecticides, fungi- © Repeat sales _ 

© Reliable reputation cidesand weedkillers, stock a line that se//s—sell Niagara. © Informative literature 














: SEE YOUR DISTRIBUTOR, OR wie YOu Buy WRITE US FOR FULL PARTICULARS 
Me Niagara Me 


NIAGARA CHEMICAL DIVISION 


FOOD MACHINERY CORPORATION 
MIDDLEPORT, NEW YORK 


Richmond, Calif. + Jacksonville, Fla. » Tampa, Fla. » Pompano, Fla. » New Orleans, La. « Greenville, Miss. * Mt. Vernon, Wash. « Harlingen, Texas 
Canadian Associate: NIAGARA BRAND SPRAY CO., LTD., Burlington, Ontario 





YOUR CUSTOMERS ARE Si 





LOW COST PERFORMER 


SELL AMERICA’S OF THEM ALL 


Complete LINE 


Your customers prefer to buy from someone who can install a complete job. The Dempster 
Water Supply equipment line IS complete. For kitchen, bathroom, farmyard and feedlot. Regardless 
of the water supply problem—Dempster has the proper equipment to fit the customer's need. 


With Dempster’s low cost performance, it is now possible for thousands of farm families to 
install and enjoy running water. And your sales future holds big opportunities if you carry Dempster’s 
complete line . . . because every Dempster sale leads to EXTRA profits from accessories as well as 
the initial sale. DNT-1-48 


DEMPSTER MILL MFG. CO. 


BEATRICE NEBRASKA 
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oe of fast-selling 





No. 300-W 
ALUMINUM 


WIRE ‘earns ie 

REINFORCED y NDOW 
GE 41 Penpeee WI MATERIA 
ae and cash in NOW on easy 


all-weather profit sales 


Plenty of weather ahead yet! And R-V-LITE storm doors and windows can be 
made in a jiffy! They keep heat in, cold out, afd prevent wasting expensive 
fuel. The new 400-T Wax Impregnated Fabric is perfect for poultry and farm 
animal buildings—wherever light, insulation and sunshine benefits are needed. 
Sell all 3 other types for these same advantages plus full transparency. For 
every need, there’s a type of R-V-LITE . . . tough, shatterproof, light weight, 
flexible, insulating, easy to clean. All 4 types are economical and easy to 
install. Keep your dispensing floor fixture filled . . . give it your best floor 
position . . . and ring up daily sales! 


AER bas, P\ Weer R-V-LITE is your dependable year ‘round repeat and profit item! 


gen, Texas 


Suggest these ° Chicken houses ¢ Hog houses 
® Farm animal buildings « Sheds 
S ear ‘round ° Storm door & windows e Attics 
No.lOO-C By y © Basements ® Hot & cold bed frames 
. 
. 


Yempster 


aoe COTTON 


ilies to REINFORCED 
mpster’s 

well as FI PTETATTET TATA AION 
-1-48 fj i 
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- Skylights @ Partitions ¢ Garages 
uses: : : ae 
Temporary windows in new building 
Scaffold enclosures for workmen 
Emergency replacement of broken glass 
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PEERLESS 
Deep Well 
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Capacities: 200 to 450 gallons per hour 
Lifts: For deep wells 20 to 330 feet 
Pressures: Up to 40 pounds, or higher 


Here is dependable dcep well pumping for farm or 
home. Gear housing is fully enclosed and dust-proof. 
Gears run completely in a bath of oil. Design is com- 
pact and streamlined. Slow speed, V-belt drive is 
fully automatic. All parts are easily accessible. 
Entire unit embodies Peerless precision engineer- 
ing. Complements the famous Peerless deep and 
shallow well jet pumping system and the Peerless 
Water King. Now you can fill every possible water 
requirement of your customers. Write today for full 
information on the Peerless deep well reciprocating 
pump and other pumps in the complete Peerless 
water systems line for ’49. 













wt fxfaga Y aicie a 
as - ~=—S>- The Peerless Line for ‘49 
is backed up by 
26,000,000 
Advertising Reader Impressions _ rv 
e 


ee 





— ih Sah by 


PEERLESS PUMP DIVISION 
Food Machinery and Chemical Corporation 
LOS ANGELES 31, CALIFORNIA * INDIANAPOLIS, INDIANA 


District Offices: Chicago 40, 4554 N. Broadway; New York 5, 37 Wall 
Street; Omaha, Nebr., 4330 Leavenworth St.; Atlanta Office: Rutland 
Bldg., Decatur, Ga.; Dallas 1, Tex.; Fresno, Calif.; Los Angeles 31, Calif. 
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YOU'RE RIGHT AS RAIN WITH ROSS 


NO. 52 square 
portable. 


with Swivel 
coupling 


It's only natural that the originators of the square 
head sprinkler, after twenty-five years of experi- 
mentation, should be the first to adopt its principle to 
fill a long felt need and popular demand by developing a portable 
square spray that may be concentrated on a square area one to thirty 
feet. Not only will this new square spray sprinkler saturate the desired 
area right to the corners without going “out of bounds,” thus saving 
quantities of water, but its swivel hose coupling is a feature that makes 
it easy to connect and a pleasure to use. Then, too, it is sturdy and be- 
cause of its unbreakable base and no moving parts it will give years of 
dependable, trouble-free Service. 


This new Ross portable Square Spray sprinkler, No. 52, offers you the 


) greatest opportunity to cash-in on a sales appeal for garden equipment 


since the introduction of the ROSS square head back in 1924. Among 
the many other items in the Ross line are the outstanding ROSS Star 
Sprinkler Heads. 


THE ROSS NO. 10 HAND SPRAY 


One of the most popular sellers of the 140 Ross 
Sprinkler products. This spray, embodying the 
usual Ross quality, offers many exclusive 
features such as the patented baffle 
that insures even distribution of 











fan-like spray. Perforated face, 
which cannot loosen, is soldered 
from inside. Body is drawn from 
flat sheet of sol'd brass — no seams. 
13 to 17 gallons-per-minute capacity at 40 
to 60 pounds maintained pressure. 


YOU SELL QUALITY WITH CONFIDENCE WHEN 
YOU SELL ROSS 


THE ROSS SPRINKLER CO. 


34 ROBERTS ST. PASADENA 3, CALIF. 
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_.. first name in cylindrical locks 
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4 illustrated above 
was used in a dull chrome finish for 
Cincinnati's Terrace Plaza Hotel... 


a Schlage installation of heavy-duty 


cylindrical locks. 


Architects. Skidmore, Owings & Merrill 


LOCK COMPANY 









House MiG es 1 Heller 


AQRE IMAM 3,009,000 FAMILIES 
oh CAMTS 


THE HOME GA 


2 ‘SPY’ PAPER 
INE HELD 
INQUIRY HE! 


S. AV ANT E 


-& / -) j ) A f 
Che Philadelphi 
$1 19,50 yoo a 
oe §SH)WING 9,198,315 PROSPECTS 
| THE BUY OF THE YEAR 


Hard-hitting Savage ads tell the bargain news of the year 





*Model 85 available with “Power Products” 
engine at $99.85, Retail, F.O.B. Factory. For : . 4 
other volume-makers, ask your jobber about through big-circulation magazines and newspapers. More than 
the complete line of Savage Hand Mowers. 





5 A V A G i’ A R BA S 9 million messages every month, all through your peak mower Secs, Sa 


. , Sprocket 

season! Plan now for the brisk demand ahead. A Savage jobber 
CORPORATION chine, Pr 
Dept. JR-1 LAWN MOWER DIVISION will be glad to serve you . . . make sure you'll be ringing up Passing L 
Fla 


CHICOPEE FALLS, MASS. your share of these profitable power mower sales. 
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Jack, Sash, Safety, Ladder, 

Sprocket, Pump, Liberty Ma- 

chine, Proof Coil, Liberty Coil, 

Passing Link, Bulldog, Samson, 
Flat Link, Register. 





HODELL’S BULLDOG COIL IS THE 







CHAIN OF A THOUSAND USES 


This popular type of chain holds its place on the best- 





seller list year after year. It is strong, light, flexible and 






good looking. 






The center tie in the Bulldog link has a grip that won’t 






let go—the wire will part before the knot unties! 






These features, plus its low cost, make Bulldog Coil 






the multipurpose chain for home, farm and industrial 






uses. It is available in bulk, on reels or in cartons, also 






in the form of hardware specialties such as halters, tie- 






outs, etc. Write for Catalog EX-49. 






Hodell is the name for dependable chain! 


HODELL CHAIN COMPANY 


Established 1886 « CLEVELAND 3, OHIO 


A division of — THE NATIONAL SCREW & MANUFACTURING COMPANY 
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SATURDAY EVENING 


7 y 
DONT) eats 


eee 772 ATK QUALITY! 


ATKINS Advertising 
Brings the Cream of the 
Market into Your Store 


THIS ADVERTISEMENT IS 
CURRENTLY APPEARING 
in the 
SATURDAY EVENING POST 
























Other Atkins advertisements appear 
regularly in such national magazines 
as: 
COUNTRY GENTLEMAN 
PROGRESSIVE FARMER 
SUCCESSFUL FARMING 
SOUTHERN AGRICULTURIST 








FRO 
cows to eens POPULAR MECHANICS 
s 
there's an ATKING 1 Atkins advertising reaches the millions 
Silver Steel” Saw with higher spendable income. These 
job no, cutting are the people who buy more—whose 
Your home, round business means bigger unit sales and 






more profits for you! 


When You Sell ATKINS 
You Sell the Quality that: 








1. Increases your dollar 
unit of sales! 


2. Makes satisfied “re- 
peat” Business! 


3. Enhances the prestige 
of your store! 








Typical ATKINS Sales Builder Mechanic-Kut Circular Saws 
Every home workman and hobbyist a prospect. True 
Atkins quality, value priced! Complete range of sizes 
and patterns. Display them and they sell themselves. 


Caer Steel’ SAWS 


E. C. ATKINS AND COMPANY « tome office ano Factory: 
402 SOUTH ILLINOIS STREET, INDIANAPOLIS 9, INDIANA 
BRANCH FACTORY: PORTLAND, OREGON 
Branch Offices: Atlonte © Chicoge © New Orleans © New York © Sen Francisco maeuens aswave ancae” 


THE DEALER'S PARTNER FOR 92 YEARS 
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NO PRICE INCREAS 
on fast-selling 


FULLER TOOLS 
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prestige 


OUR PRICES ARE UNCHANGED—AND 
YOUR PROFITS ARE AS HIGH AS EVER! 


ACT NOW! MAIL THIS HANDY COUPON TODAY! 
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Alert hardware dealers are profit- 
ing by selling power equipment. | 
Cash in on Choremaster leadership 
and national advertising by han- 1 
dling this tractor and complete line 

of profitable attachments. Excellent 

sales helps. Write for details of 
franchise and name of distributor. 


LIST PRICE 


1146550 $157.00 


with Standard with Mercury 
clutch clutch 


Plus Freight 





SICKLE 
BAR 





SPECIAL PRODUCTS DIVISION 
The LODGE & SHIPLEY Co. | 


828-2 Evans St. Cincinnati 4, Ohio 


fae | 










Mole 


MAKES BETTER FARM SUPPLIES 


MOLINE STEEL TACKLE 


BLOCKS FOR MANILA 
No. 800 





ROPE 


STRONG... 
STURDY... 
DEPENDABLE 


Made with heavy steel side 
plates and U-brackets and 
strong oversized forged stee ] 
hooks. Single, double and 
triple sheave from % to 1 
inch manila rope. Side plates 
have rounded edges which 
increases rope life. Finished 
in lustre enamel. 


MOLINE HEAVY DUTY LOAD BINDERS 
Double Swivels For Flexibility 





No. 805 No. 810 






Constructed of high strength, heat-treated malleable 
iron. Double swivels for complete flexibility. Bright 
enamel finish. Three sizes. No. 744 for 4” chain 
745 for 4%” chain; No. 746 for chain over 1%”. 


MOLINE SAFE-LOCK WIRE STRETCHERS 





TAN ANS SMANE RSS ESTES 






Stretches longer fence 
wire easily and quickly. 
Steel roller bearings make 
for smooth operation. Have 
hardened steel axles and refined 
malleable wire grip and hook with 
chain at one end and wire hook at other. 








HEAVY DUTY 
HAY CARRIER No. 932 


The easiest operating, lightest 

pulling hay carrier on the mar- 

ket. Extra strong construction 

assures long rope life, reduced 

pulling, years of trouble free 

service. Double swivel action 
reversible. 


MOLINE MAKES A COMPLETE 
LINE OF QUALITY HAY TOOLS 


CARRIERS PULLEYS 

FORKS SLINGS 

TRACK and FITTINGS 
etc. 


Write Dept. HA-10 for complete catalog. WE SHIP QUICK! 
OVER SEVENTY YEARS OF SERVICE 


MOLINE 


iRON WORKS 


A 
MOLINE WLLIMNOIS u.s 





HARDWARE AGE, FEBRUARY 24, 1949 











‘ ee 





HARDY 


NDABLE 


steel side 
kets and 
rged steel 
uble and 

% to 1 
ide plates 


es which 
Finished 


= 


malleable 
y. Bright 
1” chain 
iw 


>HERS 


> 


} 


QUICK! 














aaa 


4 SIMONDS ALSO 
| MAKES 

4 M QO N 1) § | Red Center Solid 

i | Tooth Circular Saws. 

4 | “Blue Tip” Bits & 


| 


Red Circle’ Shanks. 
“Red Tang “’ Files 
“Red End” Hacksaws 
1, Exclusive Sales Features: Simonds process of Crescent Narrow Band Saws 
Grinding does uniform job on both sides at once 
. —gives even taper. Large raker gullets prevent 
He “choking up.” These, plus Simonds special methods 
of tempering and testing, guarantee the finest 
cross-cut saw that can be made. 































2, Quality Name: Simonds is most experienced U. S. 
4 saw-maker . . . makes only first quality lines ... 
4 no secondary grades. 


3, Simonds Tie-In Sales: Special “Red Tang” Cross- 
cut Files, saw handles, setting hammers and blocks, 
frames, and other crosscut saw tools. Also Simonds 
Abrasive Company’s Borolon Saw-Gumming Wheels. 





That’s why Simonds Crescent-Ground Crosscuts give 
you the sop cut in profits! Get in touch with the 
nearest Simonds office. 


BRANCH OFFICES: 1350 Columbia Road, Boston 27, Mass.; 127 S. 
Green St., Chicago 7, Ill.; 416 W. Eighth St., Los Angeles 14, 
Calif.; 228 First St., San Francisco 5, Calif.; 311 S. W. First 
Avenue, Portland 4, Ore.; 31 W. Trent Avenue, 

Spokane 8, Washington. Canadian Factory: 

595 St. Remi St., Montreal 30, Que. 








Other Divisions of SIMONDS SAW AND STEEL CO, 


making Quality Products for Industry 


liam : 
; 






wo . aecovrte 






Special “Becirhe Wheels Simonds Products 
Fornace Steels «4 Grains for Coneda 
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for summer! 





L12 SOFTBALL — Tough, 
waterproof, white rubber 
cover. Compression formed 
center. Outwears 3 other type 
softballs. Lists $1.00. 


RS SPORTBALLS — Largest 
selling beachballs in history 
—multicolored. 6”, 13”, 16”, 
20” sizes. Lists $1.00—$5.00. 


AIR MATTRESS — 
Costs less, yet finest 
ever built. Air can’t 
shift — designed for 
comfort and utility — 
great for camping, etc. 
Size 27x72. Lists about 
$13.95. 


pw SWIM—FUN 
EQUIPMENT 
by Owen Churchill 


SWIM-FINS— World famous 
—designed by Owen Churchill. 
Non-swimmers become swim- 
mers in three hours. Swim- 
mers are 50% faster at once. 
Used by U.S. Navy. Sr.’s list 
$8.95; Jr.’s list $5.95. 


SWIM MASKS — See new un- 
derwater wonderland. Adjust- 
able headstrip. Jr. lists $2.25; 
Sr. lists $2.50. 


‘SWIM-GOGGLES— Fully ad- 
justable—see clearly on or 
under surface. List.$1.50 


SWIM-MITS— Add power to 
strokes. Leave fingers flexible 
and untired. Used by U.S. 
Navy underwater demolition 


teams. List $2.25 for Jr.; 
$2.50 for Sr. 


Write voir for catalog and price sheet! 


NEW YORK 10, CHICAGO 6, LOS ANGELES 11 


Shnericad Stnal Abele Egegoment 


the Finest 
SPINNING 


Your - 
Customers 





Is 1S not “‘just-another” spinning rod, but a BRISTOL 
perfected Spinning Rod. A spinning rod with the 
advanced features you expect from BRISTOL’s veteran 
skill in design and precision manufacture! It is precisely 
tapered from butt to tip to give it wonderful action when 
spinning with light lures. its BRISTOL-designed “‘rocket 
guides” are mathematically graduated in size to reducc 
line friction almost to the vanishing point. This 7 ft. 
| tubular steel rod weighs but 5 ounces, yet has a strength 

and stamina to hae small tarpon and bone fish. It is 
bound to be a big favorite especially among women for 
this increasingly popular type of angling in 1949. 


Capitalize On This BRISTOL Leadership! 


BRISTOL’S nationally-advertised, quality-leading tackle for 
1949 includes these outstanding values: Hexagonal telescopic 
rods. Round telescopic rods. One-piece seamless tubular stee! 
rods. One-piece solid steel rods. Advanced-design reels. 
Super-strong silk and Nylon bait casting and fly lines. BRISTOL, 
remember, was first to introduce the steel fishing rod, the all- 
purpose telescopic rod, the silk fishing line. Today, BRISTOL’S 
recision-made tackle emphasizes anew this great tradition of 
eadership. For this year, as always, all BrisToL-tackle is 
,BRISTOL-made. 






BRISTOL, CONNECTICUT 


FISHING RODS 
REELS - LINES 


Nationally Advertised “C @ 
To Your Customers Also Makers 0! 





In LIFE... And BRISTOL 
Leading Fishing Magazines. Golf Clubs 
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AT LAST! OUTBOARDS THAT LET YO 


EVERSE . weyrpat - FORWA™ 


Just SMT ¢he lever 


Scott-Atwater proudly presents complete new 
line of gear motors that weigh only 
13 Ibs. more, cost only $149.50 to $199.50 


(Retail ) 





Big news for outboard owners... | 


CRUISER CONTROL 
with SCOTT-ATWATER 


——— 








i es Se tbs 


BIG NEWS FOR EVERY OUTBOARD DEALER! —— Scott-Atwater has 
perfected a gearSHIFT outboard so simple, so sound, ql 
so foolproof ...so much fun to run... that every out- 1 
board owner and prospect will want it on sight. Easy to 
use—just SHIFT the gearSHIFT to back up, stand still or 
go ahead (it’s impossible to clash gears). Easy to carry 

the Scott-Atwater SHIFT adds only 1% pounds to motor 
weight. And easy to sell!—with powerful advertising in 
leading newspapers and magazines telling your customers 
about Scott-Atwater’s sensational features. Better find 
out more about our new line now...a lot of outboard 


es cwnyes 


+++f0 warm up motor in neutral 
+++ to back away from dock 


*+-fo make an “eggshell landing” 





---and these new features, too! 


es: 
Slip Clutch Propeller protection 








® Duo-Grip Carrying Handle 
® Rotoflex Water Pump 






















owners and dealers are going to SHIFT. ..to Scott-Atwater! / & 
\ eo ad . 
FORWARD NEUTRAL REVERSE 
INSIDE (4 aoe eit 
; 3 NEW GEAR SMW mopELs: 
Mies | beige af fr) f , 

Driveshaft gear is always engaged with both forward and reverse oe 
gears. But neither is permanently engaged with propeller shaft. When “Be a u 
you SHIFT, clutch dog moves. Its position determines whether < 


forward or reverse gear is engaged. If neither is, you’re in neutral. 






sinGcte 


49° 


1-14 § 
mel. petal 


















ten be G20 *OBC Cert 
For further information write Dept.HA-29, Scott-Atwater Mfg. Co. Inc., Minneapolis13,Minn, “ = Certified Certifi @4200 RPM 
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INDUSTRIAL AND OFFICE STAPLING AND TACKING EQUIPMENT 
NORWALK, CONNECTICUT 





WHAT KIND 
OF CHAIN 


(oes your 
Trade Want? 














Your customers 
know it is good 
business to use 
CM Chain 
Products...you 
will find it 
equally good 
business to 
sell them 
CM Chain 
Products. 


i. it’s the best 
on the market, 
then CM Chain 
Products are the 
answer. For there is 
a CM chain to meet 
every type of appli- 
cation...and every CM 
chain has a service-prov- 
en record for economy, de- 
pendability and long life. 





Am 
@ For practically evety chain 
use there is a CM product de- 
signed specifically for that job... 
AUTOMOTIVE... AGRICULTURAL 
..» HARDWARE...INDUSTRIAL... 


* ' 
” \. 


COLUMBUS-McKINNON 


CHAIN CORPORATION 


sholm Moore Hoist Corg 





GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y 


SALES OFFICES: New York + Chicago « Cleveland + San Francisco + Los Angeles 








* 
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Produced under most modern automatic control trom 
sound and seasoned hardwoods at our Wrigley, Ten- 
nessee plant, one of the largest retort carbonizing 
plants in America. 


@. 
CHARKET 


Concentrated hardwodd charcoal briquettes about 
2 inches square, that burn for hours, giving off a 
steady, intense heat. Packed in 20-pound paper 
bags and 80-pound burlaps. Recommended for in- 
door and outdoor cooking, foundry and sheet metal 
work and for smoking meat. Charkets are hard 
binder, impervious to moisture, and smokeless. 


WRIGLEY HARWOOD CHARCOAL 9 @qgi™ 


Uniform lump, packed in handy paper bags (weight 5 pounds) WRIGLEY 
and larger packages for commercial and industrial use. Ideal OAK 
for outdoor cooking (fish fries, steak fries, outdoor grills, pic- a 
nics, camping). Also used in°’numerous manufacturing and 

chemical operations. ec 


CHARCOAL 


wer. 
—— 


TENN-CHAR 


Granulated charcoal in a wide variety of sizes. Packed in 
50-pound heavy paper bags, used widely for poultry and 
animal feeds as well as in the metallurgical industrial 


plants. 


If you are not already handling the Tennessee Products line of 


hardwood charcoal, you are missing a real bet. The demand is 





wide-spread, the volume assured, in every locality. Mixed cars 
can contain any. variation of the packages and preparations. 
Wire or write TODAY for quotations or any other information, 


Tennessee Products & Chemical Corporation 


General Offices: NASHVILLE, TENNESSEE 


HARDWARE AGE, FEBRUARY 24, 1949 














AUTOMATIC WATER 
PUMPING SYSTEM 







AMERICA’S GREATEST 
Shallow Well 


Pump 


Stock LERIO and watch the 
profits mount. 

Here is the pump that 
answers every rural 
home need... most 
farm needs...for run- 
ning water. 


The simplified, patented design 
of LERIOn: ‘esinstallationand 
maintenance simple as ABC. It 
fits directly onto the well pipe 
or casing, requires no separate 
storage tank, delivers fresh wa- 


Once Primed— 
Always Primed 


Freezing will not damage 


ter right from the well. 


The LERIO simplicity of design ... sturdiness 
of construction, brings your customers... 


1. LOW INITIAL COST 
2. LOW OPERATING COST 
3. LOW MAINTENANCE COST 


One installation will sell a whole neighborhood! 








The main features of the 
LERIO Pump are covered by 
U.S. Pat. Numbers 2091499, 
2394191. 





CORPORATION 


MOBILE 6, ALABAMA 


THE Seto 
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vV Priced Right! 

V Atthractively Packaged / 
V Wattonally Advertised! 


ALLEN === 

















ALLEN “Parkside” Nozzle-Type Sprinkler 


Outstanding — the best all-purpose 
sprinkler. Used revolving or station- 
ary. The Parkside sprays a circle up to 
24 feet in diameter, or throws a stream 
from 42 to 48 feet. Operates on high 
or low pressure. Glossy red, baked on 
enamel arm and base. Polished brass 
nozzles, brass swivel and bearing. 
Look for the colorful new red and black 
display container. Parkside Sprinklers 
are individually packed. 


MORE NATIONAL ADS 
TO HELP YOU SELL MORE 


A larger list of home and garden 
magazines of nation-wide reader- 
ship will be used in 1949 to stim- 
ulate sales of Allen Sprinklers and 
other garden hose accessories. 

Better Homes & Gardens 3,253,208 Readers 
American Home 2,580,045 Readers 
Flower Grower 220,767 Readers 
Sunset Magazine 461,212 Readers 


Ask Your Jobber 
About Allen’s Garden Hose Accessories and Lawn Sprinklers 
Established 1887 


W. D. ALLEN 


MANUFACTURING CO. 


566 West Lake Street 66 Reade Street 
Chicago 6, Illinois New York City 7, New York 
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Sold 115 in a week! 


OWEN BRANTLEY, sales promotion manager for Peter Hen- 
derson Company, recently ran a 4-inch ad featuring G-E heating 
cable. One week later, he counted 115 orders, worth $1236.25— 
all the result of this tiny ad. That’s an example of the strong 
sales appeal of G-E heating cable— now packaged in handy 60-ft 
sets that you can sell right off your shelf. 

Practically every farmer, commercial grower, and hobby gar- 
dener in your area can be sold this product now to mature seeds 
faster and obtain healthier plants. G-E heating cable is easy 
to install, inexpensive to operate, plugs into any 110-volt a-c 
circuit. 

NOW IS THE TIME TO SELL G-E HEATING CABLE FOR SOIL APPLICATIONS. 
Order today from your G-E distributor. If he cannot supply you, 
wire Section 674-1, Apparatus Dept., General Electric Company, 
Schenectady 5, New York. 




























Motors Controls 
Timers Welders 


THE FAST-SELLING } Stock Tank De-Icers 


G-E FARM LINE! ) Stock Waterers 
Soldering Irons 


Floodlights 
. Space Heaters 


GENERALE 
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LEADS THE WAY ...To the home market 
MR. DEALER ... To new Profit Horizons — to your 
golden opportunity for 1949 in Air Circulator sales. With new 
models from $22.95 up, the complete Vornado family now dom- 
inates the home market and brings you sales opportunities never 
before dreamed of! 


Vornado will be advertised to millions of prospective buyers in leading national 

magazines. Again you will benefit from brilliant display material, strong dealer 

ee and local cooperative advertising. Concentrate on the performance leader 
- the sales leader . . . the profit leader. 


World's Finest Air Circulators 


A product of the O. A. Sutton Corporation, Wichita, Kansas 
MODEL 24C1 MODEL 28C1 MODEL 12D1 
$39.95 . $49.95 $62.95 a 















MODEL 16c1 -- MODEL 201 
MODEL 16P2 922.95 $29.95 


MODEL 12P1 
$147.00 $83.95 








is you MORE Sprayer Business 
>)“ at a LARGER MARGIN of Prohit/ 










PRICES SHOWN ARE. 
SUGGESTED RETAIL PRICES 
(Freight to be added) 


THEY ALLOW YOU 
Mr. HARDWARE MERCHANT, a 


our 30% were 


All items are proven fast sellers. Mer- 
chandiser is free with the purchase of 
only 3 dozen UNIVERSAL quality-built 
hand sprayers. Ask your jobber for them. 
Write us if he cannot supply. 





T 26 
RAIDER 







“~ 





T 32 
BOMBER 

















UNIVERSAL METAL PRODUCTS CO. 
SARANAC ° MICHIGAN 
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Lock-Joint gives Richards-Wilcox trolley tracks tight tread-ways plus 
smooth operation advantages of a jointless track. Handling and installation 


conveniences of separate pieces. 






189 Plain 
Ceiling Lock-Joint Bracket 


You’re on the right track when you recommend 









Role: Ge loll, hmerc-li0-} am fa-14 4. 





079 Parallel Ear 
Ceiling Lock-Joint Bracket 

















™~ 





059 Cross Ear 
Ceiling Lock-Joint Bracket 





In ceiling type 
brackets, o screw 
driver is applied 
through the bot- 
tom of track and 





i 













\) Tightening LOCK- through notch in 

— \\ JOINT Nut forces Clip top of track to 

. into position. tighten LOCK- 

- JOINT clamping 

LOCK-JOINT Clip forces track down screw. 
End of LOCK-JOINT Clip is notched so that into position against bottom of 
the narrow portion enters hole in top of bracket and makes a tight, smooth 
track and wide portion of the clamp bears joint between ends of tracks 


down against top of track. 


STREAMLINES TROLLEY TRACK OPERATION 
FOR ANY DOOR THAT SLIDES 


bai ’ i aA ? 
229 Side Double 
Lock-Joint Bracket 





The R-W Lock Joint Bracket which holds track joints secure, and 

















provides runways as smooth as a track without joints, is an exclusive 
feature of Richards-Wilcox trolley tracks. No track creepage . . . no 
bumpy, jumpy joints. Doors slide easily, safely, quietly—with stream- 
liner smoothness. Recommend Richards-Wilcox door hardware. With 
the famous R-W complete line—‘‘A Hanger For Any Door That Slides”’ 
—you can be sure your recommendation is right! 


No other trolley track has Lock-Joint - .. an exclusive Richards-Wilcox feature 





339 Side Triple 
Lock-Joint Bracket 
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OVER 69 YEARS 
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Extra Features mean 


EXTRA SALES! 


VA New, exclusive H&R Automatic Clip Ejector. Press lever 
forward — out pops clip. No tugging — no broken 
fingernails. This feature not found on other bolt action 

repeaters selling at twice the price. 


* V Crisp, smooth action. Clip fed repeater. Test fired 
-~ to ussure absolute safety. 


JV H&R's Cottontail beaded frontsight and adjustable 
open rear sight make for the closest of shooting. 


Vv Five shot clip — flush to stock, 
VW Completely streamlined bolt and bolt handle. 


VY Hand rubbed, oil finish American Walnut 
stock. 

VW Overall length 41 inches. 24” tapered 

barrel, crowned muzzle of special high 

tensile-strength steel. 


vA Exclusive H&R ‘“‘Bulls-Eye” Broach 
Rifling provides maximum shooting 
accuracy. 





EXCLUSIVE H&R 


“‘Direct-to-Dealer’’ Sales Plan 
means EXTRA PROFITS! 


H & R sells direct to you, eliminates middleman profit! You benefit 
$1.41 minimum on rifle sales comparable to the ‘'Plainsman.'' 


Usual Profit H & R Profit H & R Profit 
BOLT ACTION (Competitive) Class A Class B 
REPEATER .......... $4.80 $6.21 $7.98 


Class B purchasers net a neat $3.18 extra profit with the ‘'Plainsman." 








ORDER YOUR STOCK OF THE “PLAINSMAN” — NOW! 


se pis og es 


NOW HERE 















PLAINSMAN 


No. 865 BOLT ACTION REPEATER 





Wait "til you see the “Plainsman’ — the most 
advanced bolt action repeating .22 ever 
marketed! It has all the sales-making, volume- 
zooming features of much more expensive 
models. 


Retail 


938 


AUTOMATIC CLIP EJECTOR. 


PRICED LOW among comparable 
-22 rifles... unequalled for a 
wealth of luxury features. 








SMOOTH ACTION 


COTTONTAI FRONT SIGHT 


HARRINGTON & 


RICHARDSON ARMS CO. 


381 Park Avenue, Worcester 2, Mass. 
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IN-BUILT REELS WITH INTERCHANGEABLE RODS l 


a 


= SUPER 4 
“——- CASTER/™ 


¥\ 


at y 
450 


Including one inter- Including one inter- 
changeable rod, changeable rod, 
carrying case and carrying case and 
Federal Tax. Federal Tax. 


Everyone interested in high-quality 
fishing tackle can now enjoy the 
advantages of the Hurd in-built reel 
and interchangeable rod combina- 
tion for as little as $27.50. The new 
Hurd Caster, companion to the 
famous Super Caster, was designed 
especially for those who prefer to 
thumb the reel. It is built to the same 
high-quality standards and retains 
most of the modern, exclusive fea- 
tures of the higher-priced model. The 
extremely low retail price of $27.50 
for the Hurd Caster is based on the 
broadened market possibilities 
which it offers. With the combina- 
tion of the two items—offered in a 
new, wide price range — you can 
now make the modern Hurd advan- 
tages available to all who are inter- 
ested in quality equipment. Both 
types are immediately available for 
your Spring trade. Order now 
through your local jobber. 





VN is 


Patent D145625. Other Patents Pending. The right tomake 
specification changes is reserved, without obligation. 





HURD LOCK AND MFG. CO.—Sporting Goods Division 


NEW CENTER BLDG. * DETROIT 2, MICH. 
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RED CAP No. 20-A 


Here’s the pioneer Red Cap—the streamlined 20- 
inch model, with automatic engine speed, that 
started a new trend in the mower industry. 
MOTOR: One horsepower, 2-cycle Power Products engine with 
tilt-proof gas feed. 


GOVERNOR: Automatic engine speed. Sole control is simple 
clutch release. 


CUTTING REEL: 20 inches wide. 


BEARINGS: Permanently lubricated bearings for reel assembly. 
Hyatt roller bearings for wheels. 


CLUTCH: L.G.S. master clutch gives finger-tip control. L.G.S, 
spring wheel clutches eliminate pawl or ratchet assembly. 


WEIGHT: 80 pounds. 


RED CAP No. 20-L 


Fitting companion to Model 20-A—designed for 
those who prefer a 4-cycle (Lauson) engine and 
want the convenience of a power take-off for use 
as an auxiliary power supply. 

MOTOR: One and half horsepower, a 4-cycle Lauson engine 
with power take-off pulley. 


GOVERNOR: Automatically maintains speed set by manual 
throttle control. 


CUTTING REEL: 20 inches wide. 


BEARINGS: Permanently lubricated bearings for reel assembly. 
Hyatt roller bearings for wheels. 


CLUTCH: L.G.S. master clutch gives finger-tip control. L.G.S. 
spring wheel clutches eliminate pawl or ratchet assembly. 


WEIGHT: 118 pounds. 


RED CAP No. 18-S & 18- 


Red Cap’s new, popular i8-inch mowers in 
choice of 4 or 2-cycle engines. Models 18-S (with 
Lauson motor) and 18-R (with Power Products 
motor) were created for use on smaller lawns. 
They’re lighter, but sturdy, and have many of the 
larger model quality features. 

MOTOR: Three-quarter-to-1 horsepower, 4-cycle Lauson en- 


gine. (Model 18-R, shown in inset, has 1 horsepower, 2-cycle 
Power Products engine. All other features identical.) 






No. 18-R with 
Power Products 


2-cycle engine GOVERNOR: Single finger-tip control rod operates engine speed 


and clutch. Speed automatic after being set manually. 


CUTTING REEL: 18 inches wide. 
BEARINGS: Permanently lubricated bearings for reel assembly. 


CLUTCH: Single control, belt-tightening type. 
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Here's The Comp ete Line... 





lined 20- 

reed, that The new expanded Red Cap line lets you offer your Red Cap prices let you meet competition without 
stry. customers everything they want in power lawn _ sacrificing your proper margins of profit. And you 
engine with mowers. Three sizes— 18”, 20” and 24” reels. Choice | can depend onthe Red Cap distributor-dealer policy. 


rol Is simple 


el assembly. 


of engines—2-cycle Power Products, 4-cycle Lauson. 


NATIONAL ADVERTISING Red Cap is a tested line 
—backed with a record of more than 30,000 satis- 
fied users—and its reputation is being expanded 


Red Cap is the profitable line, the competitive 
line, the complete line. Let us send you all the facts, 
and the name of your Red Cap distributor. 


STARBRAND CORPORATION +- INDIANAPOLIS 18, INDIANA 





ee with dominant two-color advertising in Better 
Homes and Gardens and other consumer publications. 
DEALER MERCHANDISING HELPS Red Cap gives 

ae you everything you need to get more than your 

niin 38 share of the power lawn mower business in 1949, ™ ou Pd 

Point-of-sale material, folders and booklets, counter 

f cards, newspaper advertising mats and spot radio 

” announcements—and merchandising plans that 

igned for mean business. 

igine and 

ff for use 


uson engine 


by manual 


el assembly. 


ntrol. L.G.S. 
>mbly. 


ver, 2-cycle 
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RED CAP No. 24-M 


The big, heavy-duty model with 24- 
inch cutting reel to make short work 
of large lawn mowing jobs. Deluxe 
features include power take-off—extra 
engineering points—oversize tires— 
heavier construction throughout. 


7 MOTOR: 12 horsepower, 4-cycle Lauson engine 
with power take-off pulley. 


GOVERNOR: Twin handle controls for clutch and 
throttle. Engine speed automatic after being set 


manually. 
>wers in CUTTING REEL: 24 inches wide. 
8-S (with 
Products BEARINGS: Permanently lubricated reel assembly 
1 P bearings. Hyatt roller bearings for wheels. 
er lawns. 
iny of the y CLUTCH: L.G.S. master clutch gives finger-tip 
control. L.G.S. spring wheel clutches eliminate 
Lf pawl or ratchet assembly. 
Lauson en- fo . 
y 


ngine speed 
lly. 


2! assembly. 


~ 


* 





J 


WEIGHT: 150 pounds. 


RED CAP HAS THE FEATURES THAT COUNT! All models have sturdy frames, heavy-duty chain drives, adjustable 
%” to 2” cutting height, five-blade reels, hardwood rollers, adjustable handles and puncture-proof, semi-pneumatic tires. 
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ACCURATE LINE 


on money-making tape sales now! 


Tape is a year-round, consistently good 

seller you can’t afford to neglect. And 

x when you feature ACCURATE tapes 
< \ |! WeA you’re offering quality made merchan- 
rr dise that is always fresh. Both friction 

=a" Se tapes and rubber tapes are available in 

a choice of roll sizes and packaging. Let 
— ACCURATE put you into the tape 
business. Get an accurate line on prof- 
itable tape sales by getting the com- 
plete story on ACCURATE tapes, to- 
day. Just call or write us for the name 
of your nearest distributor. Address the 
Accurate Mfg. Company, Garfield,N. J. 


= _ 


ACCURATE TAPES 


25 YEARS MAKING TAPES EXCLUSIVELY 





WON-DETERIORATING 


} 
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Ask Your Jobber For This Quick-Selling 


UNIVERSAL 


HAND-DRILL 


| Xo) a wloysel= Mob stele a ce)i--1)le) slo) MOI 


Reaches spors no 
other drill can reach 


Patented adjustable hand 
drill has chuck that can 


be positioned at any 


angle over a range of 
270 to permit drilling into 
close corners by just a 
twist of a thumb screw. 


Capacity up to %". 


Model BD-124 


Positioned at any angle 


WATCH FOR ADDITIONAL TOOLS 
NEW NUMBERS APPEARING REGULARLY 


If your jobber can't sup ply you, write 


TWIX MANUFACTURING CO., Inc. 


09 21st STREET, LONG ISLAND CITY 1,N.Y 
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Every day, increasing farm and 

home mechanization calls for 

more GOOD Wrenches. And this 

growing demand is pointed right 

at YOU! Prepare for this selling 

opportunity NOW. NONE BET- 

TER’s complete and economical 

OPERATION SELL-E-VISION brings 

you full equipment for profitable 

Wrench sales in one convenient package! 

With each handsome NONE BETTER 

Stocking & Display Panel you receive a se- 

lectively balanced stock of high quality Tools 

—trealistically priced to sell at a sound profit. 

You get Inventory Checking Card, Price List, 

Consumer Literature and Mat Service Helps for 

local advertising. It’s complete . . . it’s sure- 

fire . .. it’s the NONE BETTER Program for 

you! Ask your Jobber NOW for the facts on 
OPERATION SELL-E-VISION! 


. 
© 


NEW BRITAIN MACHINE "00 
New Britain, Conn. 
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Arme 
Ball Bearing Casters 
are back again... 


Ready to Roll in any 
Direction and Roll Up 


Profits for You *, 


ACME Casters roll on balls, not on wheels. 
ideal for furniture and trunks . . . won’t mar rugs or 
floors .. . move quickly and easily in any direction. 
And they sell as easily as they roll. 

Here’s the same quick-moving, quick-selling, profit- 
able item that sold itself before the war and is ready 
again to roll up sales for you. Acme Casters are made 
in several types ... Knee Pattern... Flush Plate... 
Counter-sunk with round plate or oblong plate... 
Square Flange and Grip Neck with Socket. Stock 
up now! 


They are 


Available at your distributor. 


THE SCHATZ MANUFACTURING COMPANY © Poughkeepsie, N. Y. 


Immediate 
Delivery | 


PARKER 
ALUMINUM 
DOOR 
SADDLES 


(Carrugated) 


LIST PRICE 









WIDTH STOCK LENGTHS 
4" en 2 -—-- === $1.34 per foot 
§"------------- 1.66 
§"------------- —* * 
oe “——* 


SUBJECT TO SUBSTANTIAL DEALER DISCOUNTS. 
Cut to Size and Drilled if Required. 
BRONZE AND STEEL SADDLES ALSO IN STOCK. 


Write for Catalog. Are you on our Mailing List? 


All quotations F.O.B. N.Y. 


S. PARKER HARDWARE MFG. CORP. 


SIN t 9 
From Foundry to Finished Product 


27 LUDLOW STREET - NEW YORK 2,N. Y 


* Phone WAlker 5-630] 
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ALWAYS ON THE LEVEL 


@ Particular craftsmen like ROYAL 
LEVELS for they are quality tools, 
carefully tested to give years of ac- 
curate performance. Available in: 
ALUMINUM 
Designed to combine strength with 
ease of handling. Precision manu- 
facturing and close inspection 
assures accuracy and quality. Avail- 
able in sizes up to 48 inches. 
MAHOGANY AND OTHER WOODS 
Only the finest kiln-dried woods 
are used—weatherproofed and at- 
tractively finished. Available in all 
TILE standard lengths with choice of 
SETTERS aluminum end tips or full alumi- 
num bound. 


Order from your jobber or write — 


ROYAL OAK INDUSTRIES 


CARPENTERS 


BUILDERS 


CONTRACTORS 


ENGINEERS 


MASONS 


PLASTERERS 











GRAND HAVEN, MICHIGAN 
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Circle ® Bolts and Nuts are 
* manufactured on the latest precision machinery. 


You can share in their reputation for quality by 





stocking these dependable products for your customers. 


BUFFALO BOLT COMPANY 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities, Export Sales Office: Buffalo International Corp. 
50 Church Street, New York City 





PRODUCERS OF AND FASTENERS 


SPECIAL 


CIRCLE @ PRODUCTS — BOLTS + NUTS «+ RIVETS 
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Bucken” 





MODEL 550 DELUXE 


Lightened by aluminum alloy— 
yet shock-proof, sturdy and dur- 
able. Smooth running, prompt 
acting, easy to propel, An ex- 
clusive Buckeye feature, the 
double paw! clutch, gives quick 
pick-up to the reel, 













POWER & HAND 
LAWN MOWERS | 


Model 76A Power King is a thoroughly dependable 
product resulting from nearly 70 years of specialized 
lawn mower manufacturing experience. You can offer 
this quality power job to your customers with ab- 
solute confidence. 


Completely modern design, precision built. 
Many desirable features:-—Aluminum alloy 
castings. Tubular steel handles. Attractive 
baked enamel finish. 5-blade ball bearing 


\’ 


LAWN 
MOWERS 


reel with take-up for wear. 20” cut, ad- 
justable for height. Positive clutch. Highly 
reliable power unit, Rugged tires, 

















Tubular steel handle, 
stands vertical for easy 
storage. Rubber grips. 












LIGHT 
10” wheels. Tires 
semi-pneumatic, 5- STRONG 
blade ball bearing MODERN 
reel. 16” cut. ° 
Rubber roller 
; 1GH LY 
Weight 29 Ibs. aad a ag 








Information 
on request 





MODEL 76A POWER KING 


ASTF00 
















all 


MANUFACTURING COMPANY 
SPRINGFIELD, OHIO 
POWER & HAND LAWN MOWERS 

















The 1949 


MIRACLE GRASS SHEAR DEALERS’ 


— 





CUSTOMERS’ FIRST amt. / 


The only really new grass shear on 
the market and fastest selling be- 
cause it delights the consumer with 
labor saving features. 


1 Easiest working shear 
2 Easily outcuts other shears 
3 Drop forged, heavy gauge steel 


4 Precision hollow ground, sharp as 
a razor 


5 Hardened & tempered individually 
6 Spring breakage unknown 


Superior 
Products 
Since 1876 





Jax Barrow 


TRY A SMALL ORDER AND PROVE OUR CLAIMS WHEELBARROWS 


CONCRETE CARTS 
SALAMANDERS 


DRAG SCRAPERS a 


MORTAR TUBS AND 
MIXING BOXES 








Order through your regular Hardware Jobber 


KEISER MFG. CO. 


For 50 Years Leading Makers of Quality Grass, 
Sheep, Horse and Hedge Shears 


READING, PENNA. 


LAWN ROLLERS 


U. S. A. 
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WHEN DRILLS ARE DISPLAYED 


in this handsome combination display and storage case, sales 
may increase many times. This dispenser is made of metal 
and has compartments for the 21 most generally used sizes of 
Jobbers’ Drills. Also, there is storage space for additional 
drills at the back. An added feature is the cellophane cover 
that will keep out dust and help preserve the original finish 
of the drills. 


Sold only with an assortment of either HIGH SPEED or 
CARBON STEEL JOBBERS’ DRILLS. Ask for our 
Hardware Catalo g. 





WHITMAN « BARNES 


DETROIT 


YORK ae oe ee 
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RIGHT Quality Diamond bored. 
Individually tested for true run- 


ning. 

RIGHT Line. Complete line of V- 
belt, variable speed and step- 
cone pulleys, V-belts and flexible 
couplings. 

RIGHT Packaging. Individual 3- 
color boxes with lots of eye ap- 


eal. 
alaHt Prices. Low prices mean 
volume. Long discounts mean 
profits. 


WRITE 
for CATALOG 


CONGRESS °*:::::° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 











PRICED RIGHT 


FOR 


DEALER PROFITS 


Mighty Max. 
TRACTORS 
Sell On Sight! 





Rugged, versatile 
Mighty Man tractors 
and attachments are 
year-round sources of 
profit. Built-in QUAL- 


3 H. P. and 1% H. P. a 
isd ITY is instantly recog- 


Models Available 





nized by farmers, 
gardeners, nurserymen 
and estate owners. 
oe Write or wire today 
1% H. P. for dealer information 
Model 
and name of nearest 


distributor. 


FARM EQUIPMENT DIVISION, MARINE IRON WORKS, Inc. 
1120 East ''D'’ St., Tacoma, Washington 

























COLI ARO OID OO COR AOAANAAGOOOOO 
A «qh (YAAK ARO GRO) OR) 
400 aM steht ‘oS VU S000 WA 

OU 


AUSON 
Power is DEPENDABLE Power! 


@. Lauson dependabili- 
ty builds repeat busi- 
ness — insures customer 
satisfaction. 

@ Powered from % to 
5 H.P. 4-Cycle, Air- 














Cooled. 
@ Light weight — in- 
stant starting — eco- 


nomical operation. 

@ Machined mounting 
pad on crankcase for 
direct mounting of 
pumps, generators, etc. 
@ Backed by over 50 
years engine-building 
experience. 





@ Nation-wide Lauson 
service available 
everywhere. 


Dept. HW, The LAUSON Company, New Holstein, Wis. 


A Division of Hart-Carter Company 
In Canada: Hart-Emerson, Ltd., Winnipeg, Canada 








Ideal for Work on 
Plasterboard and Wallboard 


The Hyde giant No. 2E-5” Scraper is the 
perfect tool for use in covering plaster- 















board and wallboard joints, and for sealing cracks in 
plaster. The scientifically tempered SuperHYDEX Steel 
blade is made from high carbon alloys, 

and is carefully ground to just the right degree 

of flexibility for fine, precise work. The plastic handle, 
with single seam at sides, is designed with a full-tang 
construction for extra strength and durability. Ask 
your jobber for the Hyde No. 2E-5” Scraper—today! 


HYDE MANUFACTURING COMPANY 


SOUTHBRIDGE, MAS S., U.S.A. 
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NO DUPLICATION 
OF SIZES 


NO OBSOLETE OR 
SLOW-MOVING NUMBERS 


Metco “Balanced” 


| quality '" 
de of the finest 


There's reo 
Wrenches - - precision-me 


heat-treated for extra 


Metalite tool steel, 
nd finished in 
Tapered design, O° 


strength © gleaming, rust- 
g nickel-chrome- 


Plate! Prati 


resistin 
broaching 


points give greater 


rath ae hic 
work ease 


ment at stress 
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+ 05" xX a X 32" 


fic reinforce 


gNo. 76 METCO 

Dispensing 
Display 

Assortment 


There's tremendous sales power in 
lay rack. At- 


Lj ee en oe 


= 


this metal dispensing disp 


tractively lithographed in 3 colors. Contains 


Wrenches in the most 


76 fast-moving Metco 
-to-coast hardware deal- 


From coast 
h sales fast with this stream- 


selling easy 


popular sizes only. 


ers are stepping UP 
lined assortment that makes self-service 


1, $6720 wa5430 fan 23 


Order today from your JOBBER or write to 


ETCO 


METAL ENGINEERING COMPANY 


LLE STREET CHICAGO 2 


wrenc 


DIVISION 


134 NORTH LA SA 










Hand Sprayers 


for everyone 






There is no limit to the sales 
possibilities with Myers Hand 
Sprayers. They are needed on big 
farms to supplement Myers Power 
Sprayers. They are needed to protect 
the smallest garden plot. They sell 
“over the counter’ when well dis- 
played and merchandised. Consult 
your Myers Hand Sprayer Cata- 

log and get your orders in for 
immediate delivery. Order 
the complete line. 
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The F.E. MYERS & BRO. CO. 
Dept. P-52, Ashland, Ohio 





RING UP SOME NICE 
EXTRA _ 
PROFITS 


By Meeting the 
Demand for 


oe 
THE YEAR 
"ROUND 
Black Leaf 40 beats a tune on the 


cash register every season of the 
year. MILLIONS use it asa... 


SPRAY-DUST-DIP- 
DRENCH-REPELLENT 


Over 3000 publications carry the 
Black Leaf 40 story, and steady 
turnover is assisted by attractive 
dealer helps. 


TOBACCO BY-PRODUCTS & 
CHEMICAL CORP. ricHMmoND, VA. 


w AT % 4953 
LOOK FOR THE /Leaf~ on THE packAGE 
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OR COMPETITIVE SALE! 


COUPLED GARDEN HOSE 


RETAIL 
PRICES 


5e"* SINGLE BRAID $929 
(25 Foot Length) ape 








COMPLETE WITH FITTINGS 50 Foot Length.. 4.58 

SOLD THROUGH 10” Eos foot Length)... 2:29 

RECOGNIZED JOBBERS ONLY 50 Foot Length. . 6.58 
¥4"" TWO BRAID 

Samples on Request (25 Foot Length). 3.98 

Packed: 10-25" Lengths : 5-50" Lengths 50 Foot Length. 7.96 





F.O. B. Philadelphia —Special price 
to recognized jobbers and distributors 


HANCOCK MANUFACTURING Inc. 


131-137 S. Second St. ° Philadelphia 6, Pa. 























The long-life 
Tackle Box—the 
only Oxygen- TACKLE BOXES 
Breather Min- 

now Bucket advertised in National sportsman’s 
magazines — “True” — “Outdoor Life” —“Field & 
Stream”—“Western Sportsman.” More than 8,000,- 
000 readers this fishing season. 


Light, durable, easy to carry, easy to use. 


FALLS CITY tad imnews 
MINNOW alive and frisky 
BUCKETS for days—light 


to handle but take plenty of punishment. 





DEALER—Capitalize on our national advertising program for 
these fine products. Write for FREE catalog No. H-249. 


STRATTON & TERSTEGGE CO. 


MANUFACTURING DIVISION 


P ¢ BOX 1859 LOUISVILLE 1, KENTUCKY 
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ORE than 16 million advertise- 

ments in full color will appear this 
Spring buying season, promoting the 
most complete, easiest-to-sell line of 
garden hose any retailer ever had avail- 
able. These advertisements will begin 
to appear in Life, Saturday Evening 
Post, and Better Homes and Gardens. 


Make this advertising work for 
you. Regardless of your present 
stocks, get this B. F. Goodrich line 
now, and pick up the extra profits it 
Offers you. 


Koroseal—See other side of this 
sheet for complete Koroseal garden 
hose story. 


Gerden Club—Here’s the best pop- 
ular-priced garden hose ever made. 
Weighs less (a big feature with women 





gardeners) because of a B. F. Good- 
rich development—a new cord carcass 
which gives great strength while still 
saving weight and bulk. Garden Club 
is very flexible and easy to use and 
carry. An improved coupling and 
smooth lining gives the user full ad- 
vantage in flow of every ounce of 
water pressure. 


Garden Club is made in an attrac- 
tive green which will not wear off—it 
keeps its good looks. Attractively 
packaged, it makes its own eye-catch- 


drich 


ing display. A popular best-seller that 
stays sold and makes friends. 


Maxecon —Double-braided heavy 
duty hose, ideal for golf courses, big 
estates, car-washing racks, parks, as 
well as homes whose owners demand 
the best of everything. Maxecon is 
made to stand 10 times normal city 
water pressure. Finest heavy duty hose 
money can buy. 

Signal—If you have price buyers in your 


neighborhood, here’s your hose for 
them. An excellent value at a low price. 


TURN THE PAGE FOR KOROSEAL NEWS— 





cash in on this great merchandising plan 





/ 


=. ae 


AST summer thousands of peo- 
L ple started selling Koroseal 
garden hose to their neighbors for 
you. Bright red or green, so light a 
little child can carry it, Koroseal 
garden hose was talked about, ad- 
mired, wanted wherever it was seen. 


Now an even bigger national ad- 
vertising Campaign 1s about to appear 
on Koroseal garden hose. Take ad- 
vantage of it—get Koroseal in your 
windows, on your counters; here’s a 


hose that practically sells itself. 


No wrapping nor packaging for 


you—each customer walks out of 


your store carrying your Koroseal 
advertisement with him. 





Two great names back this 
finest garden hose 


lighter in weight 





More colorful and pleasin 





Makes gardening easier 





lasts for years and yea: 





Gives you more PROFIT .-- gives your customers more SA Ti SFA CTION 


Here’s why your customers will want Koroseal 


Lighter weight. Koroseal garden hose 
weighs Y% to % less than ordinary garden 
hose. Everyone appreciates this feature. 


Makes gardening easier. You can 
leave it out all summer. Koroseal garden 
hose does not need to be pampered, and 
so makes gardening a lot less trouble. It 
cleans easily, won't crack or check. 

New patented reattachable coupling 


is another important selling advantage. 


Bright pleasing colors appeal to every- 
one and keep selling your hose in the 
neighborhoods of your customers. 


Koroseal is the leading name in pres- 
ent-day merchandising, preferred by the 
millions who have bought and re-bought 
scores of Koroseal articles. Now you 


have the full power of this name and 
B. F. Goodrich behind garden hose. 
Fair-trade price— $9.85 for 50 ft. —ap- 
pears on the label. 


There’s still time to add Korosea! to 
your line for this Spring. Act now. The 
B. F. Goodrich Company, Industrial Prod: 
ucts Division, Akron, Ohio. 


Condon 


B.E Goodric 


K oroseal — Trade Mark, Reg. U.S. Pat. Of. 
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Choose the Leader... For VALUE! 


CHEVROLET ADVANCE-DESIGN TRUCKS 


From one end of the nation 





of 


users buy Chevrolet trucks than any other 


to the other, more truck 


make. Chevrolet trucks offer more of what 
truck users want—more power combined 
with economy ... more comfort and con- 
venience ... greater ease of handling... 
more value from start to finish! And to all 
these advantages you can add the biggest 
premium of all—3-WAY THRIFT! Here’s 
the one truck that combines low cost oper- 
ation, low cost upkeep and the lowest list 
prices in the entire truck field! 


CHEVROLET MOTOR DIVISION, General Motors 
Corporation, DETROIT 2, MICHIGAN 


CHOOSE CHEVROLET TRUCKS 


HARDWARE AGE, FEBRUARY 24, 1949 


Chevrolet Trucks alone have 
all these features 


Chevrolet's 4-SPEED SYNCHRO- 
MESH TRANSMISSION offers 
quicker, quieter and easier oper- 
ation in Series 3800 and heavier 
duty trucks. Faster shifting main- 
tains speed and momentum on 
grades. 


Chevrolet trucks have the famous 
CAB THAT “BREATHES”*! Outside 
air is drawn in and used air forced 
out! Heated in cold weather. 


Chevrolet's power-packed LOAD- 
MASTER ENGINE provides  im- 
proved durability and efficiency in 
Series 5000 and 6000 models as 
well as the world's greatest 
economy for its size! 


Chevrolet Advance-Design brings 
you the FLEXI-MOUNTED CAB, 


cushioned on rubber against road 
shocks, torsion and vibration. 


Chevrolet's exclusive SPLINED REAR 
AXLE HUB CQNNECTION adds 
greater strength and durability to 
heavy-duty models. 


Uniweld, All-Steel Cab Construction 
e Large, Durable, Fully-Adjustable 
Seat e All-Round Visibility with 
Rear-Corner Windows* e Heavier 
Springs e Super-Strength Frames 
e Full-Floating Hypoid Rear Axles 
in the 3600 Series and Heavier 
Duty Models e Specially Designed 
Brakes e Hydrovac Power Brakes 
in Series 5000 and 6000 Models 
e Standard Cab-To-Axle Length 
Dimensions e Multiple Color Options. 
*Heating and ventilating system and rear 


corner windows with de luxe equipment optional 
at extra cost. 


FOR TRANSPORTATION UNLIMITED! 
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here's the “ONE-TWO PLAN” that 
makes EXTRA BIG TOOL PROFITS 


Big tool business is THERE if you really want 
it. The way to get it has been proved by 
hundreds of Duro-Chrome Tool Dealers. 


Display Boards to work getting quick turn- 
over on the most-wanted Duro-Chrome items. 


(1) Feature the full line, (2) Use the boards; 
that’s the “One-Two Plan” which builds im- 













First, these dealers cater to men’s buying 
habits; they realize that men buy where they — ages pamper ni 
y not talk things over with your Duro- 
know they can get what they want. So— 
. 4 ; ‘ . bia ini ae 4 , Chrome Distributor? He has helped others into GR 
mane ealers feature the right-priced, quality. the tap gualtt beacheta, he oan de 
line, the Complete line, and that’s Duro- the same for you . . . DURO 


Chrome. 
tool is well displayed it’s 90 per cent sold. 
So—they put the handsome Duro-Chrome Tool 


Second, they know that when a METAL PRODUCTS CO., 2649 
North Kildare Avenue, Chi- 


cago 39, Illinois. 9g berie by Con / / 


Q 
wm 


=e GR 





You'll Sell Sets as well as Single 
Tools with Duro’s ‘‘One -Two Plan’ 


Duro always has featured 
planned sales, matched sets 
and complete tool sets. Shown 
is the Duro-Chrome 49-piece 
set, including sockets ‘HOT 
BROACHED” for accuracy 
and 25 per cent greater 
strength—the finest! 
Coeceeeeeseneeeeeeeeees 


DUOIRO-CHROME WOOL 


BE 
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GR( 
GR¢ 
GR¢ 
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Years of precision manufactur- 
ing are behind every Central Stand- 
ardized Drive. Your customers know 
and appreciate this quality in pulleys 
that gives dependable per- 
formance on every appli- 
cation. 


%& Diamond bored to + 
005”. 
STEEL CHANNEL %& Best for workshop, 
SLIDE PROTECTS 
SCREW 2 homes, farms, wherever 
V drives are used. 









PIPE JAWS 
PART OF VISE 





HARDENED STEEL 
4 gh steel JAW ~ 2 ale alloc 
é ‘ ie A] inserts ? ae 
\ 1 WITH HORN 





CENTRAL 
STANDARDIZED DRIVES 


| (AS Mhz 


( \ | a ¢ \ 
: } « 
CO) 2) & 








MACHINIST'S 
TYPE SWIVEL 
LOCK LEVER 












ORDER THIS POWERFUL 
SELLING DISPLAY FROM 
YOUR JOBBER TODAY! 





glide protects 
_ All sizes have 


d pipe jaws. Specily 


1 channel 





Exclusive stee 


crew from dir 


S$ s n 

t el jaws as 2 4 does omplete assortment o uileys 
cen Vises—if your same aw your sono Mg lee 
= them write us and give TS WRITE FOR LITERATURE 
RO ee STEPHAN MFG. CO: 

-S C 
DESMOND oo ANA, — 44 N. Clinton St. CENTRAL NT 3 CAST) ol 
74 Murray on Chicago *** ss 
Sales Offices: New York City gers & Cutters 7935 W. 41h StREEy iG & MFG. CO. 
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ORDERS FOR 
SPRING DELIVERY ARE WS CoS 
NOW BEING ACCEPTED © ~~ 


Send for Our Catalog Listing. 


FOR OVER A QUARTER CENTURY 
OUR MANAGEMENT HAS MAN- 
UFACTURED AND MERCHANDISED 
POPULAR PRICED BRUSHES 


Colonial Brush Manufacturing Company, Inc. 
60 THAYER STREET ¢ BOSTON 18, MASS. 
TELEPHONE HUbbard 2-3588 


17 East 42nd St. 122 So. Michigan Ave. Southland Hotel 527 Canal Street 
New York 17, N. Y. Chicago 3, Illinois Dallas 1, Texas New Orleans 16, Lovisiana 
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HTS 


gS Pastis HG 


NO. 714: 7 Light 
Indoor Multiple Outfit 


Gotha tlghs 
Series & Multiple Type 


|... WITH G. E. COLORED LAMPS 


NO. 907: 7 Light 
Outdoor Weatherproof 


poRATION 
1, N.Y 


FG. 
nm York 1 






Outfit 












See us at the TOY FAIR, ROOM 632 


HOTEL NEW YORKER 
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© March 7th to 18th 


. no. 908; Hick ee % 
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by GRIFFIN 





For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 
part of a wide variety of light 
builder’s hardware... 
quality produced by 

Griffin. 





a 





Le 
Bi Sven DOOR NEEDS THREE! 


-( RIFFIN- 


| anufacturing Company 


| ERIE » PENNSYLVANIA 


REPRESENTATIVES 

B. S. ALDER COMPANY—45 Warren Street, New York 7, New York 

WILBUR H. DAVIS—1I639 Fargo Avenue, Chicago 26, Illinois 

GEO. A. GREGG—9344 Woodward Avenue, Detroit, Michigan 

AUSTIN & EDDY, INC.—II5 Broad Street, Boston, Massachusetts 

CHARLES L. LEWIS—703 Market Street, San Francisco 3, Cal. 

W. J. JOHNSON—9I7 St. Charles Avenue, Atlanta, Georgia 

E. H. FARRAR—229 Shell Bldg., Houston, Texas 

R. F. BEVERS—4524 East 60th Street, Seattle, Washington 

L. J. FULLER, JR.—785 North President Street, Jackson 6, Mississippi 

HARVEY D. RUSH & SONS—4638 Hill Creek, Kansas City, Missouri 

IN CANADA 

MANNING I. SHORE—Merchandise Sales of Canada, 15 Wellwood Avenue, 

Toronto, Ontario 
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The best nl name in power-lawn-mowers for thirty years 


OTO-MOWER 


2 Woodward Ave., DETROIT 1, MICHIGAN 
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THE BETTER 


BIGGER $ VALUE 


JUICER 







Making Sales for you 


During 1949 American Gas Machine’s sportsmen’s 
appliances will be more aggressively advertised than 
ever before. Millions and millions of advertisements 
for these appliances will flood the country from coast 
to coast. It will pay you to stock, display and feature 
these appliances. Remember—they sell on sight—send 



























Individuaily and Attractively Boxed 


bs , i] Ll 
coupon below for complete information. PIVOT BASE KWICKY-ER 
All-in-one Aluminum juicer pivots Races through fruit juicing—rinses 
ee Re freely on rubber base which grips in a jiffy—no detachable parts to 
table without marring or scratch- clean. 
KAMPKOLD — 


BIGGER DOLLAR VALUE 


Portable refrigerator. Ten pounds of ice will last 
30 hours in 80° temperature. Separate compart- MORE EFFICIENT Complete satisfaction — more for 
ment for ice. Bail type handles. Completely Gets ALL the juice—no bitter peel the money. 


oil. Strains coarse pulp and seeds 
+ no holes to clog pouring. 


watertight. Removable rustproof — galvanized 
steel and aluminum lining. Retails at a price 
ordinary sportsmen can afford to pay. 

EASIER Nationally Ad- 
vertised in Better 
Three strokes of the handle usu- Baas ant Gar 
ally extracts all the juice. Easy to 
keep clean. 


KAMPKOLD, IR. 


Asmaller icebox for 
taking beverages 
or food afield in cars 
orinboats. Only 744 
x10% x10 inches. = 
Thoroughly insu- > 
lated. Convenient 
handle. Popularly [ 
priced. : 





dens Magasine. 


Write for complete information 
Manufactured by 
QUAM-NICHOLS COMPANY 
33rd Place and Cottage Grove, Chicago 14, Ill. 





SCREW HOOKS - SCREW EYES 
GATE HOOKS & EYES 
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KAMPKOOK 





For 35 years Kampkook has 
been the standard sports- 
man’s camp stove. Kamp- 
kook is known everywhere, 
sells readily. The only camp 


| 
| 
| 
| 
stove designed to burn leaded READYLITE 
| 
| 
| 
a 
















SPECIFY CADMIUM FINISH 





as well as unleaded gasoline. 
Two burners, spaced well 
apart permit use of standard 
spiders. Not much larger than 
a brief case when folded. 
Weighs only 14 pounds. 


The oldest gasoline lantern on 
the market. Tested and proved 
for fifty years. Single or double 
mantle models. Sturdily con- 
structed, foolproof. 


© Cadmium is rust resisting 


| 





© Cadmium makes better counter displays 









PANY 
AN GAS MACHINE com ® Cadmium won't discolor on counters 


Lea, Minnesota 


AMERIC 








Albert , sour outdoor ° ’ —_— 
, information on YO" © Cadmium won't rust in inventory 
Please send oe me of MY nearest jobber. 
-nces and the na . ‘ . 
appliances * — © Cadmium assures higher profit 









Name_———_ 





Address__—_—_ a0 
THE WASHBURN COMPANY 


* ROCKFORD, tit 


iy 








MASS 






WORCESTER 
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THE NEWEST AND BIGGEST RENTAL MARKE 


1 OUT OF 10 WOMEN" 
[SAY THEY WANT TO RENT 
/RUG-SHAMPOO MACHINES: 


Zwick STEPS! and only the revolutionary new 1S 


fs RENT-A-CLARKE equipment 


brings you this profitable business! | \ 
























Clarke, biggest name in rental equipment, brings you 
today’s greatest profit builder—rug-shampoo 
equipment for home rental. The demand for this 





service is overwhelming—7 out of 10 women want ams 
it, according to nationwide, independent surveys. 7 See the 
To meet this enormous demand, Clarke has ‘ CLARKE 
developed the first and only complete home rental ; hibi t 
<i Miemenete unit: The Rent-A-Clarke rug-shampoo phe exhibit a 
loosens dirt fast, safely. machine . . . ‘“C’’ Concentrate cleaning your State 
. fluid .. . and the Foam-Vac vacu ick-up. 
® 01 “7, Hardware 


Sar Together they provide equipment as 
quick, safe, and easy to use as a J 
vacuum cleaner. And with as few as £ 
three rentals per week a Rent-A-Clarke / 

unit pays for itself in only 16 weeks! f 
For full details on market and equip- t 

ment, mail the coupon below. Now! ; 


Show 





3 Bees 
The Foam-Vac quickly picks up *In the 86% of American homes 
all dirt-laden foom. having rugs and carpets 









CLARKE SANDING MACHINE COMPANY 


302 Clay Avenue, Muskegon, Michigan 


oO Please send free copy of “A Study of the Rental Market 
for Rug-Shampoo Machines”. 
Please demonstrate Rent-A-Clarke rug-shampoo 
equipment. 

COMPANY 








NAME en 





ADDRESS 
city ZONE STATE 
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For Rental ferwice— 


the 


New TORNADO™ : 
Rental Ploor Machine ° 


Exceptionally easy to use mt} 
Does all types of Floor Maintenance [fa 





te 





Here is the ideal Floor Machine for your 
profitable Rental Service. — 

























e Easy to control and handle 
e Disassembles for transport 
e Adjustable to any size operator >) 
e Correctly balanced for better, faster work 
e Sturdy and Serviceable 

Write today for details of our free trial offer so you can 


test the better floor machine yourself, 


*Trade Mark Reg. U. S. Pat. Off. 


BREUER ELECTRIC MFG. CO. 


5106 RAVENSWOOD AVE., CHICAGO 40, ILL. 





























@ Made of Finest Alloy Steel 

@ Heavy Gauge f 

-@ Correctly Tempered to With- | 
stand Heavy Factory Use 

@ Each Blade Attractively 

Packaged & Labeled 


RIP CROSS CUT 


& COMBINATION | 


Deliveries Made 
From Stock, 
Mail & Phone 


Sell These Saws 
At 
COMPETITIVE 
PRICES and 
Make a 
GREATER PROFIT! 


Manufacturers of 
Circular Saws, Band 
Saws, H. S. Planer & 

Jointer Knives, Moulding Blanks, 
Beveled Edge Shaper Steel, Dado Sets 


LAFAYETTE SAW & KNIFE. INC. 


SeeSei ye 22.7.8. 9% 








115. BRRRER STREET 


80 





ARCHITECTS and BUILDERS 
Who Want the Best 


Spocpy 
~~(CHICAGO)~ 


SPRING HINGES 


Over 60 years of experi 
ence and knowledge go 
into the design and manu- 
facture of every Chicag: 
Spring Hinge. This advan 
tage of experience, to 
ge ther with our earnest ce 

sire to produce the finest 
Spring Hinges obtainab!- 

has given our products a) 
enviable reputation witl 
Architects and Builders 
who want the best. 





Hardware Dealers who sel! 
Chicago Spring Hinges 
know that they are not 
only easier to sell, but 
what-is more important, 
they give lasting satisfac 
tion to Architect, Builder 
and Owner. 


There is No Substitute 





Triplex Lavatory Spring 





Hinge Type 2242 


Chicago Spring Hinae Co. 


CHICAGO U.S.A”. NEW YORK 


for Quality! 
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,WRIGHT Galvanized Wire Strand on 614” 
steel spools. A product of many uses—guy 
wire for radio and television antenna and 
many other installations where a strong 
‘brace wire is needed — emergency repairs, 
binding and strapping, temporary enclo- 
_sures—electric fences, clothesline. 


GE WRIGHT twice co 





WORCESTER * MASS. 





HARDWARE AGE, FEBRUARY 24, 1949 











tc 
pi 
De 


av 


He 








HARDY 


ERS 


)) 
- 


exper 
lge go 
| manu- 
shicago 
ac stad 
se, to 
rest «le 
> finest 
ainall- 
ucts at 
1 witl 
1ilders 


vho sell 
_ ige s 


I, ous 
ort: hl 

atisfac 

Builder 


itute 





9. 


——$_—_—_—_—_——__ 














HERE'S WHAT HAPPENS BEFORE 


$ KAY-TITE PROFITS $ 


DROP INTO YOUR CASH REGISTER 
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Increase Tour Profits 


with KAY-TITE PRIMER 


Are you missing KAY-TITE sales because your customers want 
to control water seepage thru non- 
porous, paintedorsmoothmasonry? 


Don't let one single profitable prospect slip 
away... tell him about KAY-TITE PRIMER .. . 
How it can be used before applying— 


BAY-TITE 


When you help your customers you make TWO 


PROFITS: One on the sale of KAY-TITE PRIMER Te be used on wou-pere™ 
and one more on the sale of KAY-TITE. painted or smooth Mason" 
KAY-TITE is available in . . . Me etore applying KAY-TITE 
WHITE, BUFF, SPANISH BUFF, BRICK RED, GRAY, if ———— 


CREAM, GREEN, BLUE, ROSE. 
BE SURE YOUR STOCK INCLUDES... 


KAY-TITE PRIMER Call your Jobber today! 


KAY-TITE COMPANY, WEST ORANGE, N. J. 














... 
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VCLEES- 


Send sketch of your store for 

Heller's free store plan. Ask for 

e 9 catalog 1048 illustrating largest 
complete line of store fixtures. 


Style Leader |W. C. HELLER & CO. 


| 1048 BRYANT STREET 
| MONTPELIER, OHIO 






HELLER 


Chrome-plated inside and out — also | EQUIPMENT 


light fixtures and tooth-brush holder. 


Beveled plate mirror. — ] — . } 


Fluorescent lights, operated from main 
bathroom switch, provide ample illumi- 
nation, no other light being required. 




























Adjustable shelves. Copper-backed mir- Ze 
ror. Piano hinges. Cushion-spring door : 
stop. Razor-blade drop. Convenience 
outlet. All wires encased. vy 
nes 
WRITE 14 Models ou 
FOR . uct 
@ Write for descriptive 
LITERATURE literature on our complete 
line of bathroom cabinets. No 
| 10 
Ideal | Su 
* » pa 
CabinetCorporation | va 
Division of Deslauriers | of 
Column Mould Co., Inc. dis 
7 b PATCHING Sum 
722 JOY ROAD DETROIT 4, MICH parenins de 
For eatin, holes, and Fite, Y H 
oa | RG 
knits to old plaster im- h, 7 oy | PATCHER of 
mediately. No sizing By S a 
necessary. Packed in General Repairing By SS 10 
Ito 15 rie sales and Household Use | 2, S ‘aD no 
WATER 
. of So cv 


ORDER FROM YOUR WHOLESALER. 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST. ST. LOUIS 6, MO. 
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1 A Supech Peoduct 


| with the richest-looking label 
ever designed for a paint 

































CZ 
ERS | GO" Sorat Soe 


have America's finest enamel. With white- 
ness that makes it truly the whitest white 
ever! The white that stays white! A prod- 
uct that's a builder of repeat business! 


Now, in conjunction with the big Lucas 
100th Anniversary Promotion, Lucofiint 
Superwhite has been given luxury - 
packaging in keeping with its quality. 
Yet the new Lucoflint label is just one 
of a big parade of active merchan- ly 





dising helps that swell profits for Lucas 
dealers, year in, year out. i 


Have you checked on the possibilities 
of a Lucas franchise? It's backed by 
100 years of quality leadership. A 
note or wire will bring full details. | 










pin CRACKS 
ew cONCALTE 
“er 


JOHN LUCAS & COMPAN 





JOHN LUCAS & CO., INC., Administration Offices: Phila., Pa.... Offices, Factories, Warehouses in Principal Cities 
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DIAMALLOY 


Featherweight Adjustable 


WRENCHES 





A tool for the particu- 

lar mechanic. Drop 

forged from special al- 
loy steel carefully hardened 
and tempered, individually tested, wrapped and 
sealed in individual cartons. 


Unite for Catalog/ 


OIAMOND CALK 


HORSESHOE COMPANY 


4622 Grand Ave. e 


Duluth, Minn. 











SCREWS 


SHEET METAL 


Types A and B 








Made of steel, stainless steel 
and brass. 


Good 
standard packaged lines. 


THE SOUTHINGTON 
HDWE. MFG. CO. 


Est. J Y & ‘a. “a , 
Est. SOUTHINGTON, CONN. £- 


inventories now of 











| 
} 
} 
| 





SERVICE 


SHARES 


FULLY GUARANTEED 
AS TO QUALITY, FIT, AND FINISH 


Patterns are available for practically all 


plows, listers, middlebreakers in No. 1 
soft center or No. 2 crucible steel of the 
highest quality obtainable. Send today for 
catalog and trade prices. 





STAR MANUFACTURING COMPANY 








DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) 
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PORTER - CABLE 


No other saw compares with it! 


Without a doubt, Speedmatic is the outstanding saw on the 
market today! Its BALANCED design brings in more cus- 
tomers. Its BALANCED operation makes it easier to sell 
those customers. And you hit a new high in volume sales! 


Here’s Why CUSTOMERS PREFER 
the BALANCED Speedmatic: 


@ It’s lighter and easier to handle. 

Cuts straight and true. Cutting line is always visible. 
Handle is on top, at center of gravity, for easier guiding. 
Extra-broad shoe keeps Speedmatic steadier. Does not veer, 
tilt or tip. 

Helical gear drive delivers 11% more power to blade. 
Special clutch takes up stress when blade strikes knot. 
Big micrometer screw quickly raises and lowers blade for 
accurate depth cuts. 

Balanced operation of moving parts means longer trouble- 
free service. 


These are only a few of the many Speedmatic features . . . but they prove 
that BALANCE is built right into the saw! 


Four Speedmatic Saws: K-75 . . . (2'/," cut); K-88C .. . (2'/4" cut); 
BK-10.. . (334" cut); BK-12.. . (43%4" cut). 


SPEEDMATIC . . . The Line of Balanced Design 
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Take Advantage of this 
BIG SALES OPPORTUNITY! 


Porter-Cable has been manufacturing fine tools for 
more than 42 years. Follows a 100% distributor sales 
policy . . . backs you up right “down the line” with 
hard-hitting national advertising and point-of-sales pro- 
motion. Maintains nation-wide service. 


Drop us a card today! Let our sales repre- 
sentative call on you with full details of 
the Porter-Cable distributor proposition 


Porter-Cable Machine Co. 


1762 N. Salina St. Syracuse, N. Y. 


Manufacturers of Speedmatic and 
Guild Electric Tools 
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The hardware dealer is sometimes hard put when it comes 
to recommending “the right file” for sharpening power chain 
saws. Each type of chain calls for a special type of file. And 
although there are no specific standards as yet, there are some 
general rules of thumb that will help you in making your 
recommendations. 

Many types of chains may be filed with a Mill Bastard (illus- 
trated at left) or a Special Crosscut file. These files are available 
with one or two rounded edges which makes them especially suited 
for sharpening chain saws with rounded gullets. And some types 
of chain saw teeth require Round Blunt files — for smoothing or 
deepening rounded gullets. 

If either you or your customers are in doubt as to the right 
file to use for special types of chain saws, please write giving us 
the details. We'll gladly send you specific recommendations based 
on our continuous research on the subject. Nicholson has files 
to fit every current chain saw need. 


OL che 
Ss NICHOLSON FILE CO., 25 Acorn St., Providence 1, R. |. sxe. 
U.S.A. (In Canada, Port Hope, Ont. ) aaa «<Z 





\ What's “The right file for 
aN the job” in 


> CHAIN SAW 
BS) FILING? 





%‘ 


\ 


FOR CROSSCUTS the Nicholson 
Special Crosseut File is tops. Velvety 
smooth—no slip, skip or grab. Bites 
in at the lightest touch; helps to keep 
the hands steady for producing a 
straight bevel and a keen point. 


CELLOPHANE-WRAPPED— 
for protection against 
moisture. 







ORANGE TANG— 
means specially made 
for saw filing. 





NICHOLSON FILES FOR EVERY PURPOSE 
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t ke line hooks, grab hooks, shackles 
ws of one kind or another— 


Here at American Chain we take them 
seriously. Look at this Acco Sling Hook, 
for example. The details of its design, 
proportions and dimensions—the contour 
of its section at every point—the analyses 
of steel which go into it—the range of ap- 
plications for which each analysis is rec- 
ommended—all these call for a high type 
of engineering, plus years of experience. 


The designers, metallurgists and other 
engineers responsible for the quality of 
American Chain products are proud of the 
results of their work. To them that hook is 
‘‘a handsome hunk of steel’’—designed to 
do a job and do it well—made for safety as 
well as efficiency. 
When you think of welded or weldless chain 
or chain fittings, think of AMERICAN—‘‘the 
Nation’s chain maker.’’ When you sell 
chain, sell AMERICAN, the complete chain line. 


ry ee 


Cc. A. GOLDSTROHM 
American Chain man 
since February, 1924. 
Now Southern District 
Sales Manager. 


Maawor!, Conn. 


Hse. AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


\A.cZ 
TRADE & y/ SZ 
mak WY In Business for Your Safety 
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“Poor Quality Despite the Higher Prices 
On Too Many Hardware Lines, 
Says Dealer 


our last issue dated Feb. 10. 

1949, I quoted, completely, 
a letter from Marc G. Phillips, 
hardware merchant in Washing- 
ton, D. C., and invited comments 
from readers. Well I got the com- 
ments, and | am sorry to say that 
too many readers agree with Mr. 
Phillips’ views. Mr. Phillips, him- 
self, says: 

“May | take this opportunity 
to thank you for the compliment 
paid the writer by vour action 
in combining my letter to you 
with your editorial comment on 
page 109 of Harnpware AcE for 
Feb. 10. 

“Incidentally, your editorial 
remarks are in full accord with 
my intentions when | brought 
this matter to your attention 
and I feel as you do that the 
subject merits some discussion 
to the end that better quality is 
maintained by manufacturers in 
this day and time when high 
prices are the general rule and 
not the exception. Those manu- 
facturers to whom my criticism 
was directed may profit by this 
matter being broached before 
too much damage is done. 
Those manufacturers who have 
still held to their previous stand- 
ards of high quality will doubt- 
less agree with the general con- 


Ur the above heading, in 


tent of my remarks. Many of 
each in both of these classes will 
doubtless take exception to a 
guy in the steerage venturing 
upon the sacred decks above 
and attempt to shove it aside 
with the remark. ‘Oh, hell, he’s 
just a pessimist’ and let it go at 
that . . . if he keeps it that clean. 
Which reminds me that a pessi- 
mist is. after all, the only true 
optimist for the reason that his 
very pessimistic view is an un- 
conscious admission that things 
could be better. 

“Thanks again to you for your 
co-operation.” 


From North Platte, Neb.. L. N. 


Wilson, Wilson Hardware Co.. has 
this to say: 


“In response to your invitation 
to the hardware trade to write in 
about the subject of poor qual- 
itv and higher prices. as dis- 
cussed by Mr. Phillips. | must 
say to his ‘gripe.’ ‘me too.’ 

“Tt has become so common 
with us to have merchandise 
come in. or come hack. defec- 
tive that we have set up a regu- 
lar procedure for handling the 
complaints. Seldom does a day 
go by that we are not wrapping 
up one or more articles—re- 
turning them to their source. 
usually the manufacturer. 
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Costly’ Rather! We usually 
have the defective items re- 
placed, or repaired, but it’s a 
nuisance, to say the least. 

“Most of these defects could 
and should have been corrected 
by the manufacturer. Efficient 
testing and inspection would 
catch the weak spots. Frankly, 
we have made up our mind long 
ago, that the manufacturer is 
more or less at the mercy of the 
labor unions in this carelessness. 
The unions are dictating now 
and are, not so conscientious 
about quality of goods they turn 
out as the old-time workers 
were. They’re not afraid of 
their jobs. In fact, they know 
the boss doesn’t dare fire them 
for inefficiency. We may be 
prejudiced on this but we think 
not. Not every union member 
is guilty of such lack of craft- 
manship, but we believe a large 
per cent of them are. We don’t 
believe that the job-making 
practices and such tactics are 
improving the standards of 
quality of the goods coming out 
of a lot of factories today. 

“We have another gripe that 
we feel is important to indepen- 
dent hardware merchants and 
that is the high mark-ups 
which jobbers are making. Be- 
tween the manufacturer and the 
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jobbers we are being priced out 
of the market on a lot of goods. 
Frankly, if this practice con- 
tinues we are going to see an 
ever increasing per cent of our 
customers go to our chain store 
competitors. We have been 
watching the trend of business 
quite closely and can see a 
steadily increasing price con- 
sciousness on the part of our 
customers. When they can buy 
the same quality, or nearly the 
same, at less money in the chain 
stores, they are walking out on 
us. Yes, I have read a lot of 
fine articles on selling and dis- 
play and all that. So have the 
chain stores. If I can really 
offer higher quality and be right 
d----d sure it is higher qual- 
ity I feel like selling. The trou- 
ble is I am not always so sure 
that I have the better goods to 
sell. 

“Our invoices are still showing 
price increases on many lines. 
This, on today’s market is to us, 
not only ridiculous, but down- 
right suicidal. I am not just 
generalizing on this price dif- 
ferential. I have a friend who 
runs a local chain auto parts 
store, with hardware items. He 
has shown me his list (cost) on 
several occasions and I know of 
many items that he can buy 
considerably under my jobber’s 
prices. He can mark up the 
same per cent that I do and still 
undersell me—and does.” 


And then from North Granby, 
Conn., comes a letter from Fred- 
erick H. Herlihy, presumably a 
consumer who is also a_profes- 
sional user of tools and hardware. 
He writes: 

“Thanks for Mr. Phillips’ let- 
ter in ‘Just Among Ourselves. 
And that ‘Ourselves’ means 
you hardware men—wholesal- 
ers, dealers, salesmen, writers 
and what have you. Presum- 
ably, because HARDWARE AGE is 
a trade journal, it doesn’t in- 
clude us, the customers. Cus- 
tomers of the many hundreds 
of conscientious Phillipses and 
the many more hundreds of not- 
so-conscientious dealers — both 
groups of whom will sell it to 
you if you’re sucker enough to 
buy it—junk. 
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“Lack of regard for the intelli- 
gence of the buying public is 
one of the many reasons for the 
slump the nation now finds it- 
self in. At the close of the war 
every manufacturer, large or 
small, rushed to flood the mar- 
ket with something, anything, as 
more and more materials be- 
came available. Shortages of 
iron and steel were overcome by 
the use of cheaper substitutes— 
white metal and plastics of 
a thousand varied chemical 
bases. As so aptly stated in your 
article, shoddy production meth- 
ods and sloppy finishing took 
precedence over quality we 
knew before the war. Do you 
think the customer doesn’t know 
this? In what type of hardware 
store is the slump being felt the 
greatest? In the rural area 
where the farmer isn’t aware of 
what industry is doing to him? 
Or in the urban area where a 
great percentage of your buying 
males have had an opportunity 
to serve in plants and getting a 
smattering of knowledge of pro- 
duction tricks? 

“Let's take a mental walk, you 
and I, through the average hard- 
ware store. The average—not 
the isolated and outstanding en- 
terprises pictured bi-monthly in 
your magazine—and even these 
are partially guilty. And let’s 
stroll slowly. 

“First, the window. Usually a 
display of the better grades of 
woodworkers’ or machinists’ 
tool—even perhaps attractively 
set up with the aid of banners 
and displays supplied free with 
a deal. That’s the come-on. 
Let’s go in. Over in the front 
corner a_ child’s blackboard 
easel and maybe a kid’s table 
and chair, built of wood that 
never saw a sander and put to- 
gether with brads and glue that 
could scarcely have fulfilled 
their purpose until the items 
were packed. And the price? 
Wow! But who has them any 
cheaper? And here’s a section 
of a counter given to a toy dis- 
play to distract you and attract 
the kid you had to bring along. 
Cheap, sordid junk. Tin can 
sheet steel, .010 in., held to- 
gether by the clever use of tabs, 
the production man’s idea of 


successful shortcut—the elimi- 
nation of the costly rivet or eye- 
let at 44 cents a thousand. 
Games, games, games—all 
cheaply lithographed boxboard. 
Maybe a couple of wooden disks 
or a paper spinner. Lots of 
color, lots of price, but don’t 
squeeze the package too hard on 
the way home. 

“Oh, yes, and here’s a section 
of plastic toys for indoor and 
outdoor use. Pretty light, pretty 
thin. But, believe me, they'll be 
thinner when the plastics engi- 
neer can figure out a way to 
flow the polystyrene to a cigaret 
paper gage. Plastics that can’t 
stand the heat of the sun nor the 
chill of the evening without dis- 
tortion. 

“Let’s take a look at the items 
on the electrical fixtures coun- 
ter. Look, don’t handle. Male 
plugs, paper thin, that last only 
until you tighten the wire-hold- 
ing screw too tightly or drop 
them on the floor. And here’s a 
stack of plastic wall plates: the 
broken plates have just been re- 
moved but the manager forgot 
to dust up the chips. Cord and 
plug sets, lots of them—and a 
couple of detached ‘Under- 
writer Approved’ tags laying 
nearby. Your guess as to which 
cord they fell from. Wires with 
loosely woven cotton covering 
or thin rubber-covered wire that 
makes you wonder if it will sup- 
port the weight of the plug, to 
say nothing of carrying a 110 
load. 

“And here’s a gorgeous display 
of stainless steel cutlery for 
the missus. Matched pieces, too. 
And a warning on the display 
board not to touch—they’re 
sharp.’ The average stainless 
steel knife wouldn’t cut hot but- 
ter in Atlanta, Ga., on the 4th 
of July because the same ingre- 
dients that go to make the steel 
stainless also prevent it from 
holding an edge. What ever 
happened to the carbon steel 
and tool steel blades we used to 
see? And look at this beautiful 
line of spun aluminum pots and 
pans with emphasis on the 
“spun.” That word is supposed 
to intrigue the public, yet 90 per 
cent of all aluminum utensils 

(Continued on page 140) 
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Forgive us for blowing our top... 


but Lockwood screen-door hardware 





is hotter than a pistol! 


Right now your customers are armed with ideas about spring 


doings. They’re out gunning for seeds, paint, screens . . . 


AND SCREEN DOOR HARDWARE! 


Don’t load up on blanks! Shoot the works with Lockwood 
. . . THE screen-door hardware line! You'll have three 
husky closers in three price ranges that shut doors with a 
whispered “‘sh-h-h-h.” You’ll have an assortment of Rim and 


Bor-Loc* catches that were brought up to do a latching job 







right ... right from the start. 
> > 


We’re ready to start the season with a bang by making you 


the promptest deliveries at the best profit levels. 











LOCKWOOD’S famous Bor-loc 
Screen Door Catches—-No 8597 
Brasss No. 5597 Steel, Brass 
Plated. Quickest and easiest of 
all to install. 





LOCKWOOD Screen Door 
Catches — No. 4117 Brass; 
No. 4115 Steel, Brass Plated. 





LOCKWOOD No. 3002 Deluxe Closer. For 
extra-heavy or combination doors. Installs 
either right or left hand without reversing 
ratchet. 





LOCKWOOD No. 3001 Senior 
Closers. For heavy screen doors. 
Reversible. 


LOCKWOOD No. 2001A Junior 
me Closer. For lightest screen doors. 


Compression-type. 





HARDWARE MANUFACTURING CO. 


*T. M. Reg. U. S. Patent Office 


Division of Independent Lock Company e FITCHBURG, MASSACHUSETTS 
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These unusual window decorations attracted attention te the store's lawn and garden lines. 





Big Sales From 


“A 
NEIGHBOR. 


HOOD hardware store is funda- 
mentally a service institution and 
perhaps the greatest justification 
for its existence is the service it 
renders in many little ways to its 
customers.” 

This is the business philosophy 
which Stanley Wolf has used to 
great advantage in building up 
Stanley Hardware, a small Des 
Moines, Iowa, neighborhood store, 
to the point where people within 
his growing trading area are 
watching his merchandising efforts 
with interest. 

The keystone of service proved 





This display fixture for packaged lawn seed and plant food was to be a solid one on which to build 


built by combining and adapting two metal bread display units. an aggressive merchandising pro- 
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Neat storekeeping is evident in this illustration of the interior of the Stanley store. 


Little Seeds Do Grow 


Staniey Hardware, small neighborhood store, sold 


gram for on it Mr. Wolf has 
rapidly and steadily increased the 
volume of the business. Sales in 
1947, the first year of the store’s 
operation under Mr. Wolf, were 
double what they had been in the 
previous year, and comparable 
progress was made again last year. 


The Two Reasons 


“There are two reasons why I 
think that a neighborhood hard- 
ware store is primarily a service 
establishment,” says Mr. Wolf, the 
26-year-old store operator. 

“In the first place a neighbor- 
hood hardware store generally 
does not have the diversity of stock 
of the larger downtown stores, 


nearly two tons of grass seed and three tons of 
lawn food before the end of April 1948. Wins new 


customers by aggressive promotional ideas and 


holds them by policy of friendly, helpful service 


whether hardware or department, 
and furthermore, they must get the 
same or higher prices, as in the 
case of syndicate specials. There- 
fore, in order to win and maintain 
a satisfactory trade, it must offer 
a premium-—~—and that premium is 
service. 

“We began a rejuvenated busi- 
ness in a remodeled and enlarged 
store with the firm conviction that 
there is, and always has been, a 


HARDWARE AGE, FEBRUARY 24, 1949 


dire need for courtesy and helpful 
service, especially in the hardware 
trade. We were thinking about the 
feeling of the public regarding the 
devil-may-care attitude of retail 
sales clerks generally during and 
at the close of the war. We de- 
cided that we were going to re- 
verse that trend in our store. 

“Of course,” says Mr. Wolf, “I 
realize that everyone’s business 
was above average in the spring 
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of 1947 and we do not take all the 
credit for the great increase we 
experienced. However, our spring 
sales, April through June, in that 
year, were three times greater than 
they had been in 1946, and the 
increase over the years 1941 and 
1942 was 400 per cent. 


100 Sales Each 


“During the 1947 spring season, 
two of us, together with my wife 
and another part-time salesman, 
averaged 100 sales each on a busy 
Saturday. We attributed this in- 
creased spring business to several 
major factors: An expanded stock 
in a larger and improved show- 
room; a more helpful and courte- 
ous attitude toward customers, 
and a vigorous promotional drive. 
Above all, I believe it was our 
friendly, helpful attitude towards 
the customers, even more than our 
aggressive merchandising, that won 
us their continued patronage. 

“Little things such as consolidat- 
ing shoppers’ packages, carrying 
everything of any weight to cus- 
tomers’ cars, locating items from 
other stores, and performing any 
other expressions of ‘thank you’ 
that came to our minds, certainly 
won us much good will.” 














LAWN CARE 
Estimation of Cost 
Lot Size 
engt A 

House Size 

€ wh h 4 

Garage Size 

Lengtt Width Are 
Miscellaneous 

Leng! Ww Area 

Total 
Lawn Area 

Fertilizer Needed at Ibs per z ft 
Type Ibs C 
Seed Needed at Ibs. per 

Type Ibs 

Total 

ame 

Address 

Phone: Spreader Date 

No. 
Sian 
a 
vee 9, 

———— TCC 


The slip used to give estimates on 

the cost of seeding and fertilizing 

lawns. It is made in duplicate when 

the customer inquires about price. 

Customer is given one copy, other 
is used for follow up. 
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The paint display in the foreground was originally made for the dis- 
play of bakery products. The longer wooden fixture and wall cases 
were constructed in the store at low cost. 


Mr. Wolf took over the opera- 
tion of the store at 4715 Univer- 
sity Ave., Des Moines, early in 
1497, after A. H. Rice, who had 
run the store for 10 years, was 
forced to retire for reasons of 
health. Mr. Wolf had worked in 
the store as a part-time salesman 
during his high school days before 
he entered the army. 

What he lacked in experience in 
operating a store was more than 
compensated for by his energy, 
ambition and courtesy. He prompt- 
ly began to promote and advertise. 

The relatively small hardware 
store is one of a dozen small busi- 
nesses situated at an intersection 
on a main thoroughfare leading in- 
to the center of Des Moines from 
the western section of the city. The 
section, known as Waveland, is a 
suburban residential area. 


Increased Demand 


Since it is a residential area, and 
because of the fact that 1200 to 
1400 new homes have been built 
nearby in the last couple of years, 
there naturally has been a great 
demand for lawn and garden seed, 
tools, equipment and _ supplies. 
Recognizing this fertile market the 
Stanley store went after this busi- 
ness with earnestness. 

Early in 1947, even while Des 


Moines was still having sub-zero 


weather the store had a mass dis- 
play in one of its windows on grass 
seed, plant food and tools, and also 
had another mass display in the 
rear of the store. 


Saw It—Bought It 


On a wintry day when the writer 
visited the store he observed one 
woman customer buy 50 lbs. of 
grass seed after cancelling an order 
for the same amount which she 
had previously placed with a down- 
town department store. The hard- 
ware store got her business be- 
cause it had its grass seed on dis- 
play where she could see it where- 
as she had been told by the depart- 
ment store that its seed supplies 
had not yet arrived. More likely 
the seed was in a warehouse but 
was not yet ready for promotion 
by the department store’s advertis- 
ing and merchandising depart- 
ments. 

The same day that this sale was 
made there were two other sales 
of 50 and 20 lbs. of grass seed, 
proving conclusively the value of 
fore-sighted merchandising. 

On April 26, 1948, Mr. Wolf 
reported that his small, neighbor- 
hood store had already sold 3634 
Ibs. of grass seed. The lawn food 
sales near the end of April totalled 
somewhat more than three tons. 

The store has six two-wheeled 


HARDWARE AGE, FEBRUARY 24, 1949 





sp 
fo 
fo 
th 
ril 


re 





dis- 
sases 


ass dis- 
yn grass 
ind also 

in the 


t 


e writer 
ved one 
lbs. of 
in order 
ich she 
a down- 
ie hard- 
less _be- 
on dis- 
- where- 
depart- 
supplies 
e likely 
use but 
ymotion 
dvertis- 
depart- 


ale was 
er sales 
3s seed, 
alue of 
r. Wolf 
‘ighbor- 
ld 3634 
vn food 
totalled 
tons. 


wheeled 


4, 1949 





spreaders which it lends to cus- 
tomers who buy seed or grass 
food. 

Lawn seed and feed was pro- 
mated especially strongly last year 
for the reason that most lawns in 
the Des Moines area suffered ter- 
ribly from drought in 1947 and 
many yards had to be completely 
resown the following year. 

The young store operator used 
ingenuity to devise an effective dis- 
play fixture for his lawn seed and 
plant foods. (Shown on page 92.) 
This he made by combining and 
adapting two metal racks which 
had been made for the display of 
bread. He joined two of these 
6-ft.-long units together with ply- 
wood which he finished with white 
enamel to conform with the white 
metal fixtures. 


Spring and Fall Ads 


Stanley Hardware does little 
newspaper advertising because the 
cost of running it in the Des 
Moines papers with their half- 
million circulations would not be 
economical for a suburban store. 
However, since the hardware store 
and a department store have the 
only franchises in the city for the 
sale of a certain line of lawn seed 
and supplies, it does run a series 
of ads, in the spring and fall, for 
a total of 11 weeks. Mr. Wolf esti- 
mates that this campaign, which 
costs about $400, draws a mini- 
mum of 500 new customers a year 


: now 


to the store. On this advertising 
and promotion program the store 
follows the suggestions of the sup- 
plier to the letter. 

“We feel very fortunate in hav- 
ing a number of fine franchise 
lines,” says Mr. Wolf. “These pro- 
vide us about 50 per cent of our 
total sales volume. The lawn prod- 
ucts business accounts for about 
10 per cent; one brand of chemi- 
cal products produces about 25 
per cent of our volume; a line of 
bicycles, 5 per cent, and a line of 
toy trains another 5 per cent.” 


Children Welcome 


Children feel most welcome in 
the Stanley store because they are 
treated with the same respect and 
courtesy as their elders. This is a 
matter of sales policy with the 
store, and it pay dividends. One 
line on which it “pays off” is toy 
trains, which are sold in every 
month of the year. Last Christmas 
this small store sold 37 electric 
train sets, ranging in price from 
$35 to $50. 

“We feel that bicycles, too, are 
a fine line. We actually get a lot 
of enjoyment in selling to the kids, 
who will be big hardware buyers 
in a few years,” says Mr. Wolf. 

“There are a lot of old hardware 
men who say we are crazy to 
spend so much time and effort on 
sales to children, and maybe 
they’re right. However, I prefer to 
follow the judgment of top-salaried 
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syndicate executives. Incidentally, 
I spend at least two afternoons a 
month shopping syndicate stores.” 
The store held two successful 
promotions on April 14 and 15, 
1948, when it held Open House. 
Through the co-operation of a Des 
Moines wholesale firm the store 
obtained the services of a home 
economist to serve as hostess and 
to give cooking demonstrations. 
In line with the progressive edu- 
cation program of the public 
schools, Mr. Wolf arranged with a 
local high school to permit three 
of its home economics classes to 
visit the store for one-hour peri- 
ods. The store had to promise not 
to inject any commercialization in- 
to the demonstrations, but, of 
course, those who attended were 
exposed not only to all the appli- 
ances and equipment used in the 
demonstrations but also to special 
displays of suggested gifts for 


Mother’s Day. 


Open House Publicized 
To publicize the Open House 


days and in order to confine it to 
the immediate neighborhood, Mr. 
Wolf arranged to have notices read 
at the women’s groups of the local 
churches and at the P.T.A.’s of the 
schools. 

Three classes, totalling 81 stu- 
dents, and approximately 100 
women attended. Afterwards the 
school girls, teachers and members 
of the school board expressed 
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Miss Katherine Humphrey, home economist, gives a cooking demonstration for one 
of the three classes of high school girls who attended the two-day Open House. 
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thanks for the opportunity to learn 
new methods and new products of 
home kitchen planning. 

Roses were presented to every- 
one and with 80 girls carrying 
them around school the promotion 
gained headway with each hour. 
Samples supplied by the store’s 
wholesalers were handed out. 
Many mothers making purchases 
later remarked about their daugh- 
ters’ attendance at the demonstra- 
tions. 


Make Minor Repairs 
Mr. Wolf and his one regular 


salesman make minor electrical 
and mechanical repairs and do 
window glazing, and also some 
bicycle repairing for children. 
These jobs are performed when 
there are no customers in the 
store. The only service charge 
made is for window glazing. 
which is 50 cents per light. 


“I suppose we should make a 
service charge and we probably 
would if we had a regular repair 
service,” says Mr. Wolf. “Since 
we are located in a higher tax dis- 
trict, both we and our customers 
realize that they could well afford 
to pay repair charges. However, 
we consider free service a form of 
advertising and as an expression 
of our appreciation of customers’ 
patronage and good will, which we 
value above the service fees we'd 
collect. You see, we have yet to 


have anyone take advantage of the 
free service we provide, and many 
times customers will tip my sales- 
man or myself, and often the tip 
is more than the actual service is 
worth.” 


Radio Program 


One of Mr. Wolf’s earliest en- 
terprises as a store operator was 
a radio program in co-operation 
with other merchants which pri- 
marily served to bring many new 
customers into the store, and sec- 
ondarily made many people in the 
western section of the city con- 
scious of the fact that there were 
a number of diversified stores at 
one intersection of the Waveland 
section, where they could shop ad- 
vantageously. 

The leading local station had a 
radio quiz program which con- 
sisted of music, telephone calls to 
homes and awards for listeners 
who could answer the “money 
questions” correctly. The program 
needed a sponsor and Mr. Wolf 
thought that it would be ideal for 
a shopping center program. 

In order to hold the time, 9 to 
9:30 a.m., on Satudays, Mr. Wolf 
signed a contract for 13 weeks, 
thinking to interest eight other 
businesses at the same _ intersec- 
tion on a share-the-cost basis. 

“Before I realized the possibili- 
ties of the good will that could be 
accomplished, the entire 12 busi- 
nesses on the corner were willing 


to “come in,” explains Mr. Wolf. 
“This made the cost per business 
$5.28 per week, and gave each 
store a 30-second spot announce- 
ment every other week and actual- 
ly promoted the Waveland corner 
for a full 30 minutes each Satur- 
day. 

“As luck would have it, the 
program caught on like wildfire 
and the results were extremely 
gratifying. On one commercial an- 
nouncement for a_ particularly 
scarce item we had over 2500 re- 
sponses resulting in sales in three 
days and we also had hundreds of 
phone calls throughout the follow- 
ing week.” 


Store Widened 
Shortly before Mr. Wolf took 


over the management of the store, 
it was widened to 30 ft. and im- 
proved. One wall was knocked out 
and the store was extended across 
a 12-ft. driveway to an adjoining 
building. The store is 70 ft. long. 

The total cost of the improve- 
ments, including the shelving, step- 
up display fixtures which were 
built right in the store, a new Celo- 
tex ceiling and new lighting fix- 
tures, was only $2,500. 

Mr. Wolf himself designed and 
built a tool rack, wall cases and a 
wrapping counter, from knotty 
pine wood. The tools are well- 
lighted by concealed fluorescent 
tubes built into the wall cases. 





These wall cases and counter, in knotty pine, were designed and built in the remodeled 
store by the owner and a salesman. Concealed fluorescent lamps show tools to advantage. 
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The Fight for Tax Equality— 
A Fight for Free Enterprise 





SETH MARSHALL 


I AM sure that if you 
have given any consideration at 
all to the effects on private busi- 
ness of a Government tax sub- 
sidy under the present high tax 
rates you will realize how impor- 
ant tax equality really is if we 
are going to, in the future, con- 
inue to have successful free en- 
terprise. 

May I briefly point out the 
fact that in 1937 the total volume 
of cooperatives in the United 
States was $600 million, and that 
the latest estimate of volume for 
the co-operatives in the United 
States for 1948 is $17 billion 
which, if taxed, would increase 
the Federal income $500 million 
for 1948—in 11 years nearly 30 


’ times increased volume. 


Due to the same laws favoring 


* From an address, Jan. 27, 1949, at 
the Hotel Benjamin Franklin, Philadel- 
phia, Pa., before the annual banquet of 
the Hardware Merchants & Manufac- 
turers Association of Philadelphia, upon 
which occasion he received that organi- 
zation’s Award of Merit. 
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The growth of volume done by Consumer Co-Ops, from $600 
million in 1937 to $17 billion in 1948 was accompanied by a 
Federal tax loss, last year, of one half billion dollars, says Mr. 
Marshall. Pointing out that tax equality is not a partisan 
issue, he warns that the success “of tax-subsidized business 
will surely destroy the profit system that is enjoyed by mil- 
lions of people, and place it in the hands of a few who easily 
become dictators." 


By SETH MARSHALL* 


Chairman of the Board, Marshall-Wells Co 
Duluth, Minn. 
Chairman, National Wholesale Hardware Association 
Committee on Co-operatives 
Chairman of the Executive Committee 
National Tax Equality Association 


co-operatives, and a _ continued 
high rate of Federal corporation 
tax, scores of private foundations, 
charitable instituions and univer- 
siies are buying out private tax- 
paying businesses, taking them 
off the tax rolls—and the Fed- 
eral Treasury will lose another 
$500 million from this source, or 
a total loss of one billion dollars 
for 1948. 

If our corporation tax is 
raised still further the growth of 
these tax-free institutions will ac- 
celerate. 


Up to Businessman 


The solution of this problem is 
up to the businessman. 

The trouble with us fellows in 
business is that we are so busy 
meeting conditions and problems 
of the moment that we really 
don’t look far enough ahead. We 
are too well satisfied if we are 
making a reasonable profit. 

Unwillingness to fight for our 
rights and for sound legislation is 
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one of the weaknesses of business. 
The typical approach of business- 
men to the solution of a problem 
that can’t be solved within their 
own business is to belong to some 
organization, and expect it to get 
for them’ the action necessary to 
correct the situation which is 
harmful to them. 

That’s why we have chambers 
of commerce, trade- associations, 
the U. S. Chamber of Commerce, 
the National Association of 
Manufacturers, Organization for 
Constitutional Government, tax- 
payers’ associations, political as- 
sociations and many others— all of 
which are supposed to take the 
place of individual action. 

Yet. when it comes down to 
political influence, these organiza- 
tions do not have much political 
horsepower. They all have about 
the same membership. The larg- 
est, the U. S. Chamber of Com- 
merce, has 20.000 members—the 
NAM a lesser number. Politicians 
know thev are limited in mem- 
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bership and don’t have many 
votes, and therefore are not too 
influential. 

I believe we can win this fight 
for tax equality—but we can’t do 
it by hoping the other fellow will 
do it. 

There is only one way this fight 
can be won, and that is by con- 
vincing the millions of Federal 
taxpayers, particularly taxpaying 
businessmen (and there are 6,000- 
000 of them) that tax equality is 
fair; that tax equality is neces- 
sary for them to survive; that no 
legitimate co-op is going to be 
put out of business because it will 
have to pay Federal income tax 
on its earnings. 

And if these millions of tax- 
paying businessmen in particular 
let their Congressmen and Sena- 
tors know that they want a proper 
amendment to give them this re- 
lief, they are going to get it. 

It is surprising how many busi- 
nessmen I have contacted—big 
and little—who have a fear com- 
plex because they have some busi- 
ness dealings with co-ops or co-op 
members, and are afraid of re- 
prisal actions. 

My position, and that of my 
company, has been pretty well 
publicized because I have written 
thousands of letters to retail hard- 
ware dealers asking their support 
in contacting Congressmen and 
Senators. Our salesmen and other 
executives have been active in this 
program—and I don’t think we 
have lost a dime’s worth of busi- 
ness because of our efforts. 


For Free Enterprise 


When we fight for tax equality 
we are fighting for the heart and 
soul of free enterprise. No one 
has to be afraid to get out in 
front for a cause like this—and 
more and more businessmen in 
small towns where co-op competi- 
tion is keen are realizing that 
they have nothing to fear; that no 
one will gain more through tax 
equality than the patrons of co- 
ops; because someone has to pay 
the taxes, and if the co-ops pay 
taxes, and want to build consumer 
acceptance, they, in order to suc- 
ceed, must be more efficient than 
if they are tax-subsidized. 
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"There is only one way this fight can be 
won, and that is by convincing the mil- 
lions of Federal taxpayers, particularly 
taxpaying businessmen (and there are 
six million of them) that tax equality is 
fair; that tax equality is necessary for 
them to survive; that no legitimate co-op 
is going to be put out of business be- 
cause it will have to pay Federal income 
tax on its earnings.""—Seth Marshall. 


The issue of tax equality is not 
a partisan issue. Whether the 
Republicans or the Democrats are 
in power in Congress, it makes no 
difference in securing tax equality. 

We are very fortunate, in my 
opinion, in having an organiza- 
tion like the National Tax Equal- 
ity Association and some 35 state 
organizations that are active in 
publicizing the facts on tax equal- 
ity, and organizing to do a real 
follow-up job. 

But to really obtain tax equal- 
ity, business men, big and little, 
must, in my opinion, face the fact 
that the success of tax-subsidized 


business will surely destroy the 
profit system that is enjoyed by 
millions of people, and place it in 
the hands of a few who easily be- 
come dictators—and then deter- 
mine that they themselves will do 
something about it. That may 
mean money and it may mean 
effort. Both are necessary if we 
are to win. 

If every man here would to- 
night — tomorrow — start putting 
his shoulder to the wheel the in- 
creased momentum we would get 
might be just the needed power 
to win. Try it. 

The work of our committee in 
the hardware industry has put 
me in contact with more people 
than I ever knew before. I never 
realized what a wonderful busi- 
ness the hardware business is, and 
the number of men with excep- 
tional ability and character that 
are in this business of ours. More 
and more I am proud to be a 
hardware merchant. 





Shadow Boxes Help 


TAIRWAYS which lead to up- 

per merchandise floors are 
often uninteresting places, but this 
is not the case at the store of the 
Douglas Hardware in Janesville. 
Wis. 

At this store, some decidedly 
effective shadow boxes with glass 
shelving have been cut into the 
wall as the stairway turns upward 
into a second floor area housing 





Beautify Stairway 


the store’s glassware, china and 
ift departments. 

In addition, the shadow boxes 
extend clear through the entire 
wall partition, so that they have 
a display advantage when viewed 
from the other side. R. W. Al- 
brecht, advertising and sales pro- 
motion manager, says that these 
shadow boxes help to sell con- 
siderable additional merchandise. 


= 


In addition to being decorative, these shadow boxes are first 
class silent salesmen and are responsible for numerous sales. 
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Paul Sherman, proprietor of Pauls, Inc., of Burbank, Cal., "going into 
his act" of boosting sales during one of his "Fun and Frolic Nights." 


‘ 
* 
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"Fun and Frolic Night" 
Returns Sales for Laughs 


 — somewhere, 

has said that “Advertising is the 
principle of mass production ap- 
plied to selling.” Paul Sherman, 
proprietor of Pauls, Inc., has 
taken those words to heart, added 
a few ideas of his own and 
brought something new to the 
residents of Burbank, Cal., and 
brought in exchange, a greater 
return to his new hardware store. 
Convinced that the average run- 
of-the-week sales could be in- 
creased, Mr. Sherman hit upon 
the idea of staging a weekly “Fun 
and Frolic Night,” an idea which 
caught on immediately and to 


Paul Sherman injects showmanship into his 
Saturday promotions and reaps the good will 
his antics have created for his new store 


which customers are responding 
with an avalanche of sales. Also, 
Pauls, Inc., has now become firm- 
ly entrenched in the minds of 
residents of the San Fernande 
Valley since he introduced his 
store to them. 


A Showman at Heart 


A veritable showman at heart, 
the happy-go-lucky proprietor of 
Pauls, Inc., injects comedy into 
his Saturday sale promotion proj- 
ects. And the resultant word-of- 
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mouth advertising is bringing 
new customers into his store as 
well as keeping old customers 
coming back. This form of en- 
tertainment advertising is some- 
thing customers have come to 
look forward to. 

Donning a miniature fireman’s 
helmet incribed with “Chief Nut 
—Nut and Bolt Department,” Mr. 
Sherman goes into his act. “Please 
the customers and they will return 
it in sales,” believes this fun- 
loving hardware man as he pro- 

(Continued on page 123) 
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What It Takes to 






Appearance, actions, words, voice, knowledge of business 
and well-directed energy are all essential. The times call 
for alertness and self-improvement in selling hardware 


| sales managers 
were having lunch together at a 
well-known good spot when | 
chanced along. 

The talk centered around the 
qualities necessary to be a success- 
ful salesman—and everyone in the 
retail hardware business, from 
salesman to owner, can benefit 
from them because only good sell- 
ing can insure good profits from 
now on. 

Each man stressed what he con- 
sidered a vital point. Together 
they formed a pretty good picture 
of what it takes to sell and to suc- 
ceed in business nowadays. 

Now let me invite you to pull 
up an imaginary chair and help 
yourself to some filet mignon 
(also imaginary!) and let’s see 
what we can learn from lunching 
with these three successful sales 
managers. Here we go: 


The Salesman Himself 


The first man said, “The biggest 
factor in selling is the salesman 
himself. Just as you can’t squeeze 
blood out of a turnip, you can’t 
get satisfactory sales out of a per- 
son manifestly cut out for other 
types of work. 

“Some people don’t like selling 
—they don’t like waiting on 
people, they don’t like trying to 
talk people into doing things, or 
they just don’t like people— 
period.” 

Well, it’s plain to see that all 
sales work deals with human equa- 
tions and nobody can be expected 
to bring forth the right answers 
unless he can work—and work 
well—with other human beings. 
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Unless you like people and are 
anxious to serve them properly, 
you won't make as many sales as 
you should—whether it’s small 
household supplies or large equip- 
ment. 

This doesn’t mean that you have 
to be subservient, but you do need 
to be friendly and human and 


helpful. 


Four Main Points 


Here are four main points to 
watch: 

(a) Appearance. The way you 
appear to others helps shape their 
opinion of you and your busi- 
ness. You needn’t indulge in ex- 
travagant habits in personal looks 
or clothing—just dress reasonably 
well and, above all, keep neat and 
clean. Mostly, this is a matter of 
devoting a little time and care to 
this subject. The amount of 
money you spend should always 
be within your budget. otherwise 
it will only add to your worries 
and subtract from your efficiency. 

(b) Actions. The way you act 
and react to other people is the 
basis on which they usually judge 
you. If you are keen and alert. 
they will instinctively feel, “Here 
is an energetic, enthusiastic chap, 
right on his toes, looking after my 
interests.” On the other hand, if 
vou act careless and distinterested. 
or lack the spark of friendliness 


that makes contact with other 


people. then your status as a sales- 
man is sure to suffer accordingly. 

(c) Words. Your words are 
the tools with which you sell or 


sink. Some of the nicest people 


in the world grope and fumble and 
fail to express themselves properly. 
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Such folks have a hard time sell- 
ing. Others have a “gift of gab” 
that enables them to bring out the 
best in nearly every situation. In 
between these two extremes most 
of us fluctuate back and forth. 
Sometimes we’re good, sometimes 
we're bad—and the trick is to im- 
prove our methods of approach, 
presentation and close. 

(d) Voice. The ring of your 
voice often shows the strength or 
weakness of your ideas. It reveals 
your attitude, and automatically 
gives others a quick impression of 
your personality. So put some 
energy and vigor into your voice. 
Don’t mumble or allow words to 
trail off. Watch particularly the 
ending of sentences, giving them 
more energy rather than less. 
Speak clearly and distinctly, but 
not noisily; “loud mouths” seldom 
persuade. 


Know Your Business 


The second sales manager said. 
“Yes, I know the personal equa- 
tion is important, but for my 
money the main thing is to know 
your business. 

“Many’s the time I’ve seen sales 
made by people who violated all 
the rules. However, they had a 
thorough knowledge of their prod- 
ucts and what they’d do for the 
customer. This made up for their 
lack of selling ‘savvy’; it enabled 
them to be sincere and helpful.” 

Of course. when you combine 
sales skill and merchandise knowl- 
edge. then you're really cooking 
on the front burner. 

The man who can tell customers 
all about the hardware items he’s 
selling has a big edge over the 
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Sell Successfully 


man who just hands them out and 
can say nothing useful or inter- 
esting. Same with accessories and 
equipment of all kinds. Buyers 





































































































have probably been comparing 
brands—or wondering what size, 
shape or design to select—and it’s 
up to you to help them along. 




















“The man who can tell customers all about the items he's selling has 
a big edge over the man who just hands them out and can say nothing." 
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By BRIANT SANDO 
President, 
The Sando Co., 
Orange, Cal. 
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A fundamental formula followed 
by a successful house-to-house out- 
fit drilis these five steps into each 
salesman: 

1. Name and describe product 
briefly. 

2. Tell its uses—what it will do. 

3. How it’s made and why. 

4. Price. 

5. Why it’s worth that much 
and should be bought now. 

You needn’t be a technical ex- 
pert to sell all hardware store 
lines; statistics and mechanical 
facts often are tedious and bore- 
some. Instead, stress the benefits 
to the customer in the things you 
are selling. 

Don’t let your enthusiasm lead 
you to impulsive statements or ex- 
aggerated promises. Deal with 
facts; just present them interest- 
ingly so the other fellow will un- 
derstand all advantages. There is 
no substitute for fair dealing. 


Get in There and Pitch! 


The third and last of the sales 
group now had his inning: 

“These are good ideas you fel- 
lows have laid on the line. It’s all 
hot stuff if used properly. But it’s 
not worth a dime without the fac- 
tor I want to emphasize: you’ve 
got to get in there and pitch! 

“Half of the flops in sales work 
come not so much through igno- 
rance as because the salespeople 
are too busy, too careless, too lazy. 
too self-satisfied to exert them- 
selves one hundred per cent.” 

Brother, you’ve got something 
there. All my life I have analyzed 
various kinds of deals and all 
types of people. It’s amazing how 
few really spark. 

The fires of salesmanship often 
spit and sputter because the human 
element back of them lacks energy 
and enthusiasm. This wasn’t seri- 
ous in the years of soft selling, 


(Continued on page 124) 
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Front-of-Store Display Builds 
Plumbing Equipment Sales 


= for an ef- 
fective way in which to show 
bathroom items in a small store, 
Weitzer Brothers, Inc., 7235 West 
National Ave., West Allis, Wis., 
worked out a neat platform dis- 
play of a few items which occu- 
pies an up-front space in the store 
and is a major factor in selling 
merchandise. 

Wash bowls, lavoratories and 
matching sidewalls are on_ this 
platform display and are placed 
so that incoming traffic ¢an walk 
around them and view the’ items 
from all sides. 

“This display helps us sell a lot 
of bathroom jobs,” says John 
Weitzer, Jr., vice president. 
“Homeowners see it and begin to 
ask questions. If the display 
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Sink, closet and accessories help sell complete 
installations for Weitzer Bros., Inc. Caters to 
homeowners who do their own plumbing work 


does not include the item the cus- 
tomer wants we can show him 
more stock in a warehouse.” 

Farther back in the store is a 
well arranged table, with step-up 
displays showing numerous 
plumbing supply items. The front 
of this stand carries articles such 
as toilet seats and tubing. 

Many of the store’s patrons are 
homeowners who are skilled fac- 
tory hands and most of them are 
able to make their own plumbing 
repairs. At the Weitzer store 
they find many of the fittings, 
tools, and accessories they need 
for such jobs. 

“We have found that it pays 
to cater to this type of trade,” 
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says Mr. Weitzer. “The man who 
finds what he wants in plumbing 
supplies will come back many 
times during the year to get other 
needed items. He knows that we 
have a large stock of such articles. 

“These patrons often buy other 
and larger plumbing items. We 
have an excellent plumbing de- 
partment and a large number of 
our jobs come from customers 
who drop into the store looking 
for small plumbing fittings. They 
learn that we have a plumbing 
department and usually call on 
us for their larger jobs.” 

The Weitzer firm, established 
in 1922, also has a sheet metal 
shop on the rear lot and does 
heating work as well. 
In this way the 
plumbing department 
ties in very well, too, 
as the firm is able to 
serve the homeowner 
in a number of ca- 
pacities. 


oS 


This small and neat 
display of plumbing 
equipment is locat- 
ed near the front 
of the store. Tiling 
upon the partitions 
aids in stimulating 
extra sales. 
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er gift sales can add a lot to a 
hardware store’s profit and loss 
statement. But gift selling, particu- 
larly for “occasions” such as East- 
er, poses some problems. Not the 
least of these to the often short- 
handed hardware dealer is what 
to do with the customers who say, 
“Wrap it as a gift, please.” 

This problem doesn’t bother 












The art of gift wrapping is invaluable in a store and it's easily taught. 


™ pushed, East- 
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: What Do You Do When They Say, 
“Wrap It As a Gift, Please’? 


Special occasions, such as Easter, create a demand 
for gift wrapping. New Orleans merchants combine 
to have employees taught how to do it properly 


hardware dealers of New Orleans, 
who worked out a scheme with 
their local school board to train 
their salespeople in how to wrap 
customer’s gifts smartly, hand- 
somely—and economically. The 
best part of the plan is that it 





costs the store nothing. The plan 
would work anywhere. 

What was the secret of the New 
Orleans plan? Hardware dealers 
there combined with other mer- 
chants plagued by the some prob- 


(Continued on page 148) 





Clarification of 
Basing Point 


Controversy 


Appears Likely 


Belief is general that the Supreme Court will 
eventually rule that there is nothing illegal 
about delivered prices, providing they are not 
found to be derived as result of a conspiracy 


By E. J. HARDY 
Washington Representative, 
Hardware Age 


-™ the giant arms of 
a military pincer movement, the 
many facets of the basing point 
controversy are converging on the 
same result—legal authorization 
for industry to absorb freight in 
order to meet competition. 

In other words, the end of the 
struggle by businessmen to achieve 
a practical solution to the price 
chaos fostered by the Federal 
Trade Commission seems now in 
sight. 

Whether the Supreme Court, 
the Congress, or even the Federal 
Trade Commission re-establishes 
the right of businessmen to ab- 
sorb freight is an_ incidental 
question. 


The Important Thing 


The important thing is that the 
period of doubt and uncertainty 
as to the legality of pricing meth- 
ods soon will be ended. 

Just what form the forthcoming 
approval of freight absorption will 
take is still anybody’s guess. At 
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the very least, sanction will prob- 
ably be given to the practice of 
prepaid freight when requested by 
the customer. 

It is entirely possible that the 
Federal Government will go still 
further and approve systematic 
freight absorption, provided (1) 
such absorption of shipping costs 
is made in good faith to meet a 
competitor’s price, and (2) there 
is no combination or conspiracy 
among sellers. 

One thing is clear, however. 
Basing point systems as they were 
employed prior to 1948 are out. 
Gone forever. There is no return. 

The decision of the Supreme 
Court to review the Rigid Conduit 
case came as a surprise to no one. 
There is general agreement that 
the court may rule—probably 
within the next 90 days—that the 
Circuit Court’s decision was in 
error and that there is nothing 
illegal about delivered prices— 
provided such prices are not de- 
rived via the conspiracy route. 

In the Rigid Conduit case, the 
Circuit Court upheld the Commis- 


sions order in which Count One 
held that this industry had con- 
spired to use the basing point sys- 
tem and in Count Two found that 
individual use of the basing point 
method with knowledge that it 
was used by other sellers also con- 
stituted an unfair method of sell- 
ing. Elimination of Count Two 
of this order, according to some 
sources, means that industry could 
legally quote delivered prices and 
absorb freight if this were done 
in good faith to meet competition. 

There is also a distinct pos- 
sibility that the FTC may take it 
upon itself to end the controversy. 
The Commission at the present 
time is giving more serious at- 
tention to clarifying the situation 
than at any time previously. Par- 
ticular attention is being directed 
to Count Two of the conduit 
order. It would not be too sur- 
prising if the Commission, in its 
presentation to the Supreme Court 
on the Rigid Conduit case, on its 
own motion modified its order in 
this case. Should this situation 
come about, it is also not too 
much to expect the Commission to 
modify its order in the Pittsburgh 
Plus case—giving the U. S. Steel 
Corporation authority to absorb 
freight. 


President Might Settle I* 


Nor is it too far-fetched to as- 
sume that the controversy might 
be settled by President Truman by 
means of his appointments to the 
Commission. There are now two 
vacancies on the five-man Com- 
mission. One of the vacancies 
must be filled by a Republican. 
The present Republican member 
of the Commission, Acting Chair- 
man Lowell B. Mason, has gone 
on record as stating that he is not 
a party to the f.o.b. mill crusade. 
Should the men appointed to fill 
the two existing vacancies be of 
like mind, there will be a 3-2 
majority on the Commission with 
full authority to amend any ex- 
isting orders affecting delivered 
prices. 

But despite whatever ruling 
may be forthcoming from the 
Supreme Court and the FTC, there 
is still considerable sentiment on 


(Continued on page 202) 
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Greenhouse Builds Traffic 
For New Jersey Dealer 


Becker Hardware Store finds that it attracts 
local gardeners and also aids hardware sales. 
Plants advertised and shown at local fairs 


Ml S 
EVERAL months 


ago we built a greenhouse on a 
plot of ground in the back of our 
store,” says Ben Becker, Becker 
Hardware Store, Pleasantville, N. 
J., “and it has turned out to be 
the biggest traffic-building item 
that we have ever had. 

“Located as we are in a small 
town, makes it very important to 
us to bring in as many people 
as possible to build our traffic. 
The greater the traffic, the greater 
the possibility of making more 
sales. And our greenhouse has 
certainly been a traffic builder for 
us.” 

Almost every resident in and 
around Pleasantville has a garden 
or raises vegetables and Mr. Beck- 
er decided to attract business to 
his hardware store by selling small 
vegetable plants. 


Fills a Local Need 


“There isn’t a store in town 
that sells plants,” he says, “al- 
though there is a need for one. 
I therefore decided to sell them 
from our store as a_ business 
builder.” 

Mr. Becker first began to sell 
small plants that were purchased 
from. wholesale. houses. These 
were stocked in front of the store 
as they arrived and he soon found 
that they sold almost as fast as he 
received them. As soon as he felt 
that he had built a sufficient de- 
mand for these plants, he decided 
to build his own greenhouse. 

“We built a greenhouse on a 
plot of ground in back of our 
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Here is one of the flower beds which are used during fair weather. 
During inclement periods, plants are transplanted into the greenhouse. 


building,” he says, “and had two 
of our employees care for the 
plants. The greenhouse measures 
20 by 20 feet and was built at an 
expense of a few hundred dollars. 
So far, it has more than paid for 
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itself and it has only been up a 
few months.” 

Such plants as tomatoes, celery, 
cabbage, hot and sweet peppers, 
and cauliflower are just a few of 


(Continued on page 125) 
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Herbert Vierck, at 
right, demonstrates 
a furnace to one of 
the firm's numerous 
prospects in the 
new building which 
houses the heating 
division. 





Sells Jobs Up to $5000 


Complete service and "know-how" builds busi- 
ness for W. J. Vierck & Son. Separate sales and 
display room, part-time, store-trained salesmen 
and customer recommendations are added reasons 
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Wren W. J. Vierck 


established his hardware store be- 
fore the turn of the century in the 
then small city of Rockford, IIL, 
his advertisements featured the 
fact that he was qualified to do 
sheet metal and heating work and 
could be relied upon to do an 
efficient job. 

In the years that followed, Mr. 
Vierck sold many stoves and fur- 
naces, and his hardware business 
grew with the city. Rockford to- 
day is known as the second largest 
producer of machine tools in the 
United States, and its population 
has crowded the 100,000 mark. 

Today, Herbert Vierck, son of 
W. J., is carrying on the sheet 
metal and heating departments de- 


The firm's recently opened heating appliance 
building across the street from main store. 


HARDWARE AGE, FEBRUARY 24, 1949 

















ierck 
> be- 
1 the 
Ill., 
the 
» do 


and 


Mr. 

fur- 
iness 
d to- 
rgest 
1 the 
ation 


n of 


sheet 
s de- 


1949 





veloped by his father, and a year 
ago installed a large separate heat- 
ing division in a building across 
the street from the store. 


Full-Time Engineer 


The heating division has a full- 
time heating engineer, from six to 
eight qualified service men, and 
handles a wide variety of jobs 
throughout the entire Rockford 
area. The firm sells and installs 
gas furnaces, coal furnaces, oil 
heating equipment, and water 
heaters. Its records of sales and 
service is outstanding. 

With a full time trained engi- 
neer in its employ, W. J. Vierck & 
Son is able to give excellent heat- 


In its new heating division, the 
Vierck firm has the room to dis- 
play its furnaces, as well as coal 
heaters and oil space burners, in 
addition to ranges and other elec- 
trical and gas appliances. A large 
oil furnace is set up and is in oper- 
ation. It furnishes the heat for the 
building and also acts as a demon- 
stration unit. The firm also sells 
and services stokers, which gives it 
a complete heating service for resi- 
dents of the area. 

Mr. Fleming and his service 
crew use some excellent methods 
to sell heating equipment. For ex- 
ample, Mr. Fleming tries to sell a 
furnace to one executive in a large 
Rockford factory, as a starter. He 
knows that executives appreciate 


a good, properly engineered heat- 
ing job. Such an executive be- 
comes quite a booster for the 
Vierck firm, and it isn’t long before 
his recommendations will bring 
many of his business associates in- 
to the market as prospects for 
Vierck home heating equipment. 


Policy Pays Off 


This policy of going after the 
key men in factories as choice 
prospects has paid off handsomely 
for the firm. In one factory 17 ad- 
ditional furnace jobs were sold 
through recommendation of a key 
man who originally purchased a 
Vierck job. In still another in- 
stance, a key man in a factory liked 


in the Heating Field 


ing advice to numerous prospects 
and customers. No old-time meth- 
od of guessing on the size of pipe 
required to give sufficient heat, is 
used. Scientific appraisals and 
measurements are made to give the 
homeowner exactly the heating ca- 
pacity needed for even the coldest 
weather. This initial groundwork, 
involving use of small and large 
piping alike, helps to make for 
satisfactory heating jobs. 


Jobs Vary 


Heating jobs done by this firm 
vary in size and price. An auto- 
matic oil furnace sale and installa- 
tion can run as high as $1,200 to 
$1,300, while the warm air fur- 
nace jobs start at about $200 and 
sometimes cost up to $2,000. The 
firm this year installed one gas fur- 
nace, using natural gas, unit at a 
cost of about $5,000 to the home- 
owner. 





R. H. Fleming, engineer, holds an adding machine roll on which 
is typed names of more than 200 heating customers. The roll is 


taken to the prospect's home 
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Part of the heating division display room which also 
houses stoves, ranges and other major units of sale. 


his job so well, that the firm was 
able to sell 33 furnace installations 
to his associates and friends. 


Know's the Details 


“The average heating prospect 
appreciates knowing all the engi- 
neering details of his job,” says 
Mr. Fleming. “This is especially 
true in a city like Rockford which 
is so highly industrial. Such a 
homeowner appreciates his heating 
equipment and what it will do, and 
he takes as much pride in showing 
it to friends and explaining its 
operation as he does showing them 
a new automobile. Thus far we 
have had no trouble in getting all 





the prospects we can _ handle 
through such key men.” 

Another idea which Mr. Vierck 
and Mr. Fleming use when selling 
heating equipment is to carry the 
names of about 250 heating cus- 
tomers on a small adding machine 
roll. This roll is large enough to 
be impressive when unrolled, and 
yet it is not too bulky. 

When the Vierck salesman calls 
on a homeowner he unrolls the list 
on the floor. The prospect usually 
is interested in looking at some of 
the names. He often recognizes 
some of the customers as persons 
who work in the same factory or 
store where he works, and thus the 
prospect often warms up. 





“The heating unit prospect al- 
ways likes to know who our cus- 
tomers are,” says Mr. Fleming, 
“and this roll helps to inform him. 
It does not carry the names of all 
our customers — only enough so 
that it gives the prospect an idea 
of the scope of our sales and ser- 
vice. And while we roll up the list 
again we can always continue to 
give the prospect points about our 
sales and service, thus making our 
visits to prospects’ home interest- 
ing to them.” 


Part-Time Salesmen 
' Mr. Vierck and Mr. Fleming also 


have worked out a method of giv- 
ing part time work to interested 
homeowners who like to earn extra 
money as part time solicitors. For 
example, some homeowner who 
bought a furnace from the Vierck 
firm may want to use Saturdays to 
earn extra money. Such a man is 
trained by the firm in how to solicit 
for furnace jobs, including resets 
and repairs. He is also given some 
typed instructions on various jobs, 
prices and the like, which he can 
study in part time and thus become 
a better salesman. 

“Such people often bring us ad- 
ditional work,” says Mr. Fleming. 
“They are paid a specified com- 
mission for sales resulting from 
their work. Every home owner 
who does this kind of work for us 
has friends whom he can often sell 
or get service jobs from.” 
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Some of the instructions and question and answer sheet used by part-time salesmen. 
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One of the instruction sheets 
given to such solicitors is called 
“Questions and Answers” and cov- 
ers questions which many furnace 
prospects are apt to ask: 

“Why do I need a reset?” 

“Because if the cement is out of 
the furnace; 

“1. You will get soot and dirt 
through your warm air registers. 

“2. The cold air will be sucked 
through the open joint and cause 
you to burn more fuel. This has 
the same effect as leaving a rug 
over a cold air register. 

“3. Poor circulation will cause 
castings to crack and burn out. 

“4. Many times we read in the 
newspaper of a fire caused by over- 
heated furnaces—it won't be 
enough to close your draft if you 
have openings in the joints of the 
furnace for the air to get through. 

“5. There is great danger of gas 
or carbon monoxide when your 
furnace is checked.” 

“We burn coke.” 

“1. Coke is more dangerous 
than coal; as all the tar, sulphur, 
ammonia and other by-products 
are taken out of the coal at the gas 
plant. You will get pure carbon 
monoxide which you cannot smell 
or taste.” : 
“What causes a furnace to need 
cement?” 

“Expansion and contraction of 
the castings when it changes from 
hot to cold.” 

“How often should a furnace need 
a reset?” 

“1. Average of five years. 

“2. In some cases of careless fir- 
less firing can cause it in two 
years.” 

“Is my furnace worth resetting?” 

“1. It looks okay to me. Of 
course, I can’t see through the cas- 
ing, and there may be something 
wrong behind. If there is, all the 
more reason to find out now.” 


The Services 


The instruction sheet to the part- 
time salesmen also details the 11- 
point reset service so that the home- 
owner ‘knows exactly what the ser- 
vice means. The firm’s vacuum 
cleaning five-point furnace job is 
also detailed. 

“One of our methods of satis- 
fying customers is a followup call 


SHEET METAL WORK 


Dear Home Owner: 


In 


FURNACES 


WwW. J. VIERCK & SON 


HARDWARE 
330 EAST STATE STREET 
ROCKFORD. ILLINOIS 


AIR CONDITIONING 


we installed a Timken 





1. Are you satisfied? 


How many tines? 


3. Did you have to call a service man? 


Silent Automatic 011 Burner in your home. 


2. Did you have any trouble getting oil? 








4. Wae your home warm enough? 





5. How much would you have spent for coal?, 


6. Bow much did it cost you for oil? 














Address 








Service record customer is asked to fill out whenever 
the salesman makes a check-up call on an installation. 


on patrons after their units are in- 
stalled,” reports Mr. Vierck. “We 
ask them to help us fill out a ser- 
vice record, which asks them ques- 
tions such as ‘Are you satisfied 
with your furnace? Did you have 
to call a service man? Was your 
home warm enough? etc.’ On the 
oil jobs we also ask what they 


would have spent for coal and 
what they spent for oil. Thus we 
can compare heating costs, which 
are usually in favor of oil. We 
keep such records on file. Then we 
know how our units are perform- 
ing for customers and we know we 
have made the effort to know how 
patrons like their purchases.” 





This Window Stopped the Gardeners 





Lee a 


Featuring both low and high priced items, this garden and insecticide dis- 

play, used last spring, showed a wide variety of garden needs, each plainly 

price marked. The Adams Hardware Co., 497 Main St., Bennington, Yt., 

utilized a Vermont scene in a frame as a background to lend atmosphere 

to this merchandise showing. The corrugated background was a rich yellow. 

Further interest was added to the display by having merchandise shows 
at different levels. 
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Showmanship Sets Stage | { 
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 - men plan for 
the future, others just dream 
about it. Among those who plan 
well, and then carry out their 
plans, are the three Greene bro- 
thers, Sidney, John H., and Ed- 
ward M., who opened their new 
and modern retail store, under 
the name Hardware House, Inc., 
543 Cedar Lane, Teaneck, N. J., 
on Dec. 14. From vacant lot to 
finished store they made plans 
well in advance, pooling their fi- 
nancial resources and varied re- 
tail, wholesale and engineering 
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experience, to work toward the 
opening and operation of the new 
establishment. That their plan- 
ning was successful is evidenced 
by the fact that more than 2,500 
people turned out for the open- 
ing ceremonies. Of this number, 
944 made cash purchases, most of 
them buying a wide variety of 
merchandise. Indeed dozens of 
people stood in line the brisk 
morning the store was opened, 
long before the doors were un- 
locked for inspection. 

With its modern green and 
grey structural glass front. per- 


mitting a full view from the side- 
walk of all parts of the showroom, 
the store’s intriguing name lends 
further attraction. “We call it 
Hardware House,” says J. H, 
Greene, vice president and treas- 
urer, “because the words have a 
wonderful ring and are easily re- 
membered. The name lends a 
note of dignity and permits opera- 
tion on a wide scope.” The store 
front is of Libbey-Owens-Ford 
structural glass and the display 
fixtures and store layout were 
provided by W. C. Heller & Co., 
Montpelier, Ohio. 
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for Gala Store Opening 


The Greene brothers, proprietors of Hardware House, 
invited the town of Teaneck, N. J., to the opening. 
More than 2500 attended the event and 944 of them 
made purchases. New store modern in every detail 


Wide aisles, and open display 
units are features of the new store, 
lighting for which is of 50-ft. 
candle power, provided by cold 
cathode equipment. The show- 
room measures 40 by 90 ft., all 
displays being on the main floor. 
At a later date a major portion of 
the basement will be devoted to 
displays. Spaciousness is en- 
hanced by use of a 12-ft. acous- 
tical tile ceiling throughout most 
of the store. A 15-ft. portion in 
the back of the showroom is 
equipped with a 15-ft. high ceil- 
ing section to provide for later 
installation of an office mezzanine. 


The Exterior 


The store’s exterior green and 
grey color scheme is used inside 
the store as well. At a later date 





the walls above the display units 
will be decorated with colorful 
murals of caricature type to iden- 
tify the various departments of 
the store. Interior illumination is 


provided by flush indirect and di- 
rect lighting units as well as re- 
cessed direct lighting equipment, 
all of the cold cathode type. Six 
spotlights in the display room 





Mayor Clarence Brett of Teaneck officially welcomes the store to the 
business life of the community by cutting the ribbon before the door. 





The store's front is of the full vision type and makes the interior appear wider than it is. 
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further brighten various sections 
of the store. 


Impressive at Night 


Huge lettering, in grey and 
green, spells out the name of the 
store, “Hardware House.” the 


Eager shoppers milled through the store as soon as the doors were opened. The super 
market across the street is one of several stores that draw traffic to this section. 


The store as opening day visitors saw it. It is complete in all details 
with the exception of wall murals and wall display samples to be added. 


name being outlined with neon 
tubing for identification at night. 
The diagonal full visual front cre- 
ates an impression of greater 
width than actually possessed by 
the store. Seven spotlights, most- 
ly over the single glass entrance, 
with its two swinging doors, add 


further to the night appearance 
of the store. 

A full page advertisement in 
the Bergen Evening Record, a 
daily newspaper, part of which is 
shown in these pages, plus nu- 
merous individual mail invitations 
were used to invite the public to 
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EVERYBODY 





MADE IN A VARIETY OF HANDY SIZES 
AND SHAPES TO TAKE CARE 
OF ALL CLEANING JOBS 
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SPONGE 


For clean-up work in hotels, restaurants, hospitals, 
factories, shops, office buildings and the home . . . 
there’s nothing like a Du Pont Cellulose Sponge. 
Here’s why: 

® Soft and pliable when wet 

® Tough and long-lasting © 

® Won't scratch, contains no grit 

® Square corners reach all cracks 

® Holds lots of water, yet it floats 

® Easy to sterilize—just boil it 


Du Pont Sponges have grown so popular, we are 
having difficulty filling all the orders being received 
... but new production facilities will soon be in 
operation, so keep on asking for genuine Du Pont 
Sponges. Insist on the genuine for best results. 


GU POND 


BETTER THINGS FOR BETTER LIVING 
- THROUGH CHEMISTRY 
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Much of the women's side is shown in this illustration. One of the store's 
wrapping units is shown in the foreground. There's plenty of room for traffic. 


name-brand merchandise at the 
fairest possible prices.” Adver- 
tising will be used in the same 
media at least once a week. 


the concern’s grand opening event. 
A Ben Day illustration of the 
modern front embellished the ap- 
pearance of the ad, which stated, 
in part:—“Hardware House is 
here! Announcing the opening 
of one of New Jersey’s largest, 
most beautiful hardware stores 
... air conditioned . . . completely 
modern and fully equipped .. . 
ready to serve you the finest 


Brands Listed 


At one side of the ad were 
listed some of the many famous 
brands of hardware, housewares 
and related lines offered by the 


store. The firm’s address and 
telephone number told all people 
for miles around precisely where 
the store is located. 

The opening ceremonies for 
Hardware House were decidedly 
interesting. A ribbon stretched 
in front of the store entrance was 
cut by Teaneck’s mayor, Clarence 
Brett. Witnesses included Paul 
A. Volcker, Teaneck township 
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This layout is designed to pull traffic throughout the entire display room and permits 
easy flow of front-to-back and cross-store movement of trade. Lines primarily for men 
are on one side, those for ladies on the other. Seasonal goods occupy an up-front island. 
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“Surrender?.... 


NUTS!” 


EMEMBER the near disaster of the Battle of the 
Bulge? And General Anthony C. McAuliffe's 
answer to the German demand for surrender? 


“Nuts” shouted McAuliffe (101st Airborne Divi- 
sion) and fought twice as hard. 


There’s a lot of surrender talk going around 
the country today. Alarmists tell us that ’49 will 
see the end of business prosperity. Unfortunately 
they're scaring a lot of people. And if the scared, 
ready-to-surrender someones multiply into hun- 
dreds, thousands, millions, we might have a de- 
pression. Scared people won’t buy. 


So—let’s look at ten facts—and then yell NUTS! 
1. Sixty million Americans have jobs. 


2. National income is at an all-time high—over 
$215 billion. In 1940 it was $78 billion. 


3. Personal savings total $175 billion ($125 
billion more than in 1940). 


4. Prices are high. But they have not outrun wage 
increases. Living costs are 75% over 1938. 
Average weekly earnings have risen 130%. 


5. Business has more cash and less debt than in 
any previous period. 


6. Inventories, on most items, are in line with 
current sales volume. 


7. Customer demand remains high. (Automobile 
backlog is at an all-time high). 


8. Exports—$18 billion in’48—are double imports. 


Security In Every Link 


HARDWARE AGE, FEBRUARY 24, 1949 





9. The national budget was balanced in "48 
with the largest surplus in 21 years. 


10. Large scale government defense spending 
will stimulate business activity. 


There can be only one conclusion. 


Business will be good in ’49 if we produce 
more... sell more... take advantage of the best 
business conditions in history. 


Today—it’s time to think straight, talk straight 
and listen to straight facts. Above all else, yell 
NUTS when someone talks about surrendering 
on the threshold of economic victory. 


VRS GR aD 


Vice Pres., Charge of Sales 


CLE VELAND [[HAIN 





Lhe Cleveland Chain & Mf Co. 


Cleveland 5, Ohio 


Associate Companies: David Round & Son, 
Cleveland 5, Ohio ¢ The Bridgeport Chain & Mfg. 
Co., Bridgeport 1, Conn. © Seattle Chain & Mfg. 
Co., Seattle 8, Wash. ¢ Round California Chain Co., 
So. San Francisco and Los Angeles 54, California 
Woodhouse Chain Works, Trenton 7, N. J. 


covtities 
Since KEY 1869 CHAIN NSTI 
egal ated 











Bathroom and kitchen items attract attention in this section. 
There's plenty of merchandise here to interest the housewife. 





A portion of the tool and related items display. This section, as well 
as all other parts of the store, encourages a maximum of self-service. 
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The nail counter is at the rear of the display room and the paint 
department behind it extends across the entire width of the store. 
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manager, and twin sisters, who 
have graced advertisements for a 
well known home hair wave prod- 
uct. Dedicatory ceremonies were 
amplified over a public address 
system, which was later utilized 
for playing Christmas carols and 
a variety of popular tunes. All 
opening day visitors received plas- 
tic letter openers or plastic ad- 
vertising ash trays as souvenirs 
to mark the occasion. 


Color Scheme in Ads 


Wherever possible the grey and 
green color scheme of the store 
will be utilized in advertising, as 
it is on price tickets, letterheads, 
etc. Grey office type coats, with 
green lettering ‘‘Hardware 
House,” are worn by male mem- 
bers of the organization, while on 
the sales floor. In addition to 
the three officers of the firm, five 
salespeople serve the trade—three 
women and two men. 


Merchandise Price Marked 


All merchandise displayed in 
the store bears price cards, labels 
or pin tickets, indicating selling 
price, cost price, supplier and de- 
partment. All but the selling 
price is in code and all of the in- 
formation included on the price 
markers is printed on a marking 
machine. 

The three Greene brothers en- 
joyed a wide experience in retail 
and wholesale sales operations and 
engineering work prior to estab- 
lishing Hardware House. Sidney 
Greene is president and manager 
of the firm, John H., vice presi- 
dent and treasurer, and Edward 
M. Greene, vice president and 
secretary. 


Pan-American Festival 
HE Waco. Tex., Chamber of 


Commerce ‘has an _ annual 
Pan-American Festival which at- 
tracts thousands of persons to 
the St. Francis Mission grounds 
where the affair is held. The fes- 
tival, held on Columbus Day, 
which is also the day of Santa 
Maria del Pilar, stresses the grow- 
ing friendship of the two races in 
the new world. There is Spanish 
music, dancing and talks by civic 
leaders as well as by members of 
the Mexican consulate. 
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the SENSATIONAL NEW 
PAYSWELL 
















BUILT-IN 
COMPRESSOR 
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THE _ NOMINAL ~ oie 3 
WEIGHT . i 
ONLY # 
POUNDS j 
BE ANT 
OS ESHER CHER 
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Lec ee oe 
AND *HQ95 j 
] STURDY COMPLETE" 
CONSTRUCTION 4 
. The PAYSWELL is the sprayer 
Ce Oo 










50 Ibs. pressure 4 everyone has wanted. You can 


sell it and make money. 
MAIL THIS COUPON TODAY! 





Selico Corporation, 815 Andrus Blidg., Minneapolis 2, Minn. 
I, too, want to make money with the Payswell Sprayer. | would 

S F [ LC 0 CO ke PO R ATl 0 N like to see all of your dealer aids and successful selling plons 
along with discount schedules. 

815 ANDRUS BUILDING 

MINNEAPOLIS 2, MINN. NAME 



















(Please Print) 











ADDRESS. 
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Formerly warehouse space, this section is now devoted to the major appliance 
section. The window at the right is given over to a display of power tools. 


Four-Point Promotional 


Triangle Hardware & Plumbing has increased its 
plumbing sales 50 per cent, pyramided business 
in major appliances, improved interior display 
and concentrated on featuring national brands 





Located on a corner, the store derives full benefit from the passing traffic. 
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Here is a portion of the general hardware section looking toward the corner 
doorway. Islands may be high but aisles are wide to permit easy traffic flow. 


Program 
Noone Rome nor 


a successful hardware store oper- 
ation was ever built in a day. 
T. A. White of Triangle Hardware 
& Plumbing, Seattle, Wash., can 
be well satisfied with the results 
of the four-point promotional pro- 
gram which he has been building 
ever since he took over his neigh- 
borhood hardware store in Janu- 
ary of 1948. Results achieved to 
date by this program can be sum- 
marized as follows: 


Results Achieved 


1. Increased plumbing and 
plumbing fixture sales by 50 per 
cent. 

2. Installed a major appliance 


Pays Profits 


department which has shown a with sales of plumbing installa- 
steady, month-by-month sales in- tions. 

crease for each succeeding month 3. Improved interior hardware 
of operation. This ties in naturally —_display 





This model bathroom display, featured in one of the store's windows, 
has promoted sales of complete installations and individual units. 
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DOMES of SILENCE 


EXPANSION RUBBER TYPE 
FOR ROUND OR SQUARE 


POST 
No. Post Base 
DS-789  Y/_” ID 5/5” 
DS-790 5%” iD /4"” 


DS-791 ¥%,” ID Mie 
DS-792 7,” ID ” 
DS-793 1” ID 1y;” 
DS-794 114” iD i,” 





EXPANSION SPRING 
TYPE FOR ROUND OR 
SQUARE POST 


No. Post Base 
DS-96R 34” ID yf,” 
DS-97R 1," ID Ya” 
DS-97S = .%/” ID r 
DS-98S 1,4” Il 11/,” 
DS.99S) 14” I 11/,” 





FURNITURE LEVELER 


\\\ 


DS-394 , I 
DS-395 1's” AM 
DS-396 1/,” <A ry 
DS 397 11,” 7] 


iq 


i) 









MACHINE SCREW TYPE 


Diam. of Base 


DS 190 ~ 

DS-191 Li” 
5-192 11,” 

DS 193 1.” 


8/32 Machine Screw 


SOCKET AND 
PINTLE TYPE 
Diam. 
No. of Base 
DS-292 11/,” 
DS-293 11,” 





DRIVE ON TYPE 


Diam. 

No. of Base 
DS-89B 5,” 
DS-89 3/4” 
DS-90 ig 

S-9] 1.” 
DS-92 1,” 
DS-93 11)” 





Sizes for all furniture 
Ask your jobber. If not supplied write 


ROBERT £. MILLER AND CO. INC. 
35 Pearl St., New York 4, N. Y. 
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I. Replaced slow-moving 
brands with fast moving, national- 
ly advertised products. 

Sales of plumbing installations 
are made primarily to homeown- 
ers in the firm’s residential area. 
Exceptionally helpful in promo- 
tion of plumbing work, has been 
the model bathroom installation 
in one of the store’s front display 
windows, which sells by showing 
customers how the installation will 
actually look in their homes. This 
also serves to promote sales of 
complete installations as well as 
of individual units. A_ kitchen 
sink installation at the rear of 
the appliance department serves 
the same purpose. 

Many additional sales have 
been made through the medium 
of word-of-mouth advertising by 
satisfied customers, a result of 
high quality workmanship and 
materials which Mr. White insists 
on for each job. Thus, his crew 
of five plumbers are seldom idle. 
An adequate stock of pipe. fit- 
tings. and other materials which 
he maintains to meet all require- 
ments, has also been a factor. For 
this purpose, he has _ increased 
his inventory in these materials 
by approximately 150 per cent 
over the stock on hand when he 
acquired the business. 


Tie-in Saies 


Sales of major appliances tie 
in naturally with sales of plumb- 
ing installations. This is partic- 
ularly true in the case of new 


home jobs. but also holds with 
many remodelling jobs, Mr. 
White has found. The follow-up 
is important here, and Mr. White 
usually makes these calls himself. 
The fact that plumbing customers 
are “live” appliance _ prospects 
eliminates much costly prelimi- 
nary leg work, and often enables 
the firm to close the sale before 
competing appliance dealers in- 
terview the prospect. 


Appliance Displays 


Appliances are displayed in 
what was formerly warehouse 
space. Merchandise is clearly 
visible from the street, through 
the backless display window, and 
has benefitted as has the rest of 
the store, from the installation of 
ample fluorescent lighting fixtures. 
Since selling appliances takes 
more time on the part of the 
salesman and more thought by the 
customer. there is a very definite 
advantage in having this depart- 
ment in a separate part of the 
store where the subject can be dis- 
cussed without interruption. Mr. 
White’s knowledge of appliances 
gained in 26 years of experience 
with an appliance distributor, has 
heen a factor in the success of 
this department. He has also 
found that appliance sales lead 
to home plumbing contracts, thus 
reversing the previously noted 
sales cycle. 

Sales of other hardware mer- 
chandise have been maintained 





T. A. White at the fixture he designed for bottle display of plumbing 
accessories and small fittings. It's a decided aid to self service. 
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at approximately their previous 
level. This is due, Mr. White 
believes, to the fact that merchan- 
dise displays have been changed 
with the objective of good over- 
all store visibility in mind. Dis- 
play islands are now well below 
eye level, which was not formerly 
the case; aisles have been wid- 
ened, and a more orderly arrange- 
ment of merchandise now pre- 
vails. Mr. White is not yet com- 
pletely satisfied with this part of 
his operation, but the results of 
the changes which have been 


made already noticeable. Fur- 
ther changes are in prospect for 
the future. 

Finally, improvement has been 
effected through clearing out most 
of the acquired stock of slow- 
moving brands with which the 
store was burdened. He _ has 
done this by means of a separate 
window display of these items at 
a sufficient reduction in price to 
make them attractive. Most of 
this stock has now been disposed 
of in favor of fast-moving. na- 
tionally advertised brands. 


It Pays to Get the Good Will 
Of the Sportsmen 


Jerry's attracts plenty of hunters and anglers 
who pass the store on their way to camp. Hand 
carved gift items popular with many customers 


O, 'TDOOR gift mer- 


chandise, including hand-carved 
items priced up to $25, help give 
the sporting goods department at 
Jerry’s, hardware store, St. Ig- 
nace, Mich.. additional appeal for 


customers that produces results. 

Jerry’s is located on the Main 
Street of St. Ignace, auto and 
passenger ferry point for the up- 
per peninsula of Michigan. Heavy 
southern Michigan traffic goes 
along this street and sportsmen 





Novelty gift merchandise, including hand carved items, are in the 
sporting goods section. The fishing rods are spotlighted at night. 
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The Clemson Lawn Machine looks 
like quality —and is! That’s why 
thousands will make a bee line for 
the Clemson (Model E-17) this 
year. Its brilliant yellow color com- 
mands immediate attention — close 
inspection reveals years-ahead fea- 
tures for faster, easier grass cutting: 
light weight . . . wider swath (17 
inches) ... simple reel and cutting 
height adjustment . . . non-scuffing 
3-section rollers ... large semi- 
pneumatic rubber tires... hand 
clipper bracket on handle... strong 
handle for rough maneuvering. . . 
steel dust covers to protect gears 
and bearings . . . many others, plus 
overall quality construction backed 
by the reputation of the name, 
Clemson Bros., Inc.! And remem- 
ber, effective national magazine and 
local newspaper advertising blank- 
ets your market! 


DISPLAY EARLY, UP FRONT FOR FAST PROFITS! 


The Clemson Lawn Machine 
is a fair traded product 


CLEMSON BATS NC. 


Widaletown, WA. WS 





Sold exclusively through wholesale distributors to 
retail channels by the makers of world-famous 
| Star hack saw blades, frames, band saw blades. 
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“California Reversible” 
for heavy work in the big woods 


They Cut Longer 
Between Sharpenings 


**Hudson Bay" 
super-useful for 
camp or trap line 





av 
Since 1826, tt trademark ha 
adaaseiala a represented the best im axe 


Axes and Hatchets 


The Collins Company, Collinsville, Conn. 
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especially stop at Jerry’s for sup- 
plies. 

These sportsmen have plenty of 
money to spend, says Jerry Pelton, 
who with Warren Snyder, operate 
the store, and the novelty gift 
items, especially hand carved 
articles, appeal to them. 

Articles for the sportsman are 
featured and are placed up front 
during the greater part of the 
year. A fishing rod display in one 
window last spring had the rods 
leaning back against a crosspiece 
in a manner designed to catch the 
eye. A spotlight played on the 
rods at night to attract the atten- 
tion of roaming sportsmen. 

Outdoor picture _ postcards, 
placed on special boards along- 
side fishing tackle, are also offered 
to sportsmen, together with a 


special case of pocket knives, hunt- 
ing and fishing knives. These are 
items which sell well to many 
tourists, says Mr. Pelton. 

Sportsmen also buy small stoves, 
frying pans, housewares and other 
items at Jerry’s, for many of them 
have log cabins on various Michi- 
gan lakes and drive to them sever- 
al times a year on hunting and 
fishing trips. These sportsmen 
want to furnish their cabins well, 
and usually buy several items on 
each trip. 

“It pays to get the good will 
of sportsmen,” says Mr. Pelton, 
“because they don’t forget where 
they are well treated. They'll stop 
almost every time they come up 
this way, and they'll buy addition- 
al items. We do all we can to 
please customers and it pays us.” 





Sold Garden Goods in Convention City 


ARLY last summer the Hoff- 
man Hardware Co., 1719 At- 
lantic Ave., Atlantic City, N. J., 
used this interesting display to at- 
tract trade to its extensive lawn 
and garden goods department. Al- 
though there are not too many pri- 
vate homes in the famed conven- 
tion city, Hoffman’s draws con- 
siderable trade from surrounding 
communities which do have numer- 
ous private year ’round and sum- 
mer season homes. 
The window, which was heavily 
laden with merchandise, told the 


HO HARDWARE « * 
Je * 


HOFFMAN! 
A 


story of the store’s complete stocks. 
The commonly used stunt of hav- 
ing string attached to a hose, to 
represent water, had an unusual 
twist to it in that each piece of 
string leads to packages of garden 
seeds. The “stream of water” was 
attached to the hose nozzle with 
transparent mending tape. Display 
of merchandise at varied levels 
added to the effectiveness of the 
window. Each item in the display 
was accompanied by a price ticket 
or other advertising message that 
caught the eye. 


AK 





This display attracted gardeners and drew them inside the store. 
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"Fun and Frolic Night" 
Returns Sales for Laughs 


(Continued from page 99) 


ceeded to test a drinking glass on 
the floor. “It is one of the nu- 
merous ways of introducing new 
merchandise,” he remarked, as, 
shifting his tactics to a new me- 
chanical toy, he stood on it with 
all of his 160 pounds. 

Customers delight in watching 
this hardware showman carry on 
his act from one department to 
another. Glassware, bric-a-brac, 
toys and cooking utensils, all 
come in for their share of the 
same sort of lively demonstration 
and are literally torn apart in the 
proprietor’s quest to pick out 
faults, if any, in their construction. 


Ideas Have Paid Off 
Whether it be a hill-billy or- 


chestra he has hired for the eve- 
ning, a display of new merchan- 
dise, or his own conception of a 
comic or dramatic situation, Mr. 
Sherman’s ideas have paid off in 
dividends. The act, always good 
for a laugh or two from custom- 
ers, puts them in a happy frame 
of mind and stimulates interest 
in the merchandise. 

In his local newspaper advertis- 
ing, Mr. Sherman does not use 
any splashy words or spectacular 
phrases. Rather, he counts on a 
few well-placed sales messages. 

The system of a salesperson 
presenting himself to a customer 
the moment one stops at a counter 
is “out” at Pauls, Inc. There, the 
salespeople are “courtesy police- 
men,” who patrol the more than 
10,000 sq. ft. of buying space, 
always on the alert to cater to 
the whims and fancies of the 
buying public. 

“We want the public to come 
in and browse around,” says Mr. 
Sherman. “And we mean browse 
around! There is no high pres- 
sure salesmanship. Our sales staff 
is taught to be representatives and 


demonstrators.” 


The idea for increasing sales in 
his novel way. first came to Mr. 
Sherman at his North Hollywood 
store. On Saturday nights, the 
public’s attention was attracted to 
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MORE FISHERMEN use these 


two Sunset Cuttyhunk L 


ines than 


any others in the world... means 


usa) FASTER PROPS for DEALERS 


* 


America’s best selling Cuttyhunk—Amer- 
ica’s Biggest Value! Made only of finest im- 
ported Irish linen and hard “‘cable-laid” by Sunset 
—originators of this process. Both fishermen and 
dealers recognize the great qualities of Primo 
Cc uttyhunk—they know that Primo gives utmost 
satisfaction and dependability. Proof? Year after 


year, dealers sell more Primo Cuttvhunk than any 


other brand. 





eee 

World's Standard for 
finest quality Cuttyhunk! When a fisher- 
man Calls for ‘‘the best,"” he means Marina—a 
precision - made, Courtrai flax line. No finer 
quality linen exists. Marina consistently tests 
3 pounds per thread when wet, contains an ex- 
act number of turns to every inch. Recently 
developed machinery, exclusive with Sunset, 
produces a line experts call * ‘the strongest, 
smoothest cuttyhunk made.’ 


SUNSET 
"Americas Finest,” 


LINES 

















JOBBER TERRITORIES AVAILABLE 


GARY STEEL 


PRODUCTS CORPORATION 


Lawn Mower Division 


NORFOLK, VIRGINIA 
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GARY 


SELF-PROPELLED 


POWER LAWN MOWER ® 








BEST VALUE ON 
TODAY'S MARKET 


18" CUTTING WIDTH 
AVERAGE CAPACITY: 1!/, TO 2 ACRES A DAY 


@ ENGINE: Gasoline oumened GARY engine 
—1%” bore, 1%” stroke, 1 H.P. Of die- 
cast aluminum alloy for lighter weight. 

@ STARTABILITY: Quick and easy with 
rope starter, simple to operate. 

@ BEARINGS: Ball bearings self-lubricat- 
ing for life. 

@ CUTTING UNIT: A 6” diameter reel 
powers the wheels through spring clutches 
for smooth action. No ratchet noise. High 
chrome alloy steel blades hold a keen cut- 
ting edge. Hardwood rollers operate quiet- 
ly. 

@ KNIFE BAR: Lipped type chrome alloy 
steel, spring loaded. 

@ DRIVE: V-belt and roller chain to jack 
shaft and clutch. 

@ CONTROLS: Automotive type, extending 
through tubular handles, controlling clutch 
and speed. 

@ CUTTING HEIGHT: Low, %”, high, 
2%”. 


@ NET WEIGHT: 65 Ibs. Light enough for 
high maneuverability and effortless opera- 
tion; heavy enough to hold the ground and 
cut clean as a whistle. 
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The COMPLETE Garden Tractor Line, 
Stocked and Sold by Responsible 
Dealers Everywhere. 


Plan Summer Sales in Winter Weather 


ff Check your BOLENS HUSKI sales records for 1947 and 
F 1948 to determine your percentage of increase. Con- 
sider the probable effects of continued BOLENS national 
advertising. Weigh the advantages, to you, in ad mats, 
BOLENS HUSKI mailing pieces and other sales helps. Using all these 
factors, you can figure out your approximate needs in 
advance. An order placed now is your guarantee of 
1% h. p. stock when you need it. You don't risk lost sales. 
All-season BOLENS HUSKI Tractors 
can be sold throughout the year, 
but your big season will open In 

a few months. Be sure you're 
\ ready for it. 


Power-Ho 








BOLENS HUSKI 
Handi-Ho, 
1h. p. 


BOLENS HUSKI 
Gardener 


3h. p. 





BOLENS PRODUCTS DIVISION 


FOOD MACHINERY AND CHEMICAL CORPORATION 
283-2 Park Street, Port Washington, Wisconsin 





Retter performance, better price . . . your best buy is BOLENS. 


WILL SHAVE 








FOR 
HOUSEHOLD 


OR 
COMMERCIAL 
KITCHEN 





ELECTRIC SHAVER 


THE SHAVER THAT SHAVES s¥ay BEARD 
Here's a popular priced shaver that can 
really do a job on both light and heavy 
beards. The new, improved WhiskER shaves 
any beard quickly and cleanly . . . even 
seven days’ growth! It is built to last... 
has no gears, brushes or bearings. It has SET OF THREE 

‘a simple, straight-shaving head that takes condiment scoops molded = 

the beard and shaves with a quick, free- of durable Polystyrene plastic in 
gliding movement. The WhiskER is pow- attractive Chinese Red. Scoops 
ered by a strong magnetic-type motor. are available in sets sealed in a 
Operates quietly on 110 volt, 60 cycle A.C. cellophane bag or may be ordered 
Fully approved by Underwriters’ Labora- separately. MACK Scoops are the 
tories. No radio interference. Pick up your | perfect tie-in for food and house- 
sales volume now, with this profitable hold supply items. Call or write 
WhiskER . . . the electric shaver that for prices and the complete cata- 
truly SHAVES. | log on MACK sales aids. 


Write Today For Dealer Proposition. —— 


ELECTRO TOOL CORPORATION 
Dept. W739-B © RACINE, WISCONSIN 














the store by a searchlight display. 
a publicity stunt that is common 
in California at movie premieres 
and at the opening of new stores. 
This. combined with his Thursday 
night weekly radio programs in 
which humor was mixed with 
sales talks, brought the desired 
results. Consequently they were 
continued at the new Burbank 
store. 


Wins Many Customers 


Mr. Sherman’s sense of humor 
and his ability to go dramatic at 
the drop of a hat, has won him 
many friends and _ customers. 
“Everything from a bolt to a 
battleship (toy) is on the shelves 
of the world’s largest self-service 
hardware and variety store,” is a 
favorite publicity theme. The 
proprietor calls it “a miracle 
store.” and it is a miracle to his 
customers that one man can come 
up with so many ideas to boost 
sales. 

But Mr. Sherman takes his bus- 
iness seriously to heart. He has 
spent more than 25 years in the 
hardware business, growing into 
it naturally, as a youngster, roam- 
ing among the merchandise in his 
father’s store in Canada, an ex- 
perience he has never lost and 
which has fitted him for his pres- 
ent vocation. Hardware merchan- 
dising has always been prominent 
in the Sherman family, his bro- 
thers and father presently operat- 
ing stores in Canada. 


What It Takes to Sell 
Successfully 
(Continued from page 101) 


when demand exceeded produc- 
tion. But now action is needed in 
all lines. 

Competition is getting keener 
and keener—not only from regular 
rivals in other hardware lines but 
also from entirely different prod- 
ucts and sources. Today’s high 
prices mean that people can’t buy 
everything they want. They have 
to choose and pick. . 

Every dollar in circulation is 
being competed for by many dif- 
ferent articles in the average fam- 
ily: Shall we buy hardware or 
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clothes. appliances or shoes, a new 
radio, refrigerator or car? 

The answers to these questions 
may be decided as much by the 
salesmanship as by the merits of 
the articles. 

Now the luncheon is over, the 
sales managers are going back to 
work. One final thought is clear: 
the times call for alertness and 
self-improvement in the hardware 
industry. We are living in a 
changing world and only the well 
equipped will forge ahead. 


Greenhouse Builds Traffic 
For New Jersey Dealer 


(Continued from page 105) 


the large variety grown by him. 
Every day, his employees pack 
several boxes of plants and dis- 
play them outside and inside the 
store. 

Adjacent to his greenhouse, are 
six beds, both for vegetable and 
flower plants. These beds are 
used during the season and the 
greenhouse is used during inclem- 
ent weather. 

“We raise plants all year 
round,” he says, “as we have 
many customers that raise vege- 
tables and flowers in hot houses 
of their own. 


Popularizes Store 


Mr. Becker has been able to 
popularize his store as a source 
of plants by having them on dis- 
play at the local fairs. “Almost 
every person in our community 
visits our local fairs,” he points 
out, “and there isn’t a better time 
bring them before the public.” 

Mr. Becker advertises the fact, 
that plants can be had from his 
store during any month of the 
vear in any of the varieties he 
handles. 

Plants are advertised in his daily 
newspaper throughout the year ex- 
cepting in the summer season. “We 
want local inhabitants to know 
that they can purchase plants from 
us throughout the hot house sea- 
sen,” he says. “During summer, it | 
isn’t necessary, as almost every 
one in our community comes into 
town and they see our outdoor dis- 
plays.” 
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CLEVELAND SPECIALIZATION 


in Cap Screws, Set Screws and Milled Studs 


grued you More dezed 
o—— aoe 
Cleveland helps you sell more of your most profitable 
fastener line because we concentrate on making a few 
items well in the largest range of sizes, we believe, in the 
industry. Even large diameters, up to 1% inch, are carried 
in stock for prompt shipment. It pays you to stock and 
sell Cleveland Top Quality Fasteners. The Cleveland Cap 
Screw Company, 2917 East 79th Street, Cleveland 4, 
Ohio; Warehouses, Chicago and Philadelphia. 


ORIGINATORS OF THE 
A BLE 
KAUFMAN NoUsIoN PROCESS 


Specialists for more than 30 years in 


CAP SCREWS, SET SCREWS, MILLED STUDS 


Ask your jobber for Cleveland Fasteners 
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The store is compact, 


neat and attractive 


and the corner location draws plenty of trade. 


Gross Sales Up 100 Per Cent 
For New Store in New Location 


A GOOD illustration 


of what an aggressive, independent 
hardware dealer can accomplish in 
a relatively short space of time, 
is clearly demonstrated by the re- 
sults achieved by Robert Ratter 
of Ratter’s Hardware, Portland, 
Ore., since moving to his new store 
at 8045 N. E. Glisan St., less than 
two years ago. In addition to in- 
creasing gross sales by better than 
100 per cent over the best sales 
figures recorded in the old loca- 
tion, where he first opened for 
business in 1944, Mr. Ratter has 
noted the following other improve- 
ments as a direct result of the 
move: 


Fourfold Results 


1. Doubled the store’s floor dis- 


play area, to approximately 2000 
sq. ft. 

2. Quadrupled the actual dis- 
play area and stock displayed in- 
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Doubled floor display, quadrupled actual display 
area, tripled sales of lighting fixtures, greater 
traffic also experienced by Ratter's Hardware 


side the store. Construction of 
new wall shelving and island fix- 
tures (all built by the owner) has 
enabled him to make the most of 


his still limited floor space, with- 
out obstructing the aisles or re- 
stricting interior visibility. 

3. Tripled sales of lighting fix- 


Open-back windows and three-level display provide for a view of all 
the interior and full showings of two different lines in one window. 
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BIG PAINT BRUSH PROFITS 


MINIMUM SELLING SPACE 
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. , ; ASSORTMENT NO.1 
~~ eo ae Se ae PAINT AND VARNISH BRUSHES 
result-getting paint brush depart- (DOUBLE THICK) 


ment in only two feet of counter space! Bristle Suggested 
Star Dispensers show standard, compet- ve: a — re 
atin ana = mae 4 doz. 1 1134 $ .25 
itively priced varnish and wa rushes in your 2 doz. 1%” 1356” .30 
choice of assortments ... and they do a whale of 1Y%2 doz. 2 2h 50 
a selling job in just a little space! Place your Y2 doz. 2'/2 2's 69 
1 71" ‘ava 
order with your wholesaler. Star Brush Manufac- 72 doy. 3 si, a 
turing Company, Inc., Boston 18, Massachusetts. Burgundy and Clear Handle Colors — All Pure 
Chinese Bristles. 
Concentrated Stopping Power SALES RETURN $38.34 
’ ‘aes 
Colorful Star Dispensers pack a lot of attention- YOUR COST 25.56 
getting salesmanship into 23”x 9” of counter space. PROFIT $12.78 


And their all-metal, nickel-plated, permanent con- 
struction features the “loop” design that reduces 
pilferage. Write for details on dispensers = 
for other popular assortments of 


wall and varnish brushes. 


No Shed...No Streak...No Spatter 








Robert Ratter turns on the lighting. fixture display. Having them lighted 
helps increase the store's illumination level and aids in selling fixtures. 


tures through the inexpensive but 
effective display installed by the 
owner. 

4. Increased floor traffic through 
a better location (a block away 
from his original store), improved 
parking facilities, more attractive 
store front, and improved window 
display. 


Display Islands 


Particularly noteworthy in the 
way of fixtures, are the relatively 
large and heavily stocked display 
islands which confront customers 
as they enter the store. These are 
five-step fixtures, and provide suf- 
ficient shelf area to display a wide 
variety of housewares, kitchen- 
ware, and chinaware. Despite this. 
they are low enough so that mer- 
chandise on the top shelf is well 
below eye level and thus does not 
obstruct visibility. Two of these 
fixtures at the front of the store 
and one at the back, are supple- 
mented by two other, two-shelf dis- 
play tables for larger merchandise 
at the rear. 

Glass-topped service cases for 
small pilferable items in front of 
the side wall shelving, are spaced 
so that customers can have access 
to the open wall shelving and ex- 
amine the merchandise at their 
leisure. Fixtures were also planned 
to leave a liberal amount of clear 
floor space near the front entrance 
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for placing of merchandise such 
as galvanized pails, door mats, 
garbage cans and small step lad- 
ders at that point. As a result of 
this many additional impulse sales 
of these items have been recorded. 

The lighting fixtures display 
consists primarily of a low “false” 
ceiling, 8 by 6 ft. in size, with ceil- 
ing fixtures of various design in- 
stalled in the ceiling. These are 
wired for lighting, with four 
switches on the wall behind, one 
switch for each row of fixtures. A 
customer can see how fixtures will 
look when installed in his home 
and also how they will appear 
when lighted.’ Wall lighting fix- 
tures are installed on the wall- 
hoard beneath the ceiling, and 
table lamps, electric clocks, and 
small electric appliances are dis- 
played on the wall shelving direct- 
ly beneath. The result, Mr. Ratter 
has found, has been that in many 
cases customers who come in to 
huy a single fixture have ended up 
by buying lighting fixtures for 
every room in the house. 


Windows Stop ‘Em 


The same principle of display 
which guided construction of the 
display islands, that of getting the 
most merchandise in the smallest 
possible space without apparent 
crowding, suggested the three-step 


window display — arrangement. 
Since the front window continues 
to be low, this triple shelf arrange- 
ment does not block the view of 
the store’s interior from the street. 
At the same time, the continuous 
row of window shelving makes pos- 
sible a mass display effect which 
instantly attracts the attention of 
passing pedestrians, causing them 
to stop and study the merchandise. 
Lights are left on evenings in the 
window in order to encourage 
window shopping. 


“Pet' Departments 


Like many other merchants, Mr. 
Ratter has his “pet” departments, 
in his case plumbers’ and electri- 
cal hardware. With a solid back- 
ground of working experience in 


both fields, he is in a particularly 


favorable position to understand 
his customers’ needs. In addition, 
he is able to perform services, such 
as making sketches for installa- 
tions. for customers who plan to 
do the less complicated jobs for 
themselves. Since the store is lo- 
cated in a neighborhood shopping 
district patronized by small home- 
owners for the most part, this ties 
in well with the needs of his cus- 
tomers. For the same reason, he 
also makes it a point to carry a 
complete and varied stock of 
builders’ hardware and paints. 
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All Tegco locking sets feature an all- 
stamped locking rose. No rivets — 
less mortising — a real extra value! 





New.! 
ing - 


“You can take it from me, and Mister, I’ve installed 
a lot of hardware; there’s real truth behind those 
leadership claims of Technical Glass Co. Day after 
day, job after job, it’s Tegco almost every time.” 

The above situation can be multiplied hundreds 
of times throughout the world, because everyone 
who installs, uses or sells Tegco hardware has 
found that its features can’t be beat. 
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“MORE AND MORE JOBS SPECIFY TEGCO” 


TO THE JOBBER AND DEALER TEGCO offers the 
highest quality hardware at the lowest prices in 
the industry. More profits through quick inventory 
turnover. Quick deliveries. Full freight allowance 
to any point in the U.S. on orders of 100/ or 
over. Designing with real sales appeal! 

If you’re not already on the TEGCO bandwagon, 
check into the many advantages right away! 


361 x 45 latch set 
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THE PRODUCT—Test-O- 
Lite Is the only pocket-size 
electrical tester with a pat- 
ented safety feature... 
the favorite of engineers. 
TWO resistors in Test-O-Lite 
make it SAFE for electrical 
tests from 100 to 550 volts 
. . - AC or DC. It's built of tough, sturdy 
bakelite, guaranteed to last a lifetime, 
and is the only tester designed for use 
with one hand when ladder work or con- 
fined quarters make trouble-shooting diffi- 
cult. And the handy vest-pocket clip holds 
the Test-O-Lite where you want it when 
you need it. 


THE PACKAGE—tThe 
Test-O-Lite Carton, designed 
for wall or counter display 
holds 20 Test-O-Lites color- 
fully boxed and coated with 
plastic lamination. It catches 
the customer's eye, and tells 
the whole Test-O-Lite story 
at a single glance. Actually 
turns browsers into buyers. 
Helps tie Test-O-Lites to other 
sales as well. 


NATIONAL ADVERTISING —Through 
the years advertising in such 
widely circulated magazines 
as POPULAR SCIENCE, 
POPULAR MECHANICS, 
MECHANIX ILLUSTRATED, 
RADIO NEWS, and leading 
trade publications has made 
Test-O-Lite a byword for find- 
ing and solving electrical 
troubles. Helps create sales 
even before customers step 
into your store. 


THE RIGHT PRICE keeps 
Test-O-Lite moving like 60! 
Increased volume and ex- 
panded production facilities 
have cut the price of the 
Test-O-Lite down 1/3 below 
Its pre-war cost. 








Order a supply of Test-O-Lites from your 
jobber now. Take advantage of these 
extra helps which mean a bigger Tes?- 
O-Lite turnover for you. 


| L. $. BRACH MFG. CORP. 


200 Central Ave., Newark 4, W. J. 


130 











Dual Role of Businessmen 


USINESSMEN have a dual 
role, Theodore O. Yntema, 
research director of the Committee 
for Economic Development, recent- 
ly told a meeting of the Machinery 
and Allied Products Institute. 

“They must act as businessmen 
and as citizens,” he said. “As busi- 
nessmen, they can do a great deal 
if they will avoid unnecessary fluc- 
tuations in their inventories; min- 
imize speculating for the rise and 
cutting off their inventories on the 
way down. They can contribute 
if, where possible, they will really 
try to plan out their operations so 
as not to employ more people than 
they need at the peak and not to 
lay off more people than necessary 
at the bottom. If a real effort is 
made, business to some extent can 
stabilize its operations through the 
business cycle. 

“As citizens, businessmen are in 
a position to be better informed 
than most of the rest of the com- 
munity. With respect to problems 
of economic policy we must have 
leadership, and businessmen 
should provide an important part 
of that leadership. 

“If business is to afford the lead- 
ership required, the president, the 
chairman of the board, the top ex- 
ecutives, must organize their busi- 
ness in such a way that they have 
perhaps 30 to 40 per cent of their 
time free for this type of public 
service, based on understanding 
and leadership in economic af- 
fairs.” 


———_ 


This Store Is Head- 
quarters for Anglers 


IZABLE newspaper advertis- 

ing, good window displays, 
interior displays and _ fishing 
“know-how,” help Siebert Hard- 
ware, of Gladstone, Mich., attain 
an excellent volume of business 
on sporting goods, especially fish- 
ing tackle. 

Gladstone, with a population 
4982, is located only 10 miles from 
Escanaba, Mich., a city of 14,830, 
and it is in a large daily news- 
paper in that city that Fred Sie- 
bert, owner of Siebert Hardware, 
publishes most of his larger ad- 
vertisements. 

Advertisements which measure 















RANSON 


... presents a new type 


kitchen scale. Model 
1308, with original fea- 
tures. Priced for volume 
retail sales. 
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Capacity 8 pounds by 2 ounces, 
also indicates 312 kilos by 50 
grams and measures shortening 
by cups. 


Model 1308: Available in new kitchen col- 
ors, red, yellow, or white; permanitized 
in a beautiful Styron plastic body. 

Mechanism is suspended on a steel 
channel independent of the case, a new 
principle of construction that gives an 
accuracy never before achieved in a scale 
of this type. 

The No. 1308 scale fits the color 
schemes of modern streamlined kitchens. 
Every housewife will appreciate the 
practical use features as well as the attrac- 
tive appearance of this scale. Kilo grad- 
uations used for continental cooking 
recipes, 

Body: Overall 614” x 5142” x 24%", plat- 
form 34” diameter, stainless steel. 

Dial: White with black graduations, red 
and yellow graduations for cups of short- 
ening. 

Packing: Each scale in individual carton, 
12 cartons to container. Weight packed 
14 Ib, each, net 14 oz. 


Onder from your jobber 


We urge dealers to place orders imme- 
diately as there already is a big demand 
for this high value moderately priced scale 


HANSON SCALE COMPANY 
525 N. Ada St., Chicago 22, Ill. 
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about two columns by 12 in. are 
frequently published by the store 
during the spring fishing season. 
These ads catch the attention of 
fishermen for miles around, many 
of whom go through Gladstone. 


The store enjoys a good sale 
on fishing baskets, because Glad- 
stone is in a trout fishing area 
where fishermen must walk many 
miles along streams a day, and 
a good strong basket is a neces- 
sity. Rods and fly bait also sell 
well. A display of trout flies in 
the hardware store window l- 
ways causes many fishermen to 
stop and inspect them. ' 


Fishing licenses are also sold at 
the store. Fishing laws are kept 
handy for those who want to 
study them and any member of 
the store staff is ready at any time 
to discuss fishing and spots to 
catch trout when weather condi- 
tions are right. 


PROUD! 
— I'll Say! 








and Reason To Be! 


A Catch of Fine Trout taken your first day out 
—each a sporting thrill from the strike until it 
was slipped safely into your basket. 


Our high grade equipment will add to your 
enjoyment and success. Complete selections. 


South Bend Rods and Reels, 
Pflueger Reels, Van's Flies, 
Spinners, Tapered and Level 
Fly Lines, Leaders, Creels. 


SIEBERT HARDWARE 


Phone 2201—GlIedstone 














This two column by 9% in. ad 
carried a message to anglers. 
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NEW 
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Electric, Coal-Wood Range 


Cook Electrically in Summer 


Cook with Coal or Wood 
in Winter 







COMPACT 
40’’ of Floor Space 


LARGE COOKING CAPACITY 
FULL PORCELAIN OVEN 


HI-SPEED OVEN 
Heating Unit 





PYROFLEX 5-SPEED 
Non-warping Surface Units 





*“FUEL-MISER“”’ 
CONSTRUCTION 


BACKED BY 


A Promotion Plan including 
Newspapers, Radio, Direct Mail, 
Displays and Demonstrations 


* DISTRIBUTED NATIONALLY * 


Harper & MclIntire Co. Stratton-Warren Hdwe. Co. Small & Schelosky Co. 


Ottumwa, lowa Memphis, Tennessee Evansville, lad. 
Motor Power Equipment Co. Georgia Appliance Co., Inc. Mascon Distribu rs, Inc. 
St. Paul, Minnesota Atlanta, Georgia Springfield 7, ie. 
Wyeth Company French Nestor Co. Plymouth Electric Co. 


St. Joseph, Mo. Jacksonville, Flo. New Haven, Conn. 
Lappin Electric Co. Richmond Hdwe. Company Upstate Distributors, Inc. 

Milwaukee 3, Wisconsin Richmond, Virginia Syracuse 8, N. Y. 
Rudning-Robertson Co. J. _R. Hunt & Co., Inc. The Ste man Hdwe. Co 

Sioux Falls, S. Dak. Ba timore, Maryland La te Pennsylvania 


Larson Company hern Radio Corp. H A. “Mc ie & Co., 
Fargo, N. Dak. Char lotte, N. C. Troy, New York 
Appliance Wholesalers Ryan Radio & Electric Co. 
Portland 9, Oregon St. Louis, Mo. 





es, send me complete details—literature and franchise information 





i on Dual-Duty Ranges... Dept. HA-2 ij 

i Firm Name il ieaips cia ine neinenepciteanlivinampiniinniisieninitinatiinematin i 

‘ Address a aed ansaiabalialietalca ; 
City ne el 
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Owner R. G. Hough, left, and Ralph Shaver, manager, stand before 
the concrete platform which holds the outdoor lawn mower display 






Outdoor Display Helps Sell 
25 Power Lawn Mowers 









Hough Hardware Co. hung up that record before 
April 15 last year. Open air display catches 
eyes of passers-by and reminds them of needs 
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™ brings many 
sales opportunities to the alert 
hardware dealer who finds that 
outdoor activities cause people to 
need items such as garden tools, a 
seeds, fertilizers and lawn mowers. 


R. G. Hough, owner of the Hough 


ee 
Hardware Co., Polo, IIl., finds that This display ” i. For \ 
good interior and exterior display ee ae — deco 
of seasonal items boosts volume March 1 and is a ae make 
on many of these articles. decided qid in tin-Lux or ¢ 
eer seed the famous 
Start in Early Spring z ond sale w 
Early in the spring season, Mr. Exclusive sé 
Oo 6O ble in some « 


Hough and Ralph Shaver, mana- 
ger, featured power and hand lawn 
mowers on a concrete display plat- 
form outside the store and im- 
mediately orders began to be 
placed for them. Up until April 
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\KE EVERY SALE COUNT TWICE Fi ATLUX ® 


WITH 
THE ONE-COAT WALL PAINT—MADE WITH OIL 


lentically Matched Colors” SATIN - LUX ° 


0 make every paint sale count twice—to make two paint SEMI-GLOSS—-FOR WALLS AND WOODWORK 


ifts where you made only one before—do this: . ® 
Feature Patterson-Sargent’s Identically Matched Colors in GLOS & Lux 

tee finishes—flat wall, semi-gloss and high-gloss—which 

bme in a wide color range. It is Perfect Color Matching! No ees Cee Ay Wee weee 

ixing! For walls, woodwork and furniture! The newest idea 


home decorating for your customers. 3 FINISHES IN IDENTICALLY 
You make two sales instead of one for you can now offer MATCHED COLORS 


tin-Lux or Glos-Lux for the woodwork—%in the same color— 
the famous BPS Flatlux for walls and ceilings. You make the 
cond sale with the first! 
Exclusive sales franchises on the Matching 3 are still avail- 
ble in some neighborhoods. For complete information—mail 
€ coupon today! 





6 Sensational Selling Points for identically Matched Colors 


® Three different finishes in @ Nothing to add— nothing 
Identical Colors to go wrong 


© No messy mixing to match @ Makes modern decorating 
colors easy 


® Wide range of colors @ A finish for every surface 








Don't Miss This 
Profit Opportunity 


There'll be a healthy demand for garden tools 
this Spring. To get your share, plan to set 
up a prominent floor display, a nice window 
showing. And do it now, as the big selling 
months are at hand. 


NEW NC-4 Four-tine Cultivator 









Forged from one piece high carbon 
steel—prongs oil tempered. 4 1/3 
ft. selected hardwood handle; sanded 
smooth, lacquered clear. 


59-N One Prong Cultivator 


also, No. 19-N, with short handle. 


WEEDERS 


25-N V-point Weeder and Asparagus Knife, 
14" long. High carbon steel blade. 














Also 40-N, 45"' long, hardwood handle 
ASK YOUR INDEPENDENT JOBBER 


C.S. NORCROSS & SONS 


Bushnell, Illinois 4 é. 


Quality Garden Tools 
Since 1891 
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15, the firm had sold and delivered 
25 power lawn mowers, with ord- 
ers on hand for more. A large 
number of hand mowers were also 
sold. Most of these power and 
hand lawn mowers were all sold 
and delivered before the actual 
grass cutting season, showing the 
power of display. 

“We tried to make a mass dis- 
play of power and hand mowers 
on stock, ” says Mr. Hough “and 
this really attracted the gardeners. 
I like outdoor display on items 
of this type because they attract 
the attention of traffic.” 

In the case of indoor displays 
of interest to gardeners, Mr. 
Hough has a special bulk seed 
stand which is put on the floor 
about March 1 each year. Daily 
store traffic sees this display and 
sales begin immediately, even 
though the actual planting season 


may be several weeks distant. A 
combination of glass jars and new 
galvanized pails is used for the 
display of bulk seeds. The pails 
attract people because of their 
newness. Labels on the jars show 
types of seeds, with descriptions of 
type and length of growing season. 

Through the use of this pre- 
season display of seeds, as with 
the case of power and lawn 
mowers, Hough Hardware Com- 
pany, gets the bulk of business on 
these lines before the actual season 
begins. 

“We have an advantage in sel- 
ling such items early over other 
types of retail stores handling the 
same items,” says Mr. Hough, “in 
that we have steady day-by-day 
traffic interested in these items, 
and have the space in which to 
show the articles well ahead of the 
season.” 





Saving Steps Increases Volume 


Cantwell Hardware's remodeled suburban store 
is operated on the principle that customers 
who save time by eliminating trips save money 


——— as a 
rule do not like to travel long dis- 
tances to make their purchases. If 








they can get similar values close to 
home in modern, well kept stores, 
they'll forego those trips to ‘the 
downtown area. 


Although limited in space, the department houses 30 major appliances. 
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On’ this merchandising fact, 
Norman Cantwell, operates Cant- 
well’s Hardware, Loves Park, 
Rockford, Ill., a store which he 
purchased a year ago from an- 
other dealer. He has remodeled it 
bit-by-bit, installed new fixtures 
and improved the lighting. The 
result is that more and more cus- 
tomers are patronizing the store 
every day. 


An Outstanding Feature 


An outstanding feature of this 
suburban establishment is an ap- 
pliance department which is in a 
wing of the regular store. AIl- 
though the display space is rather 
small, Mr. Cantwell has about 30 
major appliances in the section. 
The display room faces the street, 
which means that sidewalk traffic 
can see the appliances. This does 
much to bring people into the store 
to look and to make inquiries. 

Mr. Cantwell does all his own 
service work, having been trained 
in that work for several years. He 
finds that the combination job of 
serviceman and salesman works 
out well. In many instances he 
manages to sell an additional ap- 
pliance when out on a service call. 
And through the service depart- 
ment he is able to contact and get 
acquainted with many homeown- 
ers right in his nearby trade area. 


Experience Helpful 


Mr. Cantwell formerly had 
charge of the plumbing and heat- 
ing sales division of a mail order 
retail store in Rockford, and this 
experience is proving helpful to 
him in operating his own store. 

“There is no reason why a sub- 
urban store cannot succeed,” Mr. 
Cantwell says. “We are closer to 
certain groups of customers than 
are large, downtown stores. If we 
give service, carry reasonably 
priced quality merchandise, and 
are anxious to please, we can win 
a lot of regular trade. That’s our 
policy here and I’m glad to say 
our customer list is growing.” 

Mr. Cantwell intends to enlarge 
his appliance display room within 
a few months, moving his present 
service department farther back. 
Greater display should enable him 
to sell more appliances, he says. 
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AMERICAN GOLD STRAND INSECT WIRE SCREENING 


Protection against flies and mosquitoes need not be-expensive. 
American GOLD STRAND Insect Wire Screening is made in grades 
to suit every purse and purpose. 

Request American GOLD STRAND from your jobber and give 


it a prominent spot in your store. 


AMERICAN WIRE FABRICS CORP. 


WICKWIRE SPENCER STEEL 


500 FIFTH AVENUE, NEW YORK 18, NEW YORK 
Boston + Buffalo + Chicago + Denver - Ft. Worth + Philadelphia 
Pacific Coast Subsidiary —The California Wire Cloth Corporation, Oakland 6, Cal. 





Other famous Wickwire Spencer Hardware Products include — Clinton Hardware Cloth, Clinton Hex Mesh Netting, 
Perfection Door Springs, Nails and Brads, Wissco Clothes Line, Coburn Sliding Door Hardware 
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Business Zooms 
Following Move 


From Downtown 
To Edge of City 


Falls Hardware Co. moved from heart of town 
to development section, retains many of its 
old patrons and attracts numerous new ones 

















Wide aisles, good lighting and neatness are among the numerous assets of the 
new store of the Falls Hardware Co. Note lighting fixtures at the right rear. 


Warn fire gutted 


the old Falls Hardware Co. store 
in downtown Cuyahoga Falls, 
Ohio, in Feb., 1948, its owners 
decided on a new and modern 
store in a new location on the 
edge of the city. The new loca- 
tion is in a development section 
of 20,000 population, with nu- 
merous apartment houses and 
private homes. The area is grad- 
ually turning into a_ shopping 
center and the store itself is right 
next door to a super-market. De- 
spite the move to a different lo- 
cation much of the firm’s old 
trade followed it to the new estab- 
lishment and many new customers 
were attracted. As a matter of 
fact, 2500 people visited it for 
the grand opening. 


Business Is Better 


Many store owners invariably 
ask the question, “If I change 
my location or modernize my 
store, won’t I lose my custom- 
ers?” The experiences of Falls 
Hardware Co. provide a_ very 
good answer. Although out of 
business for nine months and re- 
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foo “KLIPPER”” 


AMERICA’S HIGHEST QUALITY POWER LAWN MOWER 


Backed by an Unconditional and Unlimited Guaranty 


Tested and Proved 
by more than 
75,000 
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The paint department is of the self-service variety. Brushes and 
other extras in the exact center account for many added sales. 


located, business is even better 
than it was in the old location. 

The new establishment is ap- 
proximately 50 ft. sq. with 10 
shopping islands and 136 ft. of 
wall fixtures. Three show cases 
are used for displaying expensive 
gift items. Stocks are well round- 
ed, one particularly interesting 
unit being a light fixture display 
in the rear of the showroom on 
the hardware side. The electrical 
department is built up on a table 
with all small accessories and 
lamps, merchandised in_ glass 
bins. There is a canopy over the 
table with two large pilasters for 
the display of both wall and ceil- 
ing type lighting fixtures. Dis- 
play fixtures and floor plan were 
provided by the Ohio Hardware 
Association. 

The store’s lighting comprises 
four rows of two-tube continuous 
lights, using 40-watt tubes, with 
a total of 96 tubes. Under the 
wall fixture canopy there are lo- 
cated thirty-six 30-watt tubes to 
give additional lighting to the dis- 
plays on the wall cases. Fixturés 
on the walls feature an extended 
cornice which allows fluorescent 
illumination to be installed to 
give additional light to the mer- 
chandise carried in these cases. 
With the installation of overhead 
gas heating units, all of the floor 
area can be utilized for the dis- 
play of merchandise. The light 
fixture canopy over the electrical 
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table is one of the first of its type 
to be installed in Ohio. 

The Falls Hardware Co. is op- 
erated by John F. Bagley and 
William Weber, as partners. Mr. 
Bagley made his start in the 


hardware business in 1919 as a 
sales clerk and became a partner 
of Mr. Weber in 1924. The 
Weber Co. has 17 retail hardware 
stores in the area. Messrs. Bagley 
and Weber _ started . making 
changes in their store in 1928, 
by opening up various displays, 
getting more merchandise out 
where customers could see it and 
wait on themselves. By the end 
of 1932 they had quite a modern 
store with new tables, some of 
which contained glass bins for 
small items. Lights, however, 
were the old fashioned pull-chain 
switch-controlled units. With the 
exception of a few minor changes 
the store remained practically the 
same until the fire. 

The company operates at the 
present time under direction of 
Mr. Bagley, assisted by Mrs. 
Lillian Broshe, who has _ been 
with the store for 24 years. 
Howard McLain, with the firm 
prior to the war, returned to it 
following his honorable discharge 
from the armed forces. 





Seed Rack Has Many Features 


_— time is a busy time and so 
Roy Garrett, Garrett Hard- 
ware, Newton, Iowa, has con- 
structed a seed display rack which 
not only helps him to sell more 
seeds, but also speeds service to 
time-pressed gardeners. 
Conventional, square quart jars, 
with identifying stickers are used 
for showing the seeds but in addi- 
tion, little slots below the jars 
contain identified, stamped seed 
envelopes which salesmen can very 


readily take and use for seeds. Not 
only that but directly behind the 
jars are convenient slots where pre- 
packaged 5 and 10-cent seed lots, 
done up in spare time, can be 
placed for quick selling. 

As if this were’nt enough to get 
from a display stand, Mr. Garrett 
also uses the slots below the jars 
as anchor points for step-up shelv- 
ing which is attached to the rack, 
and is used for display of toys 
during the holiday season. 





Seed customers find that this rack can attend to their needs. 
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This distinctive wagon ws in keeping with the leadership that has 
distinguished Murray Ohio products for over a quarter of a century 
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MORE ADIN 
bo Mt SALES / 


KEEP PLENTY of the 


ORIGINAL 34 


PLANT DUST in STOCK 


This season, be prepared for even 
greater sales turnover of this famous 
long-profit leader. Because Ham- 
mond’s Slug Shot is being more 
widely advertised in National mag- 
azines. Telling gardeners about this 
great all-purpose garden DUST— 
which now contains more ROTE- 
NONE then ever! 

With more than 74 years of popu- 
larity and repeat sales, Hammond’s 
Slug Shot has an outstanding rec- 
ord for making dealer profits. 


OTHER HAMMOND 
PROFIT-MAKING ITEMS 


GRAPE AND ROSE DUST-prevents 
mildew and black spot. KIX—all-purpose 
rose, flower and vegetable spray. COP- 
PER-SOLUTION-—for fungous diseases. 
DOG SKAT-— easy-to-use animal repellent. 
WEED KILLER-~kills all weeds, grasses, 
etc. NO CROW-—crow and bird repellent. 
ANT GAS~—kills ants in their homes. STA- 
BILIZED (ROTENONE) “75” DUST 
—controls all insects on vegetables—for 
gardens, etc. ‘‘Rotenone at Its Best.”” E' 
PRESERVATIVE-for preserving eggs. 
HORICUM-lime sulphur solution for 
dormant spray. 








Check over your stock. Keep plenty of 
these well-known HAMMOND products 
on hand. Order now. Hammond Paint 
& Chemical Co., 4121-9 Hammond Bldg., 
Beacon, N. Y. 
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Catering to Local Farmers Increases Sales 
of Hand and Power Tools 


T is not unusual for sales of 

$100 of tools to individual 
farmers to be made at Marshall 
Hardware, Newton, Iowa, be- 
cause this store has been mer- 
chandising hand and power-driven 
tools for a number of years and 
carries a sizable stock. 

Power tools, for example, are 
displayed on a center aisle table 
near the middle of the store, while 
another display of larger pow- 
ered items are shown on the sec- 
ond floor of the store. Hand 
tools at the Marshall store also 
move fast, because men in that 
area apparently are equipping 
their home carpenter chests as 
never before. 

“We have handled power tools 
for a number of years and have 
always done well on them,” says 
H. E. Marshall, owner. “We give 
them considerable display and 


when men come in and shop with 
their wives, they usually become 
interested and sooner or later we 
make a sale.” 

Anyone who purchases a hand 
or power tool on the first floor at 
this store is invited to go up- 
stairs and see the larger display 
of woodworking items. In this 
way the entire stock in the line is 
called to the attention of every 
tool customer, and this frequently 
clinches additional sales. Even if 
a hand tool customer does not 
buy a woodworking tool immedi- 
ately, he likes to look over the line 
and plan for later purchases. 

Mr. Marshall also gives his 
power tool line considerable news- 
paper advertising and window dis- 
play. He also makes a practice 
of attending farm picnics and 
other events where he sees farmer 
customers. 





Just Among Ourselves 
(Continued from page 90) 


are spun. It’s the only feasible 
way to form it. When manufac- 
turers can draw aluminum that 
deep, they will—make no mis- 
take about it. 

“Here’s a kitchen mixer with 
lots of attachments. Nicely dis- 
played, nicely enameled. It’s 
got to be to cover up that dam- 
nably cheap white metal that can 
neither be brazed nor welded if 
cracked. The same white metal 
that goes into the gears of breast 
drills, washing machines, tool 
handles, etc. 

“And so on far into the night. 
A supply of simulated leather 
goods. After all, we’re not all 
Gracie Allens. We can’t all go 
hunting ‘simulated’ just for 
their hides. Screwdrivers with 
cold-rolled blades. A line of 
brand-name door locks of white 
metal, nicely painted with 
crackle finish to appear solid. 
Plastic clothesline that won’t al- 
low a clothespin to grip. A line 
of well-advertised high-speed 
drills produced of spiral stock 
brazed to a cold-rolled shank. 
Flat-irons, toasters, wall brack- 
ets—all spot-welded, all defying 
the ingenuity of the average 


home owner to repair them. 
Streamlining of goods brought 
to a disgusting degree. Why? 
Because the public wants 
streamlining? Hardly. The 
drawing of metals is a lot faster 
and cheaper when sharp angles 
can be avoided, yet no savings 
or even a portion of them ever 
get passed on to Johnny Q. 
“Hardware fascinates the aver- 
age male—and I’m average. An 
attractive hardware window 
used to get me, but no more. I’ve 
got my own little shop and I’ve 
bought thousands of dollars 
worth of tools and other hard- 
ware items. Good tools. I 
wouldn’t have a cheap tool in 
either my shop or my home. 
(Why, even last Christmas some 
well-intentioned soul gave one of 
my kids a set of carpenters’ 
tools (?), knowing he loves to 
make things. I threw them into 
the trash can before the boy 
even saw them. He’s learning to 
use good tools—tools that are 
safe when handled properly— 
tools that do the job.) True, 
the same average male hasn’t the 
money in his pocket that he had 
a couple of years back but that 
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. isn’t the sole reason for his buy- 
ing strike. He’s fed up with get- 
ting crappy merchandise 
rammed down his throat at 
prices that should give him re- 
liable, guaranteed goods. 

“Let the dealers keep faith 
with the public, and that public 
will return again and again to 
look and buy, and make that 
honest dealer prosper and grow. 
Dealers, many with poor buying 
judgment, have found . them- 
selves stuck with inferior mer- 
chandise. Perhaps they don’t 
reorder but they'll keep that 
junk on display until some un- 
wary customer, maybe a gullible 
woman or a man from out of 
the neighborhood, lugs it away 
under his arm. Yes, lugs it away 
but he doesn’t come back. not 
often. And when he or she does 
return with the article, what an 
argument! ‘Oh, you musta 
dropped it7—‘It wasn’t like this 
when we sold it, lady’—or 
‘That was specially priced— 
you can’t expect a guarantee.’ 

“Thanks for the time, Mr. 
Heale. And in closing, it is this 
griping customer’s candid opin- 
ion that there isn’t a single 
hardware store in the country 
that couldn’t be made a sweet 
and profitable business by the 
application of nothing more 
than ordinary common sense 
and a touch of the customer’s 
viewpoint. And if you happen 
to know of some down-at-the- 
heel hardware store in some 
community, preferably in a 
town of between 2,000 and 5,000 
population, that can be bought 
—let the writer know. I'll buy 
it just to prove my point.” 


Obviously, these kind of 
thoughts don’t “just happen” and 
while much of the criticism could 
be undeserved none of it should 
remain completely unnoticed. I 
will welcome some rebuttal and 
am hoping it will develop. To 
those readers whose letters are not 
being used. either because they re- 
fused to have their nams men- 
tioned or because their comments 
were a little too personal, I express 
appreciation and make only the 
further comment that Mr. Phillips’ 
letter has, as yet, received no 
denials. 





FOR FILLING 
HAIRLINE CRACKS 


IN PLASTER 





IT'S SENSATIONAL! 


this smart new display package 
with intensified selling power 


Your sales of Plaster-Stik take an up- 
swing the day you put this new sales- 
making carton in your paint department. 

Plastic tip gives full visibility. No seal 
to break. Customers can pick up Plaster- 
Stik — examine it — buy it — right from 
display. 

EASIER TO USE — Plaster-Stik, the 
original pencil type crack filler, produces 


perfect repairs for amateurs or profes- 
sionals. Invisible even under water mixed 


paints. 

GREATEST VALUE — Generous size 
stik — no waste — new cardboard holder 
keeps stik clean — always usable — al- 
ways salable. 


LARGEST PROFIT. Make more — sell 
Plaster-Stik. Sell with every paint sale. 


HANDIER LABEL. Can’t interfere with 
Stik in use — because label is on wrapper 
— not on Stik. 


GOOD HOUSEKEEPING SEAL tells 
your customers that Plaster-Stik is ap- 
proved way to fill hairline cracks. 


NATION-WIDE ADVERTISING has built 
nation-wide reputation for Plaster-Stik. 
Mention it — and it sells. 

Plaster-Stik spring advertising, in big 
national consumer magazines, begins 
soon, Check your stock now. Give prom- 
inent display to the dramatic new sales- 
making Plaster-Stik carton. And make 
sure that your store sells Plaster-Stik 
with every sale of paint, 


THE LEONARD COMPANY 


DES MOINES 9, IOWA 


ORDER PLASTER-ST/ NOW FROM YOUR JOBBER 
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At Ace Hardware's business meeting, a decorative feature of which was a pic- 
ture of the company’s new building, all movement in which will be mechanized. 


Ace Hardware's 25th Convention 


Reports 


ALES for 1948, by Ace Hard- 
ware Corp., 1319 S. Michi- 
gan Ave., Chicago 5, IIl., were 

reported at its 25th annual con- 
vention and exhibit, Jan. 24-26, 
1949, at the Hotel Sherman, in 
that city, as approximately $10,- 
000,000, or about 10 per cent 
above 1947 volume. Despite se- 
vere weather in N. Dakota and 
Wyoming, even owners or repre- 
sentatives of Ace stores from those 
states were on hand to give 100 
per cent store representation at 
the Silver Jubilee meeting. Each 


day’s session began with a com- 
pany breakfast. 

Richard Hesse, president, Ace 
Hardware Corp., opened the pro- 
gram Monday morning, sketching 
the history of the, institution and 
the Ace stores, from its beginning 
in 1922, with but three stores, in- 
cluding 1924 when the idea of 
present organization was started 
and through to the present. Charts 
and graphs showed the growth in 
the number of stores and the sales 
volume of the corporation. A 
group of 21 stores was listed hav- 


$10,000,000 Volume 


ing sales ranging from $100,000 
to $276,000, last year. 

Henry P. Oetjen, affiliated with 
the company for 17 years, and 
recently named merchandise man- 
ager, reviewed his experiences 
with the organization, after which 
buyers of each major department 
outlined their programs for pro- 
viding merchandise in 1949. 

Monday afternoon, following a 
luncheon, attended by more than 
200 Ace dealers and store person- 
nel, a grand march was led into 
the exhibition room where 203 





Officers of the Ace Hardware-Corp. and their ladies at the Silver Jubilee banquet; left to 
right: E. G. Lindquist, Miss Claire Vilt, Mr. and Mrs. Richard Hesse, and Mr. and Mrs. Will Stauber. 
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work-saving features 


 ? 






make it the 


7ORLD’S FINEST 
ironing table VALUE! 


The ARVIN Ironing Table is a bigger, faster volum2-builder because 
women know it’s the best buy the minute they see its easier-to-use features 
and hear the amazingly low price. 





Opens and closes with one motion from _ Lighter, easier to handle . . . Strong tu- 
eitherend ... Perforated topcarriesaway bular legs . . . Non-skid rubber feet . . . 
moisture for easier, faster ironing . .. Durable baked enamel finish . . . Table 





Stands on or hangs from either end... top white, framework black. 


NEW SAFETY LOCK 
Slips into place by itself. 


Can’t work loose. Re- NATIONALLY 


leases with one finger. RUPEES Se scans ; 
ADVERTISED NOBLITT-SPARKS INDUSTRIES, Inc., 


£ Ga, Ine. 


@ METAL CHROME-PLATED DINETTE SETS 
@ ALL-METAL IRONING TABLES 











1107 BROAD 
6 AMERICAN | 








@ ALL-METAL OUTDOOR FURNITURE 
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VEST POCKET FLY BOXES 


LEADER BOXES 





SCALERS 


FLY RACKS 


MINNOW CANS BAIT BOXES 


MINNOW TRAPS MINNOW BUCKETS 


BAIT BOXES 


PENN METAL WARE COMPANY . 














WILKES-BARRE, PA. 















manufacturers were represented. | 

E. G. Lindquist, vice president 
and secretary, traced the com- 
pany’s growth at the Tuesday 
morning meeting and said that 
additional stores will be added 
progressively when operation is 
transferred to the company’s new 
quarters, covering a city block 
between Damen Av. and Wolcott 
St. on Blue Island Ave., Chicago, 
which will include a 600 ft. side 
track for handling freight cars, 
something the company never pre- 
viously had. He also outlined the 
features of the new building, 
which will ultimately entail expen- 
diture of over a million dollars. 


Review of 1948 


The merchandising department 
gave a graphic résumé of its work 
in modernizing and remodeling 
stores into Super Ace Units dur- 
ing 1948, including before and 
after pictures. Attention was 
called to the possibilities resulting 
from concentrating a specific line 
to include 95 per cent of the items 
on a single table unit, such as an 
electrical table which was shown. 
This unit, completely stocked. with 
each item binned, numbered and 
priced aggregated over $1,000 in 
retail prices. The company’s ad- 
vertising department gave a rés- 





umé of 1948 promotions and of 
its plans for 1949, including a 
bargain book, circulars, newspaper 
advertising and mat service. Em- 
phasis was placed on the fact that 
more consideration would be given | 
to “specials” and to featuring 
merchandise at “sales prices” to 
attract traffic and business. 


Entertainment Features 


Tuesday afternoon the wives of 
Ace dealers enjoyed a_ cocktail 
party and smorgasbord luncheon 
at the Kungsholm Restaurant. a 
program of entertainment con- 
cluding the luncheon festivities. A 
cocktail party started the Wednes- | 
day evening program, followed by 
a banquet and dance attended by 
678 Ace dealers, exhibitors, their 
families and friends. Television 
sets were presented. on behalf of 
all Ace dealers, to Richard Hesse. 
president, E. G. Lindquist, vice 


















Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SEUS BETTER because 
it WORKS BETTER. 


wiLt NOT SHRINK 
STICKS AND STAYS pur 
——— ea, 




























Most dealers report: (4 
“Our sales of Dur- \Au. 
ham’s Rock - Hard. 
Water Putty keep 
doubling, year after 
ow hat’s more, 
urham’s Rock- 
Hard Water Putty une ~ 
ives you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may a 
fall out or c ip off. Durham’s Rock-Ha 
Water Putty does not shrink. Absolutely 
not, It sticks and stays put. You can saw or 
chisel i t or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. © Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis 
play. Available in 25, 50, 100-lb. drums for 
industrial usérs, 


The PLASTIC Repair Material 











in POWDER Form 








261 Fifth Ave., New York 
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_ president and secretary and Wil- 


liam Stauber, treasurer. The pres- 
entation was made by Robert 


Wolff, Ace Store, Wilmette. III. 


Economic Progress 


WO essentials for economic 

progress, according to the com- 
mittee for Economic Development, 
are a) the willingness of individ- 
uals to devote effort, imagination 
and capital to increased produc- 
tion, more efficient production, and 
the production of new things; and 
b) the supply of capital ready to 
move into the frontiers of eco- 
nomic development. 

In the United States both of 
these factors have been abundant. 
The American system has held 
forth the chances of large rewards 
to persons who would turn their 
efforts or funds to economic de- 
velopment. This chance for large 
rewards was the driving force be- 
hind countless ventures. Many of 
them failed but large numbers suc- 
ceeded, in smaller or greater mea- 
sure, and pushed upward the curve 
of economic progress. 

Today, our economy faces a new 
situation. Federal taxes take a 
much larger proportion than ever 
before of the income that must 
provide the incentives to individ- 
ual enterprise and the sources of 
private capital investment. We can- 
not hope to return in the near 
future to tax levels as low as those 
before the war. But we must do 
our utmost to reduce taxes by 
economy in government, and we 
must distribute the remaining bur- 
den in ways least damaging to 
progress. 


Varied Sales Promotion 
NUMBER of retail sales pro- 


motional events are used 
throughout the year by merchants 
of Winona, Minn., to spark the 
trade, and these events bring in 
farmers and residents of nearby 
small towns. First of all is color- 
ful Steamboat Day, an event which 
takes its name from the old time 
days when steamboats plied the 
Mississippi. Other events are Dol- 
lar Day (twice a year), Greater 


‘Winona Days, Santa Claus Party 


for children, Winter Carnival, mer- 
chants-farmers picnic, Dairy Cara- 
van and annual 4H livestock show. 
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How to Obtain the Most Favorable Space 
Rates for Your Newspaper Advertising 


The Ad-Viser 


Some information relative te newspaper contracts 
and their application to the dealer's advertising 
problems that should be decidedly worth while 


By IRVING SETTEL 
Advertising Manager, 
Concord's, Inc. 
Instructor of Advertising 
Pace Institute, New York City 


[. you want to get the 
most favorable newspaper space 
rates for your advertising, it is 
necessary to know some facts about 
contracts. 

In most cases, a dealer signs a 
yearly contract for the space he is 
to use. It is always wise to work 
“under contract,” to avoid higher 
“open rates’ of non-contracted ad- 
vertising. The dealer should work 
out with the newspaper representa- 
tive, the approximate amount of 
space he intends to use for the 
coming 12 months. Even the small- 
est contract offers a reduction of 
some kind. 


Differences in Content 


While most newspaper contracts 
are similar in structure, they main- 
tain certain differences in content. 
When signing the contract, the 
dealer should be sure that one 
clause is included. This clause as- 
sures the advertiser that if he ex- 
ceeds his contract and uses enough 
space to get into the higher brack- 
et, he will be rebated by this dis- 
count on all advertising he has 
run. It is also important to real- 
ize that if enough advertising is 
not run to earn the rate for which 
the dealer has contracted, the dif- 
ference must be paid to the news- 
paper. In this case, the bill will 
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be on “short rate” ... or the dif- 
ference between the contract and 
actual rates. 


Two Kinds of Contracts 


Usually, there are two kinds of 
contracts available to the dealer: 

1. The Frequency Contract. 
This is a contract which is made 
for a given amount of space to be 
run at regular intervals. It can be 
signed for periodic arrangements 
such as daily, weekly, monthly, 
etc. runnings. This type of adver- 
tising is preferred by the news- 
paper publisher because it assures 
him of regular use of space 
throughout the year. In this way, 
he can spread his work and costs 
more evenly. Sometimes, a news- 
paper will offer special rates on 
such contracts. 

2. The Bulk Contract. This con- 
tract is signed for a total amount 
of space to be used throughout the 
year. It favors the dealer because 
it does not bind him to run ads on 
certain dates. Instead, it permits 
a choice of time and size on oppor- 
tune days-—plus frequent changes 
in plan to suit business conditions. 

Some newspapers will offer a 
combination of bulk and frequen- 
cy type contracts. With this, the 
dealer agrees to use a certain min- 
imum of space at regular intervals. 
In addition, reduced rates are 
given for quantity space purchases. 
This type is beneficial both to the 
advertiser and newspaper. 

It is important that the dealer 


understand the advertising units 
of measurements used by news- 
papers in contracts. 

The Column. All newspapers 
are divided into columns and 
usually sell space in vertical col- 
umn inches or agate lines. Col- 
umns vary in width depending 
upon the paper. They are gen- 
erally about 2 in. wide. 

The Agate Line. Very often, the 
depth of a column is expressed, 
not in inches, but in agate lines. 
The agate line is merely a unit of 
measurement which divides the 
inch into 14 parts (there are 14 
agate lines to the inch). Conse- 
quently, with this fine division, it 
is possible to purchase any portion 
of an inch and compute its cost 
when space is sold by the agate 
line. 


Checking the Contract 


An accurate file of all your ad- 
vertisements throughout the year 
is necessary for checking space 
costs and for planning for future 
commitments. Many hardware 
dealers possess large portfolios or 
“scrap books” in which they keep 
a careful record of all advertise- 
ments. A good system to follow 
is to use one page for each ad. 
This will allow for plenty of space 
to include the following important 
information: 

1. The date the advertisement 
appeared. This is necessary for 
checking frequency contracts and 
for future planning. 
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A BETTER SELLER THAN EVER BECAUSE 


The trend today | 


1S 10 S0lAY: 


Yes, your customers know 





that spraying is the easier, better 






way to paint! And they're demanding 






good sprayers that do an all-around job 






. .. Sprayers with a name they know and 





FOR THE HOME 
Dozens of uses—inside and 
outside the home. 


trust. That’s why the demand for Speedy 






Sprayer keeps right on growing—a good 






indication of Speedy Sprayer’s outstand- 



















its ing superiority, and ever increasing 
- popularity with the consumer! 
s 

ors SPEEDY SPRAYER 890 
nc Famous diaphragm principle eliminates oily FOR HOBBYISTS 
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FOR FARMS 
Many paint jobs. Also 
sprays disinfectants; in- 
flates tires. 
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K-D No. 30 Socket Screw Key Set— 
A necessity for every mechanic, every 
day. Set contains 11 hex keys packed in 
rust-proofed metal kit with hinged re- 
taining clamp—plus extension handle to 
use on short end of key when long end 
must be used to turn screw. Quick read- 
ing bolt-cap-wrench size chart stamped 
into container. Keys accurately forged, 
correctly tempered. 


to sell the... 
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K-D No. 90 Nail & Staple Puller— 
small, extra leverage hand tool for 
general use by carpenters, electricians, 
plumbers, etc. Pocketsize. Fig. 1: Driving 
jaws under nailhead. 2: Pulling. 3: Pulling 
wire fence staples. 12'’ long, rust- 
proof finish. 








’ K-D 99 Saw Frame...all steel, one 
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piece frame with quick blade change 
feature for 3'', 4/2’, 6'', 8'',10'",12"" 
blades. Only saw of its kind. 

" CUTS AROUND CORNERS" 


| eH 

} - With 3 or 412° blades, obstruc- 
\s +} | tions and projections are easily 
} 4 spanned. For easy sawing in 





| } places impossible to reach with 
at rs | sow frames. 


KD’ TOOLS 











LANCASTER , PA 








2. The exact size of the adver- 
tisement. Measuring the advertise- 
ments as they appear will assure 
facility of reference and _ price 
checking. The size should be en- 
tered either in column-inches or 
agate lines, depending upon how 
the newspaper charges. 

3. Name of newspaper in which 
ad appeared. Especially where 
more than one newspaper is used, 
the identity of the newspaper is 
important for the record. 

4. Position of advertisement in 
paper. When determining results 
of your ads, position may assist 
you in deciding how to place fu- 
ture ads. 

5. Cost of your advertisement. 
Figure out your space and produc- 
tion costs immediately in order to 
save you time in the future. 

6. Results of advertisement. 
Wherever possible, tabulate re- 
sults obtained from the running of 
the ad. 

All these facts will give you a 
quick and complete picture when 
checking your old contracts and 
planning the new ones. The more 
accurate your records, the more 
favorable will be your next year’s 
contracts. 


What Do You Say When 
They Say, "Wrap It As 
a Gift, Please"? 
(Continued from page 103) 


lem—that of training employees to 
wrap gifts efficiently—to hold co- 
operative classes. The classes, and 
indeed the entire affair, cost the 
participating merchants nothing. 
That was because they took ad- 
vantage of the George-Barden 
Act, using the distributive educa- 
tion plan for their training, 

Briefly, under this plan, the 
Federal Government has alloted 
funds to the states and to county 
school boards to be used for adult 
training of business men and 
women in all phases of business 
operation. (Employers who want 
management training also come 
under the plan.) 

To secure distributive training 
for his employees. a hardware 
dealer does what the retailers of 
New Orleans did. He approaches 
his local school authorities to re- 
quest a distributive training class. 














**YANKEE’’ TOOLS 





133H 


Zz 
+ 
« 

“2 


« 
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The No. 133H - 
“Yankee-Handyman" 
with quick-return spring 
equipped with 14" bit 
for driving screws. 







« The No. 233H 
“Yankee-Handyman” 
. +. the complete tool. 
With quick-return spring. 
Transparent magazine 
handle. Supplied with 
*2” and 14” bits. Three 
drill points: 4", 76”, 
and %%” for boring 
holes in wood. 










“Y ANKEE-HANDYMAN” 
SPIRAL RATCHET 
SCREW DRIVERS 


One whirl of the fast 
spiral with the quick- 
return spring and your 
customers get the idea 
... and you get the sale. 
One tool that drills, 
countersinks, and drives 
amd draws screws. 
That’s a spot-seller in 
any store, any day. 

Extra sales for you in 
the No. 330H Accessory 
Pak, as a companion to 
the No. 133H Screw 
Driver. Pak contains 
extra 35” bit for 
smaller screws, 
3 drill points 
for boring holes 
in wood, and 
a countersink. 





NEW USES FOR 
aH, YANKEE 
ANDYMAN 


CREW DRIVERS 


No. 330H Accessory 
Pak with 52” bit, 3 
drill points and 
countersink. 


THE TOOL BOX 
OF THE WORLD 


NOW PART OF SSL 


NORTH BROS. MFG. CO. 


Philadelphia 33, Pa. 
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Then. the school board contacts 
other merchants to see how many 
want training for their employees 
in the subjects suggested. A re- 
cognized expert with years of 
practical experience is hired to 
handle the teaching itself. He is 
paid from the funds alloted for 
distributive education. 

For example, in New Orleans 
the gift wrapping classes were 
taught by Arthur Shank, a well 


known authority from Maison | 
Blanche Co., a large New Orleans | 


department store. 


The next step after finding out 
how many prospective students 


there are for the classes, and ob- | 


taining a competent instructor to 
teach them, is to set a time and 
place for the classes—and then 
proceed to train the salespeople. 

The classes took in three two- 
hour sessions which were held one 
week apart. The place was a school 
room in the Rabouin vocational 
school. It was made available 
without charge by the Orleans 
Parish (county) School Board. 
The location at Rabouin was 
chosen for its business district 
spot, easily reached from any 
section of the city. In order not 
to interfere with the stores’ selling 
hours, the classes were held at 
night, from 7 to 9 p.m. 


The only financial output made | 


by the stores was for three boxes 
of different sizes that the students 
brought to class, and for a few 
cents’ worth of ribbons and tissue 
paper. 

Some of the stores (and this was 
discretionary with them) allowed 
their salespeople expenses to cover 
their carfares and dinners. 

“Distributive training operates 
in almost every state,” points out 
Miss Dorothy Simmonds, co-ordi- 
nator of distributive training in 
New Orleans, and supervisor for 
the gift wrapping classes. “Mer- 
chants of any description can use 
it to train their employees and 
themselves in all phases of store 
operation and management. It’s 


a particularly good opportunity 


for training salespeople in making 
gift sales. Knowing how to wrap 
gifts with a minimum of fuss and 
expense is an important part of 
angling for gift sales.” 


CIPLEX wakes om 











The proof of a product 







is in its performance. 
TRIPLEX threaded fasteners 
have demonstrated their 
rugged holding power 
on all types of 
heavy equipment. 


They're made right! 





They hold tight! 


If you don't already have our complete 
catalog, just drop us a line — today. 


TRIPLEX SCREW COMPANY 
5317 Grant Avenue, -— Cleveland 5, Ohio 


TOUGHNESS 


CAP AND SET SCREWS BOLTS, NUTS AND RIVETS 
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‘Bell’ Lawn Edger 


The Bell Lawn Edger, division of 
Commercial Mfg. Co., 1328 N. Halsted 
St., Chicago, Ill, is offering a lawn 
edger designed to remove weeds and 
long grass that escape the mower along 
the edges of walks and driveways. 
Maker claims the edger does not re- 
quire sharpening. Replaceable razor 
blades are used. Tool has an upright 
triangular shaped plate which holds two 
single-edge blades at opposing 45-deg. 
angles. When in motion, the position of 
this unit with its high “ears” forces 
the grass into the path of the blades 





making the cutting operation smooth 
and even. Tool is equipped with a 48- 
in. wooden handle that swings from the 
center of the horizontal base plate. In 
use this plate acts as a guide by engag- 
ing the sidewalk edge and holding the 
edger on a true course for sliding for- 
ward or backwards. This feature is said 
to enable user to maintain an even 
margin around the entire lawn area. 
Constructed of heavy gage steel. Sug- 
gested to retail for $2.95. 


Steamliner Pressure Cookers 


Lakeside Aluminum Co., Menomonie, 
Wis., is offering a pressure cooker fea- 
turing a “Talking” gage and new body 
finishes. Stamped aluminum line, model 
“S” consists of 4 and 3 qt., Steamliner 
pressure saucepans with “looking glass” 
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finish. Regular cast aluminum sauce- 
pans, model D is 6, 4 and 3 qt., sizes 
are being produced with a “triple” 
finish. Talking gage is a dead weight 
pressure regulator which actually tells 
the user when correct cooking or can- 
ning pressure is reached. Complete line 
also includes three larger models, 21, 
16 and 12 qt. 


Pexto Try-Square 


Peck, Stow & Wilcox, Southington, 
Conn., is offering another _ plastic- 
handled tool. The try-square has an 
all-plastic handle injection molded with 
colorful ethyl cellulose said to be shat- 
terproof and virtually unbreakable. 
Plastic handles molded in two precision 
fitting sections are claimed to be ideally 
adapted to rivet-assembly and require a 
minimum of finishing. Available in a 
variety of colors in grain or mottled 


finish. 





Clock Face With 
‘New Look’ 


Telechron, Inc., Ashland, Mass., offers 
a clock designed to please homemakers 
who seek novel effects that have prac- 
tical advantages. “Decorator” has a 
pierced numeral band of white plastic 
claimed to be easy to read. Ideal for 
wall of rumpus room, sun porch or 
kitchen. Wall shows through the nu- 
meral band so that it becomes part of 





the clock face. Clock may be set into 
the wall with the numeral band against 
the wallpaper or paneling. Dial is red, 
blue gray or tan. Has an outside di- 
ameter of 7% in., a 4% in. dial and a 
depth of 2% in. Suggested to retail for 
$5.95 plus tax. 


Amco No. 323 Fluxing Stick 


American Solder & Flux Co., 2152 
E. Norris St., Philadelphia, 25, Pa., 
offers the AMCO No. 323 fluxing stick 
suitable for general soldering work. 
Stick is 100 percent active flux, says 
maker. Stick is suggested to retail for 
50 cents per stick. May be used on all 
metals except aluminum. Folder de- 
scribing’ the flux is available upon 
request. 
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SET THE STAGE 
for SALES 

with 

orneine 


GRINDING WHEELS 
and Sharpening Stone 





For top selling performance stock Simonds 
Abrasive hardware specialties—the “live line” 
that knows no dead season. 

Right now, for instance, you can reap extra 
profits by displaying Simonds grinding wheels 
alongside tool chests and workshop items . . . 
by placing sharpening stones adjacent to ice 
skates and hunting equipment . . . by show- 
ing household sharpeners in your cutlery 
department. 











Let your window and counter 
shows bring sales encores. 
Select these and other fast 





sellers from our free Hard- 
ware Catalog. Write. 


SIMONDS 


—— 


SIMONDS 


ABRASIVE CO 


Priladelphio, Pa. 
Grinding Wheels and Abrasive Products 





ni Arvido, Quebec ” 
Electric Furnace Abrasives 
SIMONDS ABRASIVE COMPANY 


is o division of 





) 
f 





Fuchburg, Moss 


\\ 






- % ws, me mve ves 
naowr net baer \ — me a pense SS 
> eee ss eg ge 
locapert, 6 Montrel, Con 
ASSORTMENT HA .. . 7 items (2 wheels namie specie 


each) mounted on display. 26 wheels on 
shelf space af rear. 


SIMONDS ABRASIVE COMPANY, TACONY & FRALEY STREETS, PHILADELPHIA 37, PA. 
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BLAIR 


MODEL 50 
POWER MOWER 








The seventy years of ex- 
perience behind every 
Blair hand mower is re- 
flected in this sturdy, 
precision-engineered 
power mower. 


Ask about Blair hand 
mowers, priced to 
meet every need 


BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, ee 


hi 
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RYERSON 
STEEL in stock 
for HARDWARE 
STORES 


Contact Ryerson when a cus- 
tomer’s order calls for steel you 
don’t carry in regular stocks. 
You can draw on large, diver- 
sified Ryerson stocks at any 
of thirteen conveniently locat- 
ed plants. We’ll gladly cooper- 
ate closely on any steel require- 
ment—any steel problem. 


PRINCIPAL PRODUCTS 
Bars © Structurals © Plates © Sheets 
Tubing ¢ Allegheny Stainless © Alloy 
Steel © Safety Floor Plate * Babbitt 
Solder © Metal Working Tools & 

Machinery, etc. 


JOSEPH T. RYERSON & SON, INC. 


Plants: New York, Boston, Philadelphia, 
Detroit, Cincinnati, Cleveland, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Louis, 
los Angeles, San Francisco 




































WHAT'S NEW 








Reasonable Winchester 
22 Caliber Rifle 


Olin Industries, Inc., New Haven, 
Conn., is offering a low-priced 22 caliber 
Winchester rifle. It is a single-shot, 





bolt-action, chromium finished _ take- 
down model. Outstanding among the 
features of this rifle is the automatic 
safety. Model 47 is designed especially 
for the younger or new shooter who en- 
joys plinking, small game, prest, vermin 
and all around shooting. .Cocks when 
bolt is opened and with the first %4 in. 
of the same opening movement locks 
the safety so that it is necessary to re- 
lease the safety manual with each shot. 
Chambered for 22 short, long and long 
rifle cartridges interchangeably, the new 
model is made in two styles. S4702R 
has a Winchester No. 75 bead front 
sight and a Winchester No. 32 open 
sporting rear sight. G4701R has a 
Winchester No. 97 bead front sight on 
a ramp with a detachable sight cover 
and Winchester No. 80 peep sight with 
adjustment for windage and elevation 
mounted on the end of the receiver. 
Weighs five Ibs., is 42 in.-long and has 
a sighting radius which is 22 in. on open 
sight model and 281 on the other. 


Dril-Hamer 


Dril-Hamer Co., Box 158, Planetarium 
Station, New York City 24, offers the 
“Dril-Hamer,” an adapter for convert- 
ing the rotary motion of a portable elec- 





tric drill into hammering action for 
drilling holes in tile, brick, cement, 
stone in walls, floors and overhead. Most 
extensive use is drilling holes to anchor 
attachments to walls, ceilings, etc. Two 
tool holders to fit the taper shanks of 
Rawl drills are furnished. Unit is 6% 
by 1% in. and weighs less than 3 lbs. 


Tool socket is a 9/16 in. hex opening 
which makes adapting tools or special 
purposes very simple. May be used 
also for vibrating sand around intricate 
patterns in foundry work, vibrating light 
material such as graphite through sifter 
screens, small boat caulking with flex- 
ible shaft drive and in sheet metal work. 
Suggested to retail for $22.50. 


‘Delta’ Sandwich Toaster 
Delta Mfg. Corp., 611 N. 40th St., 


Philadelphia 4, Pa., is offering the sand- 
wich toaster which is said to heat the 
entire contents of a sandwich and toasts 
the bread simultaneously. Can toast two 
sandwiches at once, as well as toasting 
single slices of bread. By removing the 
sandwich holder, doughnuts, buns, muf- 





finns, etc., can be toasted without stick- 


ing or clogging. Wipes clean with a 
damp cloth. Crumbs fall into the chutes 
and may be brushed away. 


Caler Cillbeater 


Pratt & Lambert, Inc., 75 Tonawanda 
St., Buffalo, N. Y., has designed a de- 
vice called the “Color Calibrator” which 
automatically picks out and harmoni- 
ously assembles as many as six different 
hues at the same time to reveal a com- 
plete color scheme for a room or an 
entire house. Designed primarily for 
choosing color harmonies for painted 
walls, woodwork, floors and furniture, 
this device is said to work as surely in 
selecting the colors for rugs, upholstery, 
draperies and accessories. Device in- 
corporates the use of a specially de- 
signed color wheel which is divided 
equally into 12 pie-shaped segments of 
color families. Each color is divided by 
seven bands of varying tints or tones 
of that color. At the center mechanical 
chrome pointers revolve by hand to 
combine as many or as few colors as 
are desired. Instrument is calibrated 
so that the pointers always separate 
an equal distance from the center guide. 
Pointers may be turned to indicate true, 
split, alternate or double complements, 
triads, analogies or monochromatic with 
accent color harmonies. 


HARDWARE AGE, FEBRUARY 24, 1949 























Grabler 
protected 
is usable 
type of f 
plainly i 
tings. Sm 


container 
handling 
“Gee” P 


THE GI 


6565 BR¢ 


THE SQUA 
Fittings ° | 





ning 
cial 
ised 
cate 
ight 
ifter 
lex- 
ork. 


ind- 

the 
asts 
two 
ing 
the 
1uf- 


19 









GRABLER PACKAGE-PROTECTED 
PIPE FITTINGS 


Are Easier to Handle 
eece Easier fo Stock 
eee Easier fo Shi, 


-e Easier to Sell 


Grabler Square “Gee” 
Package-Protected Fittings 
Cost You Not One Cent More 










see, 


THE GRABLER 
MANUFACTURING 











CLEVELAND, OHIO 


























Grabler Square “Gee” Packaged Fittings are 
protected from rust, dirt and damage. Each fitting 
is usable, salable and profitable. One size and 
type of fitting packaged in a small carton; label 
plainly indicates type, size and number of fit- 
tings. Small cartons are shipped in sturdy master 
containers sized for convenience in storing and 
handling. Ask your wholesaler for Grabler Square 
“Gee” Package-Protected Fittings. 


THE GRABLER MANUFACTURING CO. 
6565 BROADWAY * . CLEVELAND, OHIO 








THE SQUARE “GEE” LINE INCLUDES: Malleable Fittings * AAR 
Fittings * Unions « Rail Fittings * Cast Iron Steam and Drainage 








psured PROFITS 


For Retatlers 


FEATURES 
PRICE PROTECTION 


DELIVERY PRIORITY 


BILLING INDUCEMENTS 


COMPLETE HEATER LINE 


NEW MODERN FEATURES 
” 





REAL SELLING HELPS 


MARKET DOMINANCE 


SURE PROFITS 





WITH 


BRILLIANT FIRE 
GAS HEATERS 


for 


1949-50 HEATING SEASON 


Contact your BRILLIANT 
FIRE Distributor or Write, 
Phone, Wire for complete 
details of 

THE B-F PLAN .. . NOW. 


rs 
OHIO FOUNDRY 


& MANUFACTURING CO. 


STEUBENVILLE 
OHIO 
U.S.A. 


“Quality Heating Equipment 
Since 1846” 
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WHAT'S NEW 





‘Re-Bit' Tomahawks 


Atlas Welding Accessories Co., 707 
E. Lewiston, Detroit, 20, Mich., is intro- 
ducing a weld chipping hammer that 
makes replacement of worn bits practi- 
cal. Maker says that no balls, springs, 





screws or clamps are used and that a 
simple taper locks both bits securely in 
the head in any position desired. Re- 
design of the blades has been incorpo- 
rated to provide better visibility, easier 
access to tight spots and a _ wider 
chipping edge. “Re-Bit” Tomahawks are 
offered in 12 and 16 oz. weights with 
Flex-o-steel or wood handles. 


‘Sealcrete’ 
Waterproofing Mix 


The American Specialty Co., Amherst, 
Ohio, is introducing “Sealcrete” a con- 
centrated waterproofing mixture. 
Claimed to seal, protect and beautify. 
May be used on concrete, tile, stone, 
brick, cinder block, glass, metal and 
stucco surfaces. Contains only the 
the concentrated bonding agents and 
when mixed with water and cement is 
reported to make eight gals. of cement 
paint. May be used on interior and 
exterior surfaces. Said not to chip, 
flake, powder or dust, and to resist acid, 
wear and weather. Dries hard and 
smooth and gives a semi-gloss enamel 
like appearance to the finish. A gal. 





when mixed with cement and water is 
claimed to be sufficient to cover 1000 
sq. ft. Washable with soap and water. 
Available in white and eight pastel 
colors. 


-_——_ 


Hardboard in Packages 


Masonite Corp., 111 W. Washington 
St., Chicago 2, IIl., is offering hardboard 
in handy packages. Formerly available 
only in large panels, it now may be had 
in sizes to fit a wide variety of pur- 
poses. Each package in a series of four, 
under the name, “Craft-Pak,” contains 
tempered hardboard \ in. thick. In small 
sized carton, pieces are 12 by 24 in. 
with 12 sq. ft.; medium sized, 16 by 24 
in., 16 sq. ft.; long sizes, 12 by 34 in., 
18 sq. ft., and large sizes, 24 by 36 in., 
30 sq. ft. Cartons, printed in brown and 
yellow, have illustrations of things 
which the amateur craftsman can make 
with hardboard. Each contains an order 
blank for detailed working plans. Both 
sides of the small and medium cartons 
are colorfully printed so they can be 





displayed either in horizontal or verti- 
cal positions. All packages have a small 
edge window exposing a view of the 
contents so the purchaser can see and 
feel the number of pieces. 





‘Falcon Jr.’ Lawn Mower 


Coldwell-Philadelphia Lawn Mower 
Co., Inc., Newburgh, N. Y., is offering 
a moderately priced lawn mower known 
as the “Falcon Jr.” Mower weighs 90 
lbs. and is claimed to cut up to three 
acres of grass per day. Cutting width 
is 10 in. and power is supplied by a 
Briggs & Stratton, of Clinton, 8/10 h.p. 
gas engine. Features a simplified clutch 
and throttle control chain drive from 
clutch to cutting reel and tubular steel 
handle. Adjustable to cut grass to any 
height between % and 1% in. and will 
operate efficiently on grades up to 30 
per cent. Wheels and side frames are 
of special alloys, designed to conserve 
weight. Five-bladed cutting reel re- 
volves on ball bearings and rubber-tired 
wheels are mounted on Chrysler oilite 
bearings for smooth operation. Sug- 
gested to retail for $122.50. 
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COPAY A 


THE FAMOUS LAMSON S7EZD MER( 


@ The Hardware Dealer is “Mr. Fixit” of his community. Folks come to him 
for advice on all manner of problems—from replacing a missing bolt on 
junior’s baby buggy to ways and means for rejuvenating tired lawn mowers. 
Practically all of these “odd jobs” require bolts, nuts or screws. That’s why 
hardware dealers are so enthusiastic about the famous Lamson SPEED MER- 
CHANT with its complete selection of popular fasteners. Place it on the 
counter and PRESTO... customers wait on themselves! 

And talk about profits! The SPEED MERCHANT makes them two ways: it 
gives you a tidy return on your original investment and it can help build 
store traffic that leads to additional sales. 

Sell bolts and nuts the modern, easy way! Order your Lamson SPEED MER- 
CHANT from your distributor today and start making more money on bolts! 


THE LAMSON & SESSIONS COMPANY 


General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio © Birmingham e Chicago 


— LAMSON & SESSIONS + 


FASTENERS OF QUALITY 


fastener sales Lead ta Aales 


as 


WANT 


~ 





Heat Directing LOUVERS 


MODEL NO. 202 











DEVELOPED BY 


<a 


fhe ROYAL 
| 4” RECESSED 
GAS WALL HEATER 


Heat quickly directed through scientifically 
designed louvers adds to the cozy radiant 
glow from this new Royal Gas Wall heater. 
Safety features include removable valve con- 
trol handle, and sturdy but easily removable 
dress guard. Polished Armco Aluminized 
Steel inner unit and louvers permanently 
resist corrosion and tarnish, add heat reflec- 
tivity and increase efficiency. Flush to wall 
frame regularly furnished in buked on white 
Dupont Dulux finish. Available in porcelain 
enamel or chrome. For bathrooms, kitchens, 
dining nooks, utility rooms and other uses. 
Takes 12%” x 20” wall space, depth 3%”. 


T (+364 
A= 7 MORE HEAT, 

| BETTER DISTRIBUTED 

Diagram shows how lou- 

{| vers direct heat out into 


5 
5 
pote . 1). room—not up. Helps keep 
a | 17'% walls clean. Safe, low in 
i 6 
? 








cost, economical in oper- 
ation. 





Approved For 
Natural, 


ft L Manufactured, 


And All LP Gases 

















CHATTANOOGA IMPLEMENT AND 
MANUFACTURING COMPANY 
CHATTANOOGA, TENNESSEE 


GET THE FACTS! 


| Chattanooga Implement & Mfg. Co. 





| Chattanooga, Tennessee | 
Please send: | 

| () Specification sheet and descriptive 

| literature on Royal Model 202 | 

( Address of nearest Royal Distributor | 

| Firm Name scciseinninisiiiin | 

| Address : 

| City State | 

| t b 

(eet eee aa 
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WHAT'S NEW 








Goodrich Improved. 
Garden Hose Lines 


The B. F. Goodrich Co., Akron, Ohio, 
is offering improved lines of garden hose 
for 1949. They include the Garden 
Club, Maxecon and Signal brands made 
of rubber and textiles and its Koroseal 
brand made of flexible material. The 
former three are all made with rayon 
cord which results in a lighter more 
flexible product it is said, with in- 
creased resistance to separation from 
the cover. Cover of each is new and 
improved with a wax finish providing a 
gleaming appearance. Hose is claimed 
to be more resistant to scuffing, chafing 
and weathering and fast colors combat 
chalking, fading and bleeding. New 
type couplings used are reported not to 
retard the flow of water or reduce its 
volume. Leak-proof tubes used in the 
hose are said to prevent water from 
penetrating the hose wall. Koroseal hose 
which is made in a brilliant fire polish 
finish with an octagon design, is illus- 
trated. Maker claims it will not swell, 
warp, buckle, check, crack or rot in 
normal service and may be twisted or 
knotted without damage. A 25 ft. coil 
weighs less than 4% Ibs. Signal brand 





is the low priced garden hose made only 
in black with cover of polyhedral de- 
sign, and the carcass a one ply braided 
rayon reinforcement. Made in % size, 
it is shipped in 25 or 50 ft. lengths. 
Lines are supported by a variety of pro- 
motional materials including an illus- 
trated window streamer in color, dealer 
merchandising broadside outlining a 
promotion plan to increase sales of 
garden hose and newspaper advertising 
mats. 


‘Alfco' Dry Chemical 


| Fire Extinguisher 


American - LaFrance - Foamite Corp., 
Elmira, N. Y., is offering a dry chemical 
type fire extinguisher which is recom- 
mended for flammable liquid and elec- 
trical fires. For putting out fires in 


motors, buses, trailers, gasoline stations, 
pits, garages, etc. It is a hand portable 
unit identified as No. 30 Alfco dry 
chemical. Dry chemical is reported to 
be nontoxic, noncorrosive, a noncon- 





conductor of electricity and will not 
freeze. Has the Underwriters’ Lab- 
oratories label and is rated B-1 and C-1. 
Said to have gastight, all internal ex- 
pelling gas connections, and built-in 
safety disc. 


Flexiseal Glazing Compound 


Landen Putty Works, Malden, Mass., 
has developed an improved Flexiseal 
glazing compound. Features longer 
string, improved workability at normal 
temperatures and better mobility than 
putty and other compounds at low tem- 
peratures plus greater whiteness. 


All Metal 
Ironing Table 


Smithville Metal Products, Inc., P. O. 
Box 60, Smithville, Tex., is making a 
fireproof all metal perforated ironing 
table with steel top, and legs riveted, 
welded and braced. Rubber feet pre- 
vent creeping. Finished in baked 
enamel. Steam escapes through perfora- 
tions while user is ironing. Safety lock 
said to make table automatic and safe. 
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plus freight 





to sell 599 
for only... 


IT’S MAKING SALES HISTORY 


already ...a top quality Toro with famous 
Toro features... backed by a nation-wide 
network of Toro service facilities... to sell 
for only $99.50! Self propelled by a dependable 
% h. p. Briggs & Stratton engine. V belt and 
chain drive. 5-blade 17” reel and bed-knife of 
Disston chrome-vanadium steel. Precision ball 
bearings. Clutch and throttle controls on 
handle. Fully adjustable, exceptionally easy to 
operate. Ample power for steep terraces. Write 
for information! The Sportlawn is a new mem- 











ber of this great Toro family . . . 





FOR SMALL LAWNS AND TRIMMING... the 17” 
Toro Sportsman hand mower. Built to cham- 
pionship golf course standards. Smooth and 
silent, precision engineered with molybdenum 
steel ia and bed-knife. S-h-e-a-r-s grass, 
never pulls or tears. Rigid construction. Tu- 
bular steel handle. 





FOR WEEDS AND TALL GRASS. .. Toro Zipper 
sickle bar mower. A remarkable performer at 
cutting weeds and rank growth. Self propelled 
traction drive with husky 36-inch cutting bar. 
Quick starting 1% h.p. engine.Sturdy pressed 
steel construction. Cuts close, operates easily 
on banks, highway ditches, under fences and 
bushes. 


FOR AVERAGE LAWNS... the Toro Homelawn. 
Lightweight, dependable, easy to operate. 
Cuts 21-inch swath. Voted outstanding for 
value and performance in independent con- 
sumer tests. Pressed steel construction, with 
cast iron side plates. Continental 1% h. p. 
engine. 


FOR ALL PURPOSE MOWING... the Whirwind, 
available in three home-size models. All cut 
20-inch swath. A 16-year favorite built by 
Toro’s new subsidiary, Whirlwind, Inc., Mil- 
waukee. Rotary scythe design with suction- 
lift cutting action makes the Whirlwind 
excellent for cutting tall grass and weeds as 
well as lawns. ‘“‘Mulchifies’’ clippings. 
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FOR ESTATES...the Toro Starlawn. Heavy 
duty power mower with floating axle for 
smooth cut on uneven ground, and high-low 
cut angle adjustment. Available in 24”, 27” 
and 30” widths. Finest pressed steel construc- 
tion, simply and ruggedly built. Independent 
reel and traction controls. 








AMERICA'S MOST COMPLETE LINE of power 
mowing machinery ...the Toro-Whirlwind 
line. Everything from lightweight hand and 
power models to the finest of heavy-duty 
equipment for golf course, park and institu 
tional use. Write for literature and full 
particulars. Toro Manufacturing Corpora- 
tion, Dept. HA-1, Minneapolis 6, Minn. 
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All American 
THERMIC JUGS 


Millions of Americans are planning 
fishing trips, picnics, outings of all 
kinds. More will buy All-American 
Thermic Jugs than any other brand 
... just as they did last year and 
the year before. 

They'll go for the newly designed 
steel cases in beautiful satin silver 
finish . . . the light weight aluminum 
inner liners and the efficient low 
K-factor insulation that keeps food 
or drink hot or cold for hours. 
(Also available in "Champion" brand with 


metallic blue finish and yitreous stoneware 
inner liners.) 


6 New Models for 1949 
@ REGULAR e1 gal.— 


@ E-Z SERVE 1 gal. with plastic 
pour cap— 


@ FAUCET ¢1 gal. with easy-to-clean 
anodized aluminum faucet— 


@ SPOUT e1 gal. with aluminum spout 
and plastic spout cover— 


@ JUMBO e 2 gal. porcelain enam- 
eled steel inner liner. Anodized alu- 
minum faucet. 

PLUS e the New Wide 
Mouth FOOD JUG e 
1% gal. Anodized alu- 
minum and steel con- 
struction. Keeps food 
and drink hot or cold in 
either bulk or containers. 
Ideal as an ice bucket. 





Ask your jobber salesman, 
or write direct for 1949 catalog 
in full colors. 


METAL INDUSTRIES, INC. 
1420 East 20th Street 
Indianapolis 7, Indiana 











WHAT'S NEW 





Matched Bath, 
Kitchen Accessories 


The Autoyre Co., Oakville, Conn., 
is offering a line of matched bathroom 
and kitchen accessories in lustre chrome 





finish to be known as “Fairfield.” Consist- 
ing of eight matched pieces, the line 
is modern in design, substantially-pro- 
portioned with three in. wall brackets 
and heavy-duty bars in fluted shape. 
Individual items are suggested to retail 
at about $1, $1.25 and $1.50. A display 
panel, illustrated above, is available to 
retailers without charge except for the 
cost of the pre-mounted fixtures. On 
the board are: wall soap dish, combina- 
tion tumbler and tooth-brush holder, 
toilet tissue holder, 18 in. towel bar, 
24 in. towel bar and twin towel bar. In 
addition, line includes a twin corner 
towel bar and a five-bar towel shelf. 
Display panel, is adaptable for wall, 
counter or window display. Base is 
double-slotted so that two display panels 
may be inserted back to back. 


Teddy Kit 

A sanding, polishing and grinding 
set, the “Teddy Kit,” comprised of a 
swivel action, multiple purpose buffer 
with accessories is offered by the Fred 
V. Fowler Co., 137 Federal St., Boston, 
Mass. Designed to fit any electrical 





drill, says maker, and is adaptable to 
waxing, refinishing and smoothing fur- 
niture, floors, cars, etc. Available in 
three different sizes with 344, 5 and 6 
in. heavy flexible rubber discs, that 
bend into curved surfaces. There are 
six heavy backed garnet sanding discs 
with the kit as well as a shearling 
lamb’s wool bonnet. Sanding discs do 
not require cementing and are inter- 
changeable with the lamb’s wool bonnet. 





Philco Farm Radio 


Philco Corp., Philadelphia, Pa., is 
offering an all-purpose table model 
radio, 101, operating on AC or DC or 
batteries and designed for the farm and 
rural market. Model has four tubes 
plus rectifier and is housed in a plastic 





cabinet. Offers standard broadcast ban 
coverage. Regular and heavy-duty Philco 
batteries are available. Suggested to re- 
tail for $42.50, less batteries. 


Hotpoint Clothes Washer 


Hotpoint, Inc., 5600 W. Taylor St., 
Chicago 44, Ill., offers au improved auto- 
matic clothes washer designed for auto- 
matic performance at the setting of a 
dial, yet leaving selection of the quan- 
tity and temperature of water to the 
judgment of the operator. Maker states 
that the use of a patented agitator as- 
sures efficient performance with a small 
amount of water in the tub. Maximum 
hot water required for a tub of 8 lbs. 
of clothes is 16 gals., and a complete 
washing may be done with half that 
amount of hot water, says Hotpoint. 
Time required for washing and spin 
drying a full load is about 30 minutes. 
Rinsing cycle includes one warm spray, 
one cold and a deep overflow which floats 
residual soap and scum into the drain 
from the water surface. Machine is 
equipped with automobile type fluid 
drive which automatically adjusts the 
spin drying speed to assure efficient 
waler removal from bulky items such as 
bath mats and throw rugs. Washer is 
85 in. sq. 
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FEDERAL TOOL’S No. 923 






HOW ABOUT YOU? 
preparation more pal F 


























Take advantage of this sales-proved 
Special Assortment — and its free 
window/counter display, as illus- 
trated—to boost volume and speed 
turnsover on the popular, profitable 
matched line of Federal Practical 
Housewares. No. 923 Assortment 
totals 17% dozen (shipping weight 
150 Ibs.) ...includes 17 different 
numbers...has a retail value of 
$93.54. Quantities op items range 
; from %-dozen to 3-dozen, deter- 
yates. ; a et mined by an analysis of national 
dealer sales figures. The window 
= aon Wh , : display measures 48” x 44” x 18” 
: ‘ 3 deep; is die-cut to hold one each 
of the assorted items; has descrip- 
tive text and illustrations to show 
various uses of the products. For 
complete details, see our repre- 
sentative ... see your jobber... or 
write us direct. 


FEDERAL 


Practical 
HOUSEWARES 







FEDERAL TOOL CORP., 3600 W. PRATT BLVD., CHICAGO 45 
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A jobber named Kayses, 
And a dealer named Sills, 
Are singing the praises 
Of SHARON REFILLS. 
Investment is small; 
Stock stays complete; 
Profits are tall; 

And shelves remain neat. 


Just a few pennies’ cost— 
And your Assortments aren't barren— 
Sales are not lost— 


With REFILLS by SHARON!, 


Contact your jobber now for the refills you 
need, or write direct for the Sharon Story. 


x; 4b 
Shavot Bott. andl, Screw! Lo. 


BOSTON 10, MASS. 











Quality Line of Door 
Pulls and Handles... 


| "Finished to a 
High Lustre 
EDA Brass or 
Me. 130 We. 131 
BA Satin Finish. 
we. 102 
-—*) Also Available 
Cho—4) _in Polished and 
Me. 120 
by Dull Chrome. 
fo, 125 


Write for Catalog No. 4-A Fully Illustrating 
Our Builders’ Hardware and Specialty Items. 


Rockwood Manufacturing Co 


Rockwood, Pennsylvania 
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WHAT'S NEWT 


Improved Wear-Ever 
Coffee Makers 


The Aluminum Cooking Utensil Co., 
New Kensington, Pa., is promoting its 
improved coffee makers that “went to 
college,” built to specifications resulting 
from research conducted by the com- 
pany. The drip coffee maker is made 








of hard sheet aluminum with cool heat 
resisting bakelite handles on both coffee 
pot and water container. Features drip- 
less welded spout, coffee basket fitted 
with locking device. Coffee basket and 
water container each have cup mark- 
ings. Cover fits both water container 
and coffee pot. Holes in water container 
and coffee basket are of the size and 
correct number for maximum extraction 
of flavor. Maker claims basket cannot 
fall off, rim of basket fits over edge of 
coffee pot; also fitted with bayonet lock. 
Made of silvery aluminum, the metal 
that is said not to affect the flavor or 
clarity of the coffee. Percolator has a 
broad flat bottom, seamless dome cover, 
fitted with removable, glass inset, coffee 
basket deep enough to permit coffee 
ground expansion. Perks are available 
in 2, 4, 6, 8 and 12 cups, suggested to 
retail for from $2.25 to $3.95 and drips 
in 4, 6 and 8 cups, suggested to retail 
from $3.25 to $4.25. 


'W ipe-It-On' 
Auto Enamel 


Anchor Auto Supply Co., 8400 Hough 
Cleveland, Ohio, is offering Century 
“Wipe It On” auto enamel which is 
suggested to retail for $2.98 per qt. 
Colors wipe on with cloth or powder 
puff according to maker. Applicator 
furnished without charge with each 
quart. Also reported to eliminate mask- 
ing, streaks and lapmarks. Claimed to 
dry dust-free in an hr., to a glossy finish. 
Guaranteed for two years against crack- 
ing, peeling, fading and chipping. Avail. 
able in black, dark green, light green. 
maroon, gray, dark blue and light blue. 
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THE STEWART IRON WORKS CO., Inc. 
1637 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 


Gates; Iro 








Necessity | 
ON EVERY 
FARM 


ON EVERY 


JOB 


Order through Your Jobber 


EMBURY MFG. CO., WARSAW, N. Y. 


HARDWARE AGE, FEBRUARY 24, 1949 











’ : 
Fea 
Am 
Crafte 
autom 
minin 


alumi 


used ¢ 
may | 
sprink 
felt he 
a visil 
correc 
and a 
Ibs. pr 
needec 
water 
shapec 
unit i 
pletely 
proved 
a 
for ye 
carton 
weight 
$9.95. 


‘Rol- 

E-Z- 
City 1 
wardre 
itself a 
of ope 
in a re 
per ce 
mildev 
for ak 


XK 


packag 
Finishe 
grainec 
side ai 
Set-O-) 
Grippe 


HARD 








« Wire 

e Parti- 
4 Sliding 
1d many 
sre today 


»., Inc. 
|, Ohio 
te 1886 


RON 


and 
IRE 


, 1949 








‘Feather-Way' Electric Iron 


American Thermo Appliance Co., 
Crafton, Wis., offers the “Feather-Way” 
automatic electric iron made with a 
minimum number of working parts. Of 





aluminum construction, the iron may be 
used as a steam iron. Maker claims it 


may be used on all fabrics without 
sprinkling. Set on its heel, it will steam 
felt hats, ties, ribbons, velvet, etc. Has 
a visible heat selector that provides the 
correct heat for various types of fabric 
and a safety valve that opens at 8 to 10 
No artificial measures are 
needed to control steam. Has large 


lbs. pressure. 


water capacity and bakelite handle is 
shaped to fit the hand. Calrod-type heat 
unit is cast into the sole plate, com- 
pletely sealed against moisture. Ap- 
proved by Underwriters’ Laboratories, 
A. C., 110-120 volts only. 
for year. Each iron in an individual 


Guaranteed 


carton, packed three to case, shipping 
weight, 17 Ibs. Suggested to retail for 
$9.95. 


"Rol-A-Dor' Wardrobe 


E-Z-Do, 261 Fifth Ave.. New York 
City 16, is offering the “Rol-A-Dor.” the 
wardrobe with a door that rolls up by 
itself at a touch of the latch. This method 
of opening the unit demands less space 
in a room. Closet is treated with a five- 
per cent DDT solution and also with a 
mildew preventive. Offers storage space 
for about 20 garments plus hats or 





Xi 


packages in the hat shelf compartment. 
Finished in blond maple in a new 
grained effect and is wood framed in- 
side and outside. Features two-piece 
Set-O-Matic construction and _ Invisa- 
Grippers. Suggested to retail for $7.95. 
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RETAILS AT 


$hA% 


get-priced tool with 
powerful appeal! 


Has All These Latest Features 


@ 8" blade cuts to 2/."" depth. @ Husky saw arm and cradle swing in double 
@ Rip fence fastens front and back of table. trunnion. 

@ Rip fence operated by micrometer adjust- Lubricated-for-life ball bearings. 

ment, full width of table, usually found only Blade tilts to full 45°. 

in much higher priced saws. Table stays flat. 

18" x 15" rust-proof, cast table. (Extensions @ Heavy duty, one-piece base, finished in gray 
available.) crackle paint. 


For complete profit story on the full line of Sprunger Bros. 
woodworking power tools, write, wire or phone, today! 


SPRUNGER BROS.INC. TOPEKA, 


Awkward Jobs Made Easy with 


WISSOTA’S 


¢ 100% ACCESSIBILITY TO WHEELS 
e WIDER WHEEL SPREAD 


IND. 























Lcinfpeemagiion 
GRINDERS 












Backed by most years experience in 
design and manufacture of tool grinders 


Practical in design. Shielded, heavy |/3 H.P. motor is adjustable 
behind abrasive wheels on one piece streamlined frame. Acces- 
sibility to wheels 100%. Wheels can be worn down to the core 
An ideal sharpener for the farm, garage, home workshop and 
shops where awkward grinding jobs are encountered. Big and 
husky—top quality vitrified wheels—attractively 
priced—a fine sales builder. Supplied as illus- WRiTE For 
trated or with two tool wheels. Ask your jobber. DESCRIPTIVE 
ATA ALOG 
A FULL LINE OF TOP QUALITY TOOL GRINDERS & WHEELS 


WISSOTA Wanufacturing Ca. 





MINNEAPOLIS 4 
MINNESOTA 
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TOOLKRAFT 


SOCKET WRENCHES 


Rs 


THE 


the answer to 
most of your 
socket wrench 


problems! 


Here’s a ‘department’ in one 
pocket-size metal box. Largest 
set includes wrenches (3/16” 
to 3/4”) a rugged ratchet 
wrench and 
two offset 
handles. 
Breaks down 
into 5 smaller 
sets. 









MAIL 


TAIOt Lagi CORP. 
WATERBURY CONN. 





CCeeasersmeaasawseseeee 
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Please send ‘Military’ 
Wrench Folder. 
ADDRESS... ih ee ae ects 
SEES STACE ........... 


Socket 


COUPON 
NOW ! 


weseersramesassawme 








WHAT'S NEW 





Titan Radiant 
Fan Wall Heater 


Titan Mfg. Co., Inc., Buffalo, N. Y., 
offers a built-in type of wall heater 
which is said to combine all the benefits 
of radiant heat with fan-forced heat. All 
heat generated by the radiant coils is 
driven out of the case by fan-blown air, 
therefore eliminating the necessity for 
special insulation as the portion of the 
casing set into the wall is said to be 
always Maker says this wall 
heater fits between standard studding 
in both new homes and old. Safety and 
economy feature is incorporated in a 
toggle switch guard. Unit has a white 
baked enamel finish with a polished 
chrome grill. Model 600 has 1600 watt 
power and is supplied in standard 110- 


cool. 





120 volt 60 cycle A.C. capacity. Front 
panel dimensions are 10 by 14 in. Back 
of wall box dimension are 3 by 9 by 
12% in. Suggested to retail for $16. 


Trellises, Fences 


Concord Woo lworking Co., Inc., West 
Concord, Mass., is offering its spring- 
time line of wooden trellises, fences and 
arbors. Lumber used is finished to 
smooth surfaces. All items are painted 
with a durable, outside, gloss white 
paint. 


New Brush Catalog 


Pitegoff Brothers, Inc., has published 
a new 40 page brush catalog. This 
booklet is profusely illustrated and con- 
tains a large selection of paint, varnish 
and many other types of brushes. The 
loose leaf format permits insertion of 
additional pages. The index and cross 
index give easy access to its contents. 
Dealers and wholesalers may obtain 
a copy of this catalog from 320 Van 
Buren St., Brooklyn 21, N. Y. 
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'Hydroway’ 
Vacuum Cleaner 


Hydroway, Inc., 201 N. 


Philadelphia 7, Pa., is introducing 


“Hydroway” the cleaner which picks 


dirt and dust up through a flexible rub- 


ber hose called Multi-Flex, which can be 
pulled out and compressed like an ac- 
blows it down the sink 


cordion, and 
drain. Dirt is combined with a stream 
of water and washed down the drain. 
Hose will stretch to five 


original length enabling housewife to 


clean all the rooms on one floor without 
moving the machine. Made of pure rub- 
ber, hose is said not to collapse under 
suction, and when stepped on will re- 
turn to its normal shape. Reported to 
be highly resistant to abrasion and will 
not scratch furniture in home. Weighs 
19 Ibs. with all attachments. Cleaner 
consists of a suction unit driven by a 
one-half h.p. motor. Disposable nylon 
screen is used to catch hairpins, marbles 
or paper clips. 


‘Zoff’ 

A cream-emulsion designed to remove 
old wax film, imbedded dirt and prepare 
surface for rewaxing, repolishing and 
Wipe-On. For floors, furniture, lin- 
oleum, painted walls. Suggested to re- 
tail for 49 cents, pt., 89 cents qt., and 
$2.95 gal. Embree Mfg. Co., Elizabeth 
4, N. J. 
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Broad St., 


times its 
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Do you know the sales points for your 


DISSTON Hand Daws ? 














DISSTON STEEL 








‘oad St., 


... Sales clincher No. 1 
ii for your Disston Saws 















h can be 

€ an ac- 

the sink a ‘ 

= callie Squinting an eye, a man in your store 

e drain. “sizes up”? a saw blade. He likes to 

imes_ its ‘ ‘ : 

e watch its lively flex, too. And he listens 

ewife to ) 

without for that deep twong-g-g. . .. He thinks 

ure rub- E ‘. % nt 

. or asks, “‘Is this your finest steel ? 

e under . ’ 

will re- 

orted to You give him accepted evidence of 

and will 3 

Weighs the most highly developed steel a saw 

Cleaner can have, when you say, “This saw 

en by a . J — ‘tel 12? 

is salen is made of Disston Steel! 

marbles 
You can be positive—confident—en- 
thusiastic—about Disston Steel... 
Disston-made in modern electric fur- Your customers can’t 

) Femove naces, for utmost purity and x-ray this steel in your 

prepare _ , a * . 

ing and closest control. _. — But they ap- 

ire, lin- — ‘ provingly judge that 

d to re- | oli ; , 
1s rlistening-smooth Disston 
& AAA AAAAAAAAAAAAAAAAL é 

qt., and Skilled AAA AAA AAA AA AAAS ea ; ; 4 

‘lizabeth Disston finish. ‘They are ready to 
metallurgists . . . the alert Disston sell themselves that such fine steel puts off re- 
laboratory staff... critical Disston sharpening and helps them to work with skill. 
inspectors ...safeguard every stage You see it’s worth it to know and talk up 
of rolling, shaping, hardening, tem- Idisston Steel. Next to yourself, it is the surest 
pering and grinding Disston Steel. sales closer for Disston Saws. 


When you sell a DISSTON product you 


Henry Disston & Sons, Inc. 


254 Tacony, Philadelphia 35, Pa., U. S. A. 
Canadian Factory: Toronto 3, Ont. 
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SWINGS 


iT BENDS 


95% OF 

ALL CORD 

SET TROUBLES 

A BIG VOLUME, FAST MOVING 
LONG PROFIT SPECIALTY! 


Eliminates 95°% of all cord set troubles. 
Wireless swivel plug keeps cord from 
heat of electric iron, eliminates cord 
chaffing, twisting — no broken wires, 
no shocks, no inconvenience. Finest 
quality cord. Two smartly styled 
models, two price ranges. A proven 
seller. Women who see it will try 
it; women who try it will love it. 


FREE DISPLAY CARD 


Holds one WRIST ACTION 
set, and illustrates unique 
swivel action. 







plete details and prices. 


DAVIS Mfg. Company 





; 2 | 





PLANO 1, ILLINOIS 





AN AMAZING LIQUID WOOD SWELLER 


CHAIR-LOG 


17 aq TIGHT LOOSE FURNITURE 





dealers-sEND FOR FREE SAMPLE 
THE CHAIR-LOC COMPANY, Freeport, N.Y. 
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WHAT’S NEW 








Joy Scissors 


Rex Cutlery Corp., Irvington, N. J., 
offers color-treated handles on scissors 
and shears in dark Cadillac shades of 
green, blue and red. Joy has created 
the “New Look” for shears by provid- 
ing every implement, scissors and shears 
with colored Vinylite cases. Besides 
protecting points and blades, a novel 
two-tone effect is achieved. Also avail- 
able, for the baby, is a safety baby set 
in pink and blue containing a baby’s 
scissors with safety points and a baby 
clipette with a safe, tiny head, says 
maker. Both are available individually 
in separate cases at no extra cost. 


Enameled Ware Utensil 
Promotion Data 


The Enameledware Utensil Manufac- 
turers Council, Merchandise Mart, Chi- 
cago, Ill., is making available to dealers 
colorful window streamers, display 
cards, and other tie-in material for the 
March Enameledware month promotion. 





Trimz Paper Drapes 


United Wallpaper, Inc., Merchandise 
Mart, Chicago 54, IIl., is offering five 
decorator styled patterns in the Luxury 
line of Trimz ready to hang paper 
draperies. Features a full 90 in. sep- 
arate valance with a separate rod chan- 
nel. Designed to fit any window, wide 
or narrow on single or double rods or 
cranes. Five patterns include large scale 
florals, bold stripes and modern leaf 
sprays and colors include a variety of 
salable neutral shades, dark reds, 
blues and greens as well as chartreuse 
and black for backgrounds. Three floral 
patterns are “Shasta,” “Rockingham,” 
and “Westmorland.” For both modern 
and traditional settings is the “Pussy- 
willow” pattern, a colorful combination 
of large fern-like leaves and willow 
branches. Fifth pattern, “Chelsea,” 
shows a bright bouquet of flowers 
against a lace stripe. Favorites, includ- 
ing Smart Set, Dutch Kitchen, will be 
retained. All seven designs with the ex- 
ception of the latter will retail for 98 
cents and the latter for 49 cents. 


Another Ta-pat-co 


You'll recognize this new Ta-pat-co buoy- 
ant vest as a sure-fire seller to fishermen 
everywhere. Attractive design, quality 
construction and moderate price make it 
a natural profit-builder. Filled with new 
Java Kapok, covered with high quality 
drill and designed for arm-free casting 
and other activity, it fits all wearers re- 
gardless of size and is reversible for con- 
venience in putting on. It’s one of a long 
line of Ta-pat-co outdoor and marine 
products. Write us or see your jobber for 
details. 


The AMERICAN PAD & TEXTILE CO. 


GREENFIELD, OHIO 





CANADIAN BRANCH: CHATHAM, ONTARIO 








the 
leader 
in 


CAULKING EQUIPMENT 
GUNS .. . world’s most 
complete line—including ro- 


tary handle models. Sizes 1 pt. 
to 2% qts. 





















NOZZLES ... interchangeable, for every 
size and shape of caulk strip. Sizes from 


1/16” up. 


et 


CARTRIDGES .. . plain, extruded or 
spouted caps. Specify VITAL cartridges 
from your: caulk supplier. 


Keep VITAL caulk accessories in front of 
your customers and reap the benefits of 
this lucrative business. Order from your 
jobber! 


JOBBERS Order now— 
Vital Products Vtg. Cs. 


7500 Quincy Avenue Cleveland 4, O 
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Granite State Lawn 
Mower, Edger 


Granite State Mowing Machine Co.., 
Hinsdale, N. H., has added two new 
models to its line. The 17-in. lawn 
mower, Model 505, features ball bear- 
ing roll, precision reel bearings, oilite 
bushings, flower guard, positive roll ad- 
justment, one piece steel bedknife, and 
10- by 1%-in. semi-pneumatic rubber 
tires. Handle is tubular steel with 
molded rubber grips. All moving parts 
of both units are packed with a lubri- 
cant said to be sufficient for a year of 


operation. Shipping weight is 44 Ib. 
Suggested to retail for $31.50. Also 


available is the Capitol trimmer and 
edger, Model 480, which has five blades 
of all steel construction, precision wheel 
and pinion gears, oilite bushings, and 
a solid rubber tire, serrated to provide 
better tread. Latter feature eliminates 
noisy operation on walks and driveways. 
Ideal, says maker, for trimming close to 
side of buildings, around trees and for 
achieving a fine edge along the walk, 


driveway er garden, the machine is 


turned upside down and the sharp- 
edged disk and miniature plow are 
utilized. Also is equipped with wide 
flower guard. Other features are an 
“Oilite” bronze bushing in the wheel 


and pinion gear, special alloy die cast 
wheel and pinion gear, insuring accurate 
mesh according to Granite State, and 
a positive two screw adjustment with 
eccentric bushing to bring bedknife in 
exact line with reel. Cutting width is 
6 in., cutting height, 4 to 1% in. Ship- 
ping weight, 18% lb. Suggested to re- 
tail for $18.75. 








Dealer-Proved for Quick Sales 
— Steady Turnover 


An instant hit with everyone who has ever 
tried to cook outdoors. Cooks everything, from 
a hamburger to a full meal —as easily as at 
home. Broils, grills, or fries without pans. No 
bulky equipment to carry. Big vented fire pan 
burns wood or charcoal, windguards confine 
heat, save fuel. To change heats you move 
the fire — not the food — with safe detachable 
handle. Hi-Lo sets up in a jiffy. Simply and 
ruggedly built. Complete with carrying case. 

CATALOG NO. HW 1300. 










EVERY Well ayalas WHO 





THE Mulii-Line CLOTHES DRYER 


Provides full 50 feet of drying space, yet 
uses only 2‘ x 2’ of floor space. Light to 
carry, sets up in a jiffy, stores in a space 
only 7'‘ deep. Women use it when they 
iron, wash—for drying baby clothes. It’s 
snag-proof, warp-proof— should last a life 
time. Easily-cleaned Kromolite plated finish. 
Shipping weight, 12 lbs., packed 3 toacarton. 

CATALOG NO. HW 1229. 


B 
DISPLAY THESE RUBBISH 


“ZIPPER TOP” 


The unique burner with non- 
losable “push-pull” top and 
\ sag-proof “Volcano” bottom 
il | that’s 300% stronger. Conical 
shape gives powerful draft for 
complete burning. Shipped 
nested, dozen to a bundle. 

















PullAny * 
loop... || 
IT’S OPEN! 





Loop... enh 
IT’S CLOSED! nt in| 


Two Models. Heavy Duty, HW303. 





Price Leader, HW1270. Both have 
rust-resisting galvanized finish. 





SEES THIS WORKSAVER 


URNERS FOR @ 


Push Any iti ji, 

















HOTTEST! 
4 HOTTER! 
HEATING HoT! 
LEVELS WARM! 














Display the Hi-Lo and let it build 
sales of related picnic items 









WANTS IT! 

















“FOLD FLAT” 


Easy to display, easy to 
stock, easy to sell. Quick- 
Burn “tunnel” draft lets air 
get under rubbish for com- 
plete, faster burning. Non- 
losable top opens at flick 
of a finger. Strong 1° mesh 
Galvanized finish 

CATALOG No. HW1310. 





Folds down to 
3134"'x 28" x 1472" 
for storage. 


Quick- Burn 
Draft for Per 
fect Burning 





UNION STEEL PRODUCTS COMPANY 


ALBION, 
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Peerless Tops Them All 


IN APPEARANCE. 









PEERLESS 
CONSUMER APPEAL 
MEANS 


SALES 


Peerless Freezers continue to hold 
first place in consumer appeal, ar- 
tistic appearance, quality, and in 
ease of making s-m-o-o-t-h ice 
cream. You'll hear them say, 
"What a Beautiful Freezer". 


Household Sizes: 2 to 10 Ots. 
Hotel Sizes: 12 to 20 Ots. 














ASK YOUR JOBBER 


Winchendon, Mass. 











THE PEERLESS FREEZER Co. 








Mounted on self-selling cards 
Can be retailed profitably for as 


littl ; 
isn 98+ (slightly higher 


west of Rockies) 









wim ant fis 
FAUCET NU 











The O'Malley No. 2 Nu-Seater taps threads in old 
faucet seats for insertion of patented O'Malley brass 
Nu-Seats ... screwed in or out with only a screw driver. 
Absolutely the highest quality, lowest priced tool of 
its kind on the market. Everyone needs this tool, which 
brings big repeat business on Nu-Seats . . . retailing for 
12c each with big profit margin for dealers! 

We recommend that the #2 Nu-Seoter 
be used in conjunction with O'Malley No. Remember, too, that everyone who buys Bibb Washers 
2X or No. 3 Drip Stoppers for reseating : 

faucet valve surfaces to prevent water will also buy just as many Nu-Seats once they have 
—" an O'Malley Nu-Seater. 


Poot of » abhor te ' . . 4 . r . . 
Write, wae ~ ~~ today! ~— Niy-Seaters are made for each size of faucet . . . including the 
4 € tJ. P - ° ee 
#2 for basin cocks and the #3 for swing-type mixing faucets. 











EDWARD O'MALLEY VALVE CO. “¢hicgto vo inols, 








wars WEW 


Twist Drill Grinder 


Keystone Grinder & Mfg. Co., Locust 
& Marion Sts., Pittsburgh 19, Pa., offers 
the Keypower twist drill grinder whose 
standard equipment accommodates all 
standard twist drills from %4 in. to 1% 
in. diameter whose drill diameter ex- 








ceeds shank diameter. Maker says per- 
fect centering, accurate lip clearance 
and correct cutting angle are assured by 
rigid position of drill holder in rela- 
tion to grinding wheel. All drills re- 
dressed on face of 7 by 1% in. fully 


| vitrified aluminous oxide grinding wheel 
| kept square and glaze-free by standard 


redresser furnished as standard equip- 
ment. Features precision-built, one-piece 
bed plate adaptable for permanent instal- 
lation. Unit is portable size, 17 by 12 by 
10% in.; shipping weight about 85 Ib. 
For precision redressing of flat drills, 
chisels, plane bits, adzes, mattocks, etc. 
Reported also to be suited for general 
grinding. 
‘Step-Up’ Display Sets 
Nussbaum Display Mfg. Co., Berne, 
Ind., is offering the “Step-Up” display 
sets which are crafted of fine hardwood 
and sanded to a furniture finish. A clear 
lacquer emphasizes the natural color 
and grain, says maker. Neutral tone 
harmonizes with other fixtures and 
colors and the classic lines are designed 
to blend with any designs. May be used 
to make-up counter, table island and 
window displays. 


Johnson Window 


Package for Spoons 


Louis Johnson Co., 40 N. Wells St., 
Chicago, IIL, is offering an eye-catching 
package for its entire line of spoons. 
Package is printed in orange, black and 
white and features an open top covered 
with transparent acetate. This “window” 
top keeps out the dust. All the weedless 
spoons, Silver Minnow and Triple Hoo, 
which are available in pure silver, 24K 
gold and black-nickel finishes, and the 
Sprite and Caper which are chromium. 
plated, are shipped in the new package. 
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7 *Lawnshaver' 
} 
Southern Metal Stamping Co., Inc., 

Se New Orleans, La., is offering the “Lawn- 
shaver,” which the maker states can 
climb a 45 deg. grade by slightly de- — 
pressing its handle. Power mower cuts | sansa peRNVERKS angus wars he 

aw Pee sTEet 

cust | 

fers 

10Se 

all 
; Bow &, 
- MM POW oaws Z 
3 STEEL TELLS THE STORY! 
i ispemieetenntiiommeiinendinaae ® 
If there’s one tool where steel spells the designed for heavy bucking, the frame is of 
difference between satisfaction and strong seamless Swedish Steel tubing for extra 
language . . . that tool is a Bow Saw. That's strength and light weight. It is equipped with 
why generations of men who knew, looked @ tension lever for easy blade insertion, and 
for the world famous “Fish & Hook” Trade Sandvik’s patented ring blade fastener. 

e continuously even when not in wtp Mark on the Bow Saws they bought. In this There’s a Sandvik Bow Saw to meet every 
ke ten 4 as ae celles respect times haven't changed, because there customer's requirements. The “Fish & Hook” 
adjustment. Once the unit is in motion } §s only one Sandvik Swedish Charcoal Steel t-ade mark is his assurance .. . and yours 
no controls are needed for operation. quolity . .. the finest! That means a keener . . of true Bow Saw value. 

By raising the rear drive wheel from edge, faster cutting, longer lasting, and less 

boll the ground with the reel still cutting it o, . os ng, : 

_ can be maneuvered the same as a hand sharpening. Naturally, such blade superiority x D VI « 

“nf mower. Has chain drive on reel and deserves the best in frames, and it gets just S$ A 

- on wheel. Reel turns on ball bearings. a 

oe, Solid steel construction, %-in. solid that in Sandvik Bow Saws. In the Model #8, SAW & TOOL CORPORATION 

ly steel bars support engine, heavy duty 47 WARREN ST. NEW YORK 7, N. Y. 

eel steel wheels. Has 18-in. cutting reel, 

rd four-cycle, 144-hp. Clinton gas engine. —_ ee 

7 No mixing of gas and oil. 

ce 

al. ° 

by Lumite Screen-O-Mat 

Ib. ° 

" Display Rack 

te. In a recent editorial item describing 

ral the Chicopee Mfg. Corp. of Georgia’s, WEN 
1949 Lumite Screen-O-Mat display rack SECRET of 
that displays, dispenses, measures and | a, 
cuts Lumite, the suggested retail price | “ i FINE ROSES WORLD'S LARGEST- SELLING 
was given as $19.95. Actually this price | sure ns tent T R. |. Oo G E N j 

1e, — — a pe 00 order of six | = WORDS UNS SMG GROW OF RSE “GROWERS GROUP OF ROSE-GROW-ER od 

ay rolls of Lumite is placed. | ; 

od bits WIDELY ADVERTISED 

} ’ ° ‘ 

od Magic Ice Carpet This year more than ever National 

‘ a” Sgaaca ais a Magazine Advertising is creating even 
wget ao —_ se wr pon ode greater consumer demand for TRI- 
nd Chicago 10, offers 4-ply galvanizec OGEN ... “Rose GROW-ers”—3-Way 
ed steel wire strips that provides the spin- Rose SPRAY ... 3-Way Rose DUST 
ed ning wheels of the car the needed trac- . 3-Way Rose FOOD. 
ad tion. By slipping a strip in the track of "Be sure you are pre- 

each of the two rear wheels, the car is 2) en pared for bigger sales 
soon able to roll. Suggested to retail nae ud) eat or of TRI- OGEN Rose 
for $1.25. GROW-ers. 
| MILLIONS OF READERS 
| TRI- OGEN ALONE GIVES YOU FINER ROSES! 

Le» | To please your discriminating customers and 

ig | create repeat sales, feature the full line of fa- 

. FEATURE THE “ogen” LINE Sancti rena cs ne 

id | These are the insecticides, fungicides KILLOGEN ... . fine plant insecticide 

d and pest controls that are known and ee 5 ss the — in his a 

” preferred everywhere. Order today. hain oe - ae pede mag ere 

3S Point-of-sale advertising available. TOXOGEN . x = comneles DDT, kills insects 
‘ Rose Manufacturing Company, Dept. CORN EAR WORM DROPS... kills worms 
K B-129, Ogen Building, Beacon, N. Y. RAF INSECT KILLER .. for household use. 
ie 
sé ” 
¢ “OGEN” PRODUCTS BRING QUICK PROFITS @ 
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Advance Registration Plan 
For Southern Convention 


The advance registration plan | 


will be used for the joint an- 


nual convention of the Southern | 


Association 
Hardware 


Wholesale Hardware 
and the American 
Manufacturers Association to be 
held at the Palm Beach Biltmore 
Hotel, Palm Beach, Fla., April 
4 to 7, inclusive. 

The call for delegates’ names 
for the advance registration list 
went out Feb. 
noon, March 
for the return of advance regis- 


While the 


vention opens officially on Mon- 


tration forms. 


day, April 4, registration will be- 


gin this year at 9 A.M., Sunday, | 


April 3, 


for association members and man- | 


ufacturers agents only. Registra- 


tion will continue on Monday for | 


members and manufacturers 
agents, and will be opened on 
that day for guests and visitors. 
A full half day special sport- 
ing goods sesson will be conduct- 


ed, Monday morning. The 


G. E. POINDEXTER 
ELECTED VICE-PRES. 
OF SHAPLEIGH HDWE. 
G. Edwin Poindexter, treasurer 
of Shapleigh Hardware Co., 900 
Spruce St., St. Louis, was elected 
a vice-president of the company 
along with the office of treasurer. 
Mr. Poindexter joined the em- 
ploy of the hardware wholesale 


company in 1922 being employed | 


first in the collection department 


then in the credit department and | 


then in 1934 became assistant 
treasurer. The following year | 


he was given full charge of the 


credit and collection departments | 
1942 was made treasurer | 


and in 
and a director. 

A. Wessel Shapleigh, Jr. and 
Alfred Lee Shapleigh, I[—sons 
of the president, were elected to 
the board of directors. 

A. Wessel Shapleigh, Jr., was 
first employed by the Boatmen’s 
National Bank of St. Louis whose 
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11 and Monday | °°. See 
3 . | principal speaker Hon. Spruille 
14, is the deadline | 


con- | 


this registration being | 


such topics as organizing a 
sporting goods department and 
selection, training and compen- 


men. 


| sporting goods program, open to 
| all wishing to attend will discuss 
| 


sation for sporting goods sales- 
The official joint opening 


session, that evening, to be ad- | 


dressed by Dr. George Benson, 
College, 


president, Harding 


Seary, Ark. 


Braden, former Assistant 


tary of State, who will discuss the 


international outlook. 


SWHA will hold a 


separate 


ing prior to the joint session and 
will discuss: stock, expense and 
| and returned goods problems. 

Wednesday’s joint session will 


vice-president, James B. Clow & 
Birmingham, Ala. and 
Arch N. Booth, manager, United 
States Chamber of 
Washington, D. C. 


Sons, 


Commerce, 


employment he left to enter the 
Navy—attaining the rank of Lieu- 
tenant. Upon being discharged 
in 1945 he entered the employ of 
| the Shapleigh Hardware Co., at 
the end of 1945 in the credit and 





A. WESSEL SHAPLEIGH, JR. 


The Tuesday morn- 
ing joint meeting will have as its 


credit controls, incentive plans, 


business session, Tuesday morn- | 


be addressed by Warren Whitney, | 





Secre- 





A. L. SHAPLEIGH, II 


collection departments. 

Alfred Lee Shapleigh, II after 
Yale in 194] 
was first employed by the Fed- 
Reserve Bank of St. 
and continued his employment 
there until the outbreak of the 
war at which time he was com- 
the United States 
attaining the rank 
Upon his discharge 


graduating from 


eral Louis 


missioned in 
Navy 
Lieutenant. 
in 1945 he also entered the em- 
ploy of Shapleigh at the end of 


of 


1945 as an assistant in personnel, 
administrative and warehouse 
management of the company. 
All other officers and directors 
of the company were re-elected. 


EKCO APPOINTS TWO 

DIV. GEN. SALES MGRS. 

Frederick Keller. vice-presi- 
dent of Ekco Products Co., 1949 


N. Cicero Ave., Chicago, an- 
nounced the appointment of 


Charles H. Newman as general 
sales manager of the company’s 
nationally advertised brands di- 
the 
John G. Brooks as general sales 


vision and appointment of 


manager of the company’s staple 


brands division. 
Both Messrs. Newman and 
Brooks have previously been as- 


sistant general sales managers. 
There is no change in the sales 

management of Ekco’s individual 

Mr. Keller will 


vice-president — in 


sales divisions. 
continue as 


charge of houseware sales. 








R. M. OLIVER RESIGNS 

FROM PROCTOR ELEC. 

Robert M. Oliver, vice-presi- 
dent in charge of sales for the 


Proctor Electric Co., Philadel- 
phia appliance manufacturer, 
since 1944, has announced his 


resignation from the company. 

A veteran of 20 years experi- 
ence in the electrical appliance 
field, Mr. Oliver has made an 
enviable reputation for himself 
by his merchandising programs 
at both the distributor and retail 
level. 

In announcing his resignation 





R. M. OLIVER 


Mr. Oliver did not divulge his 
plans for the immediate future 
but said that he issue a 
statement shortly. 


would 


ADVANCE O. H. ENGLUND 
TO JANNEY-SEMPLE HILL 
GENERAL SALES MGR. 


Oscar H. Englund has been ad- 
vanced to the position of general 
sales manager of Janney-Semple- 
Hill & Co., hardware wholesalers, 
Minneapolis, Minn. He was 
formerly a sales representative in 
central and in 
Minnesota. the past three 
years he has served as buyer of 


lowa western 


For 


major appliances in which posi- 
tion he has been succeeded by 
Paul A. Husebo. Mr. Englund 
also holds the office of assistant 
treasurer and is a director of the 
company. 
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IRE| AGE while it’s NEWS 
GE FOR | FEBRUARY 24, 1949 
GNS C. NEAL TURNER HEADS | chased a substantial interest in | tained an anti-submarine vessel G. W. ORR BECOMES 
LEC. ECLIPSE LAWN MOWER | the concern. | in the Southwest Pacific for two NATIONAL STAMPING 
e-presi- C. Neal Turner has recently | He resigned his position as | years. VICE-PRESIDENT 
for the been elected president of The vice-president and sales director yas Harold T. Ames, president of 
eee Eclipse Lawn Mower Co., thend pg eg ge APPOINT SALES MGR. =| National Stamping & Electric 
si ° ne on ae | OF ANDERSON STOVE | Works, 3213 W. Lake St., Chi- 
ed his - to assume his new duties at once. | ; 
pany. Prior to his association with the |. \ —— eee eee 
experi- A. J. Sparks Co., Mr. McNeal | aimed to increase the distribution | 
pliance was associated with the Shell Oil and sales of Anderson gas ranges | 
alles ia Ce. ter eee 25 eee, The Got | was made known today coincident | 
himself 10 years with Cll teen spent | with the appointment of Herbert 
ograms in the industrial engineering di- C. Erhard as sales manager of 
1 retail vision throughout the Mid-West, | the Anderson Stove Co., Ander- 
and the last five as Grand Rapids | “°™ Indiana. 
znation district manager of all operations Mr. Erhard’s new appointment | 
both industrial and automotive. | Was announced by J. T. Mascuch, | 
or His industrial engineering ex- president “ the weeene Sans. 
| perience includes 12 years of ser- Inc., Newark, N. J., which re- 
7 | cently took over complete con- 
trol of Anderson Stove with the | 
intention of stepping up the stove 
company’s production facilities 
| as well as its sales and promotion 
activities. 
C. NEAL TURNER Mr. Erhard had been with the 
Standard Gas Equipment Corp., G. W. ORR 
Prophetstown, Ill. R. B. Flershem, as vice-president in charge of 
president of the parent company, sales of the domestic as well as | cago, Ill, has announced the ap- 
Buffalo Bolt Co., North Tona- | the hotel and restaurant lines. pointment of G. W. Orr as vice 
wanda, N. Y., was also president He has been associated with the president. 
of Eclipse prior to Mr. Turner’s gas appliance business for over S. M. Ford, vice-president and 
election as president at which 34 years, is a member of the eed aim mun & Cb 
time Mr. Flershem became vice- American Gas Association and ane Electric, explained that Mr. 
president of Eclipse. Mr. Fler- | has served on many of the indus- Orr will operate as manager of 
shem will, however, continue as White Cross appliances and also 
ennai. a toe: racic -iggaalimmaatay 
sre his was formerly general manager of sacl ia cocigetn 
future the lawn mower company having H. EDWIN MeNEAL ‘ Mr. mee wane formerly with the 
. . General Electric Co., as trafhe 
sue a previously served as the Phila- : ‘ 
delphia district manager of Buf- vice with the Tide Water Oil Co.. | appliance representative in I aed 
falo Bolt. Prior to that he was | and five years as an industrial | delphia, and dater was in charge 
eliliesed with Atles Tack Corp., designer with the Otis Elevator | | of the Philadelphia branch of the 
i , P a Te | OPA housewares and appliances 
UND Fair Haven, Mass., for 10 years | “°- pong tian canine § 
as a division sales manager and SS Se ne 
TILL etch Saleen 8 : the Navy, Mr. Orr became divi- 
R. later as district sales manager 0 J. R. CONYBEARE MADE eal uta widens te On Oh 
rn the middle west. WOOSTER RUBBER gre er ay eg 
aeacaail GEN. SALES MGR. 
mple- RANGER. INC. NAMES J. Robert S. Conybeare has | INDUSTRIES 
alers, : been named general sales mana- | | ROYAL OAK 
was H. E. McNEAL, PRES. ger of The Wooster Rubber Co., MOVES TO GRAND HAVEN 
ive in H. Edwin McNeal has been | Wooster, Ohio. Harold Bell, president of Royal 
‘stern named president and _ general Mr. Conybeare joined Wooster | Oak Industries, has announced 
three manager of Ranger Inc., Rock- | Rubber in 1947, following service | HERBERT C. ERHARD | the moving of its entire manu- 
er of ford, Mich. as advertising manager and as- | | facturing operations to Grand 
posi- Mr. McNeal takes over the post | sistant sales manager of Dailey | ''y’s special committees as well | Haven, Mich. 
d by recently vacated by the death of | Mills, Inc., Olean, N. Y., and | 28 on WPB’s Commercial Cook- The new Grand Haven plant is 
zlund Edward N. Andrews, former presi- | sales work with Liberty Can & ing Industry Advisory Committee. much larger than the present 
stant dent and founder of Ranger. In | Sign Company, Lancaster, Pa. Mr. Erhard will make his | quarters at Royal Oak, and will 
f the addition to being president and During the war he served as a | sales headquarters at 41 So. 6] provide greater production fa- 
general manager, he has pur- | Naval Reserve officer, and cap- | Street, Newark. cilities and enable faster delivery. 
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DON ALLISON ADVANCED 
TO ASS’T GENERAL MGR. 
DEARBORN STOVE CO. 
C. D. “Don” Allison, general 
the Dearborn 
W. Commerce 


manager of 
Co., 1700 


sales 
Stove 





Cc. D. 


ALLISON 


St., Dallas and Chicago. has re- 
cently been appointed assistant 
general manager of the company. 
He has associated with 
Dearborn for the past two years, 
entering in the capacity of direc- 
tor of sales and purchasing. He 
was later named general 
manager, a position he has held 
until his recent promotion. 
Prior to his 
Dearborn, he was affiliated 
the Westinghouse Electric Sup- 


been 


sales 


connection with 


with 


ply Co., as advertising and sales 
promotion manager, a position he 
held for 18 years. 


MAST-FOOS MFG. BUYS 
IDEAL POWER LAWN 
MOWER DIVISION 

Dallas B. Winslow, head of the 
Mast-Foos Mfg. Co., of Spring- 
field, Ohio, and Ralph B. Rogers. 


president of the Indian Moto- 
cycle Co., Springfield, Mass.. 


jointly announced the sale of the 
Ideal Power Lawn Mower Divi- 
sion of the Motocycle Company 
to the Mast Foos interests. The 
new owners will take possession 
of the properties immediately. 

We will continue to manufac- 
ture the Ideal mowers in Spring- 
field, Massachusetts, Mr. Wins- 
low stated. We are negotiating 
to obtain a long term lease on 
the present Ideal plant at 14 
Wilbraham Road, and it is our 
intention to increase production 
materially. 

There will be a complete line 
of mowing equipment from hand 
through all 
power mowers, up to 
ting gang mowers. 

Ideal, a company founded in 
1900, was one of a group of prop- 


mowers, sizes of 


wide-cut- 


170 





| 
| 
| 





erties acquired by the Indian 
Motocycle Co. in 1945, when 
there was a realignment of the 
various concerns owned by the 


R. B. Rogers interests. Its sale 
follows an established line of 


policy in the course of which all 
properties having nothing to do 
with the manufacture and distri- 
bution of motorcycles have been 
disposed of. 
the hands of a firm that has been 
in business since 1880. 


L. G. DINESEN NAMED 
MERCHANDISING MGR. 
GOLD SEAL COMPANY 


Leo G. Dinesen, former district 
manager of the Gold Seal Co., 
Paul. has 


Minneapolis-St. heen 





LEO G. DINESEN 


promoted to merchandising man- 
ager of the firm at its executive 


It passes now into | 


offices in Bismarck, it 
cently announced. 
Mr. Dinesen became associated 


was re- 


year ago, in the midst of its cam- 
paign of entering 131 major mar- 
kets across the nation. 

Meetings were held for East- 


| New York; for Western Division 
men, January 28 and 29 in Bis- 


Southwest representatives, Feb- 

ruary 3 and 4 in Los Angeles. 
Sales, merchandising, and ad- 

vertising plans of the firm for 

| 1949 will be outlined to the sales 

| force at these meetings. 

E. R. METCALF HEADS 

| EDWIN H. FITLER CO. 


Edwin R. Metcalf has 
elected president of the Edwin H. 
Fitler Co., Philadelphia, it was 
announced recently. N. Myers 
| Fitler remains as chairman of the 
| board of directors. 

Election of four new members 
of the board of directors was also 
| announced. They are Henry 
Hamscher. Jr.. who is also vice- 
president and director of sales, 
Harold G. Metcalf, Stanley W. 
Metcalf, Rexford L. Morris and 
Edwin R. Metcalf. 

Cooper Howell, retiring presi- 
dent of the company, is also a 
member of the board of directors 
and will remain with the com- 
pany in an advisory capacity. 
Other officers include Charles E. 
Kley, treasurer, Joseph Wald- 
man, Jr., secretary and Dale Bb. 
Fitler, Jr.. assistant secretary. 








been | 


; LOWE BROS. APPOINTS 


CENTRAL DiVISION MGR. 
The 


Lowe Bros. Co., Dayton, 


with the Gold Seal Company a | Ohio, has announced the appoint- 


| s 
| ment of Harry Perkins to the po- 


| 
| 
| 


ern men January 24 and 25 in| 


marck; and for West Coast and | 


} 


| 





sition of central division manager. 





HARRY PERKINS 


Starting as a Lowe territorial rep- 
resentative in 1933, he covered 
central, southern and northwest- 
ern Ohio, and was later assigned 
to special sales detail with whole- 
sale distributors in Ohio and West 


Virginia. In 1946 he was pro- 
moted to Central district sales 


manager. 

In his new assignment he will 
direct all sales activities on Lowe 
Brothers products 


trade sales 


| through wholesale distributors in 


southern Michigan and western 
New York state. He will maintain 
headquarters in Detroit, Mich. 





AN OPEN HOUSE FOR DEALERS was held in the auditorium of the new establishment 
of Hibbard, Spencer, Bartlett & Co., Evanston, Ill., Jan. 24 to 28. Monday was designated 


lowa Day; Tuesday, 
and Friday, Michigan Day. 


Illinois Day; Wednesday, Indiana Day; Thursday, Wisconsin Day, 
The dealers were all taken on inspection tours of the mam- 


moth new warehouse and extensive offices and then returned to the auditorium to see fea- 
tured merchandise that was shown in booths by 82 manufacturers as well as the com- 


pany’s lines. 
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REASONS 
WHY 





1 Power driven wheels 9 Puncture proof tires 
2 Power driven heavy duty reel 
3 Power driven sharpener 

4 Five sharp durable blades 

5 Oil tempered lower knife 13 Finger-tip controls 
6 Timken bearings in reel 
7 Positive action clutch 


8 Roller chain drive 






IS THE LEADER IN 


10 Briggs & Stratton 4 cycle engine 
11 Balanced tubular-steel construction 


12 Beautiful "all-weather" finish 


14 Natural-grip, all-steel handles 












Point for point, an Eclipse power lawn mower 
offers today’s best value in effortless, depend- 
able mowing perfection. Powerful and consis- 
tent national advertising is broadcasting this 
sales-clinching story to your prospective pur- 
chasers. It is telling them exactly what to look 
for in the power mower they buy. And, only 
in an Eclipse, can they find all of these outstand- 
ing and exclusive features. 


That's why Eclipse is out in front by far with 
power mower purchasers. It is so much easier to 
demonstrate point for point superiority. Cash in 
on this profitable market. Feature Eclipse. 


The Eclipse Lawn Mower Co., 
2002 Railroad St., Prophetstown, Illinois. 


ROCKET 20” 
Standard or Hi-cut 
models. The ideal 
power mower for 
average size lawns. 

























DISPLAY, DEMONSTRATE, SELL 


the fast-moving, much-in-demand line of 
superior lawn mowers by Eclipse. 









PARKHOUND 21” 
A heavy-duty 


mower designed and 
constructed for 
constant use. 


ROLLOWAY 25” 


For faultless 

performance on 
large lawns, parks 
and estates. 


SPEEDWAY 32” 


A high-speed, 
low-cost mower, 
ideal for larger 
mowing areas. 


WITH THE PREFERRED POWER OF ~ 
_ SS 


No mixing of gas and oil— 
less smoke—less noise. 





“win 4 
MODEL “L j 
16” or 18”"—The World's hi f 
Best Lawn Mower a 
in models to fit every 
use and pocketbook 
offers exclusive 
time and money 
saving features. 
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Sporting Goods Association 
Reports $600 Million 
Volume Was Done in 1948 


Treasury Secretary Snyder tells convention that 
our “Economy is basically strong.’’ C. M. Evans 
succeeds John M. Lawlor as president. E. R. 
Vandervoort, Vandervoort Hardware, 
is new vice president 


John M. Lawlor, hardware 
dealer, Lincoln, Neb., and retir- 
ing president of the National 
Sporting Goods Association, re- 
ported at its 18th annual con- 
vention and exhibit at the Hotel 
Ambassador, Atlantic City, N. J., 
Jan. 30 to Feb. 4, that sales of 
sporting goods, in this country, 
reached a record high of ap- 
proximately $600,000,000. While 
he predicted continuing heavy 
sales of sporting goods for 1949 
he warned that “the boom is over, 
and we are now in the midst of 
a situation as competitive as any 
we have experienced.” 

Hon. John W. Snyder, Secre- 
tary of the Treasury, featured 
speaker of the Tuesday general 
meeting, stated that the Nation’s 
economy continues _ basically 
strong and confirmed that, “it is 
true that more nearly normal 
buyers’ markets and competitive 
conditions have returned in vari- 
ous lines” but that this “is some- 
thing which must be regarded as 
part of the process of getting 
back to normal.” “It means that 
salesmanship, which has been 
pretty much neglected since 1941, 
must be brought into play,” he 
added. 

Mr. Snyder stated that “the 
promising outlook is supported 
by an Administration program 
which has been, and will con- 


tinue to be directed toward main- 








taining a high level economy.” 

“An important Administrative 
objective,” Mr. Snyder said, “has 
been to prevent the development 
of unbalanced conditions that 
might lead to a business reces- 
sion.” I do not recall any re- 
cession,” he added, “that has not 
been preceded by a period of 
excessive speculation, or by over- 
buying, over-borrowing or over- 
expansion.” 

Mr. Snyder saw no evidence of 
undue speculation and pointed 
out that “our economic situation 
is strengthened by strong ele- 
ments of protection that were not 
available in other years.” He 
credited unemployment _ insur- 
ance and minimum wage laws 
among the safeguards against a 
declining consumer demand. 

Reports by N.S.G.A. Treasurer 
John R. Elliott, R. S. Elliott 
Arms Co., Kansas City, Mo., as 
well as the Executive Secretary, 
John H. Hatton, were presented. 

The association’s expanded ad- 
vertising, merchandising and edu- 
cational programs were presented 
at the several 
G. Marvin Shutt, field secretary. 

Officers elected for the ensuing 
year were Shelby D. Himes, 
3ailey & Himes, Champaign, IIL, 
president, and Ed. R. Vander- 
voort, Vandervoort Hardware Co., 
Lansing, Mich., vice-president. 
Mr. Elliott was reelected as trea- 


sessions by 











TEXAS ASSN. ELECTS: At the recent annual conven- 
tion of the Texas Hardware & Implement Assn., meeting 
in Dallas, Tex., Charles H. Flato, Kingsville Hdwe. Co., 
Kingsville, was reelected president; R. E. Lindsey, R. E. 
Lindsey Hdwe. Co., Lott, was elected first vice-president; 
L. P. Nolan, Nolan Farm Machinery Co., Seymour, was 


elected 


second vice-president. 


R. M. Souder, 814-815 


Texas Bank Bldg., Dallas 2, was renamed secretary-mana- 
ger. R. H. Lindop, Lindop Hdwe. & Paint Co., Dallas, was 
elected to the directorate on which the following also serve: 
Dick Bowser, Rice Belt Implement Co., Houston; R. H. 
Deaton, Deaton Tractor Co., Paris; T. L. Gary, T. L. Gary 
Farm Service, Jacksonville; James A. Hill, Hill Machinery 
Co., Alice; C. C. Miles, Sterging & Miles Hdwe., Austin; L. 
P. Nolan, Nolan Farm Machinery Co., Seymour; E. M. 
Schaeffer, H. P. Schaeffer Hdwe. Co., Schulenburg; C. A. 
Washman, Aldridge-Washman Co., Harlingen, and J. E. 


Stevens Co., 


Stevens, J. E. 


surer and John H. Hatton and 
G. Marvin Shutt continue as ex- 
ecutive secretary and field secre- 
tary respectively. 

Directors continuing in office 
are: Charles M. Evans, Evans 
Sporting Goods Co., Shreveport, 
La.; C. L. Higgins, C & S Sport- 


ing Goods Co., Austin, Tex.; 
Wm. S. Hunt, Hunt’s Athletic 


Goods Co., Mayfield, Ky.; E. S. 
Hurd, Dakin Sporting Goods Co., 
Bangor, Me.; John R. Elliott, 
R. S. Elliott Arms Co., Kansas 
City, Mo.; Orien W. Todd, Jr., 
Stanley Andrews Co., San Diego, 
Calif.; Ed. R. Vandervoort, Van- 
dervoort Hdwe. Co., Lansing, 
Mich.; Gene Walby, Athletic 
Supply Co., Seattle, Wash.; and 
C. G. Wood, Peeler Hdwe. Co., 
Macon, Ga.. New directors are: 





1949 OFFICERS AND DIRECTORS NATIONAL SPORTING GOODS ASSOCIATION. 
Left to right: Charles M. Evans, C. L. Higgins, Gene Walby, E. S. Hurd (in rear), 
Orien W. Todd, Jr., Ed. R. Vandervoort, vice-president; Shelby D. Himes, president; John 
R. Elliott, treasurer; John F. Lawlor, retiring president; William S. Hunt, Ed. Brendamour 
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and C. G. Wood. 





Coleman. 


Ed. Brendamour, Ed. Brenda- 
mour, Inc., 529 Main St., Cincin- 
nati, Ohio, and Dave Wilson, 
Cougar & Todd, Denver, Colo. 

It was announced that the 1950 
conventon and exhibit will be 
held in New York City, N. Y., at 
the Hotel New Yorker, Jan. 
20-25, 1950. It was indicated that 
the 1951 convention will be held 
in Chicago during the third week 
of January at the Morrison Hotel, 
Chicago, TI. 


KISCO COMPANY AGAIN 
IN PRODUCTION 


The production of Kisco 
Circulairs which was interrupted 
by a fire that destroyed the com- 
pany’s three-story building at 
39th and Chouteau Aves., in St. 
Louis on Christmas day, has been 
resumed, it was announced by 
J. W. Kisling, president. 

The new Kisco plant, having 
almost three times the capacity of 
the old building, is located at 
Barton and Dekalb Sts., in St. 
Louis, and provides ample space 
for expansion. 

Pending the resumption of full 
production, Mr. Kisling stated 
that orders for standard Kisco 
Circulair models are being filled 
from stocks located in other ware- 
houses. He said, however, that 
shipment of popular new models 
will be somewhat delayed _be- 
cause of the inability to build up 
an adequate stock prior to the 
fire. 
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models WRITE TODAY on your business letterhead for a print 
. vl of this film for showing. Please give choice of showing dates so 
<< nd that we can meet the demand. We’ll send print post-paid. E. I. du Pont 

de Nemours & Co. (Inc.), Plastics Dept., Room 292, Arlington, New Jersey. 
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Sales figures show 
that more and more 
customers like and 
buy these DYNA- 
MOWER features... . 





I. FRANK BROWNSON 


APPLIANCE DIVISION OF 
WESTINGHOUSE ELEC. 


with Nationwide Service | The appointment of I. Frank 
18” and 21” Models | Brownson, manager of the laun- 

| dry equipment department of the 
Semi-Pneumatic Tires | Westinghouse Electric Appliance 
| Division, as manager of major 
appliances, a new post, has been 
recently announced by Westing- 


CUT STEEL Gears 


Double Shield 
Ball Bearings 
Mower Pulls Itself 


Clutch Controlled 
Chain Drive 


VY} 4-Cycle Gasoline Engine 


Nationally advertised 
and fully guaranteed. 








For complete information write a Electric Corp., Pittsburgh, 
LAMBERT PRODUCTS, Incorporated ae ae 
515 HUNTER AVENUE ©® DAYTON 4, OHIO ccna Gee cee thet Mr. 
rownson fills, unites the pres. 
HAND AND POWER MOWERS—LAWNSWEEPERS—SNOWPLOWS | ent refrigerator, range, laundry 
| equipment, and water _heater- 


DISTRIBUTOR INQUIRIES WELCOME 


HERE'S NEWS 
& 


THE FAMOUS 


~ | kitchen utilities departments in- 
| to a stronger full-line sales ap- 
| proach. 

Mr. Brownson’s responsibility 
| will be to get a strengthened 
coordination of product develop- 
ment, distribution, advertising 
| and promotion for all major ap- 
pliances. The new post in no 
affects the structure 
sponsibilities of these 
departments as 








way or re- 


they are 


| ger. 


DEALER FRANCHISE 
IS AVAILABLE New 
i SELECTED TERRITORIES 


Mr. Profit Minded Dealer! 
Cash in now on CUSHMAN’S 
tremendously increased pro- 
duction. 


| Mr. Brownson is relieved of 
| his duties as 

laundry equipment 
| He will be succeeded by R. J. 
| laundry equipment. 


| in the electric appliance division 
as a house-to-house salesman for 
refrigerators. In 1933, he joined 
| 
| 


Sell 


America’s lowest cost Transportation the Canadian Westinghouse Co., 

where he directed refrigerator 
CUSHMAN MOTOR SCOOTERS ee pete a buy - | sales activities and later handled 
low cost trans f Ev ness, ju larm — | ° . 
fact, every ara onan cant is @ pros- | a eo = oo 
pect. Inquire today about the availability of this nationally | se products, including radios. 
advertised line in your territory. Get details now on Cush- | He joined the Mansfield head- 
man's low-investment dealer franchise plan. quarters sales staff in 1940 as 
| manager of the laundry equip- 
| ment department. 





WRITE US AT ONCE ON YOUR LETTERHEAD FOR 
FULL PARTICULARS. Address Dept. HA-I9 


SIDE KAR . 
CUSHMAN morToR WORKS. Inc 
if co NEBRASKA 
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Mr. Sargent joined the West- 
inghouse Electric Supply Co. in 
1936 in Indianapolis, Ind., and 





manager of the 
department. | 


Sargent, merchandise manager of | 


Mr. Brownson began his career | 


| BROWNSON HEADS MAJOR | 








individual | 


now | 


organized,” according to T. J. | 
Newcomb, division sales mana- | 








R. J. SARGENT 


in 1939 joined the Westinghouse 
Electric Appliance Division sales 
office in that city. He was trans- 
ferred to the district office in 
Omaha, Nebraska, in 1940, and 
in 1944 joined the headquarters 
staff at Mansfield as merchandise 
manager of the laundry equip- 
ment department. 


OCEAN CITY-MONTAGUE 
MID-ATLANTIC COAST 
SALESMAN NAMED 
Ocean City Mfg. Co. and Mon- 
tague Rod & Reel Co., Philadel- 
phia, have announced that John 





JOHN D. KEITH 


will be 


D. Keith their new 
representative in the Mid-Atlan- 
tic coast area. 

Prior to joining Ocean City- 


Montague about a year ago, Mr. 
Keith was a sporting goods buy- 
er for a large Chicago whole- 
saler. His past association with 
Ocean City-Montague was in the 


Mid-West area handling sales 
promotion with sporting goods 
dealers. A Navy veteran, he has 


been in the sporting goods busi- 
ness since the age of 14. 
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GERALD HULETT 


GERALD HULETT DIRECTS 
JACOBS APPLIANCE 
DIVISION SALES 


The appointment of Gerald 
Hulett as director of sales in the 
appliance division of F. L. 
Jacobs Co., 1043 Spruce St., De- 
troit 1, Mich., was announced re- 
cently by Rex C. Jacobs, presi- 
dent. He will be in charge of 
sales of Launderall. 

Prior to joining the Jacobs firm 
Hulett was vice-president in 
charge of sales for Electro- 
master, Inc., Mt. Clemens, Mich. 
He started with Electromaster in 
1930, serving successively as dis- 
trict manager, sales promotion 
manager, sales manager, and 
finally as vice-president in charge 
of sales. 

From 1937 to 1939 he was a 
regional manager for Bendix 
Home Appliances, Inc., South 
Bend, Ind., where he helped set 
up that company’s national dis- 
tributor organization before re- 
turning to Electromaster. 





NAT’L SILVER DIV. 
SALESMEN APPOINTED 
Arthur Franklin and Jim Rey- 

nolds have been appointed divi- 
sional sales managers by the 





ARTHUR FRANKLIN 





JIM REYNOLDS 


National Silver Co., 295 Fifth 
Ave., New York City, it was an- 
nounced recently. Mr. Reynolds 
will serve as divisional sales man- 
ager for the company’s house- 
wares division and Mr. Franklin 
will serve in a similar capacity 
for the silverware division. 
Previously Mr. Reynolds served 
in the capacity of merchandise 
manager of the Royal Brand Cut- 
lery Co., and prior to his affilia- 
tion with the National Silver was 
sales representative for Landers, 
Frary & Clark. Mr. F ranklin 
joined the firm as chain store 
representative in May of this year 
and previous thereto was asso- 
ciated with Joseph Reiss Asso- 
ciates as general sales manager. 


WRIGHT SALES MANAGER 
SHANE & HAYS, INC. 
Shane & Hays, Inc., 5300 21st 

Ave., Brooklyn 4, N. Y., has an- 

nounced the appointment of T. 

Garrett Wright as sales manager. 

He formerly headed the sales 

force of the A. Gross Candle Co., 

Inc., Linden, N. J. He was also 

sales manager of Medi-phragm 

Products, Denvler Co., and was 

with the H. L. Judd Co., Ine.., 

N. Y., for more than 15 years. 





T. GARRETT WRIGHT 
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D 


NOW 


Nationally 
Advertised 


HOUSE & GARDEN e 
THE FLOWER GROWER 


... Over ten million messages every month 
to help you sell SPRAIN—the flower spray 
and lawn sprinkler every garden fan has 


been dreaming about! 


Contact your SPRAIN Jobber! 


Here’s the hottest garden equipment deal 
for 49! SPRAIN has been or will be fea- 
tured editorially in Chicago Tribune, House 
& Garden, Better Homes & Gardens, New 
York Times and other leading publica- 
tions. Gets enthusiastic comments wher- 
ever demonstrated. Cash in on the interest ~ 
SPRAIN will stir in your community. If 
your SPRAIN jobber hasn’t called on you, 


write for his name! 


And what performance! 













Lawn Sprinkler 


BIG SPRAIN 


SPRING and SUMMER 
CAMPAIGN to appear in 


BETTER HOMES & GARDENS e SUNSET 
e@ PATHFINDER e AMERICAN HOME e 
HOUSE BEAUTIFUL e HOLLAND'S e 


















Attractive, 
Compact 
Counter 
Display ! 


- makes the 
most of every 
inch of your 
counter space! 
Holds six 
SPRAIN 
sprays. Order 
Spring and 
Summer needs 
from your job- 
ber now. 


SPRAIN adjusts to a fine mist for correct spraying of flower 
gardens. No heavy streams to break down stems or knock off 
petals. Another twist of the cap and your customers can give 
thirstiest lawns a heavy, thorough soaking. SPRAIN has no 


moving parts .. . chrome plated. . 


fits any standard garden hose. . 


. only 7% inches long... . 
. a quick seller at $2.95. 





>" RAIN. 





6560 WEST DIVERSEY AVENUE 
CHICAGO 35, ILLINOIS 
RAIN, FOG OR MIST... 

AT A MERE TWIST OF THE WRIST! 
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RE-ELECT C. F. PARVIS PRESIDENT: At the annual spring convention of the Frank- 
lin Hardware & Supply Co., dealer-owned wholesale hardware house, Philadelphia 23, held 
64 manufacturers 
dealer inspection and an estimated 83 percent of Franklin dealers attended. According 
to F. Leon Herron, Sr., who was re-elected executive vice-president and general manager, 
1948 as compared with 
special banquet for the 64 manufacturers who participated in the show was held in Town | Mrs. J. H. 
M. W. Allen, vice-president; G. R. Parks, Jr., 
assistant treasurer and secretary. 


T. Birch Lippincott; Charles P. 


Feb. Ist at Town Hall, Broad & Race Sts., 


Franklin increased its volume in business 27 percent in 


Hall. Other officers re-elected include: 
urer, and T. Van Den Beemt, 
John D. Bennett; Walter T. Massey; Wm. H Cawman, Sr.; 
Reinboth and Herbert J. Weber. Left to right: Messrs: 
Co., Easton, Pa.; Massey, Dover, Del.; 


Reinboth, Chas. P. Reinboth Sous, Lawndale, 
phia; and Herron. 


Bennett, 
Allen, Cochran & Allen, Carlisle, Pa.; 
W. Cawman & Sons, Salem, N. J.; Lippincott, od E. Lippincott & Son, Burlington, N. J.; 
; Weber, Joseph Weber, Olney, Philadel- 


N. Y. HARDWAREMEN 
BANQUET MARCH 31 


| 

| 

| The Hardware Trade Associa- 
| tion of New York will hold its 
| annual stag banquet and enter- 
| tainment, Thursday, March 31, 
| at the Downtown Athletic Club 
| Roof, 19 West St., New York City, 
reservations 
| Attendance 


| for which limited 
will be accepted. 
will be limited to members of the 
association and officials of their 
| companies. The cocktail hour 
| will be at 6 p. m., and dinner at 
7 p. m. 

Tickets, at $10.00 per plate are 
available from Ralph W. Allen, 
Diamond Expansion Bolt Co., 48 
W. Broadway, New York City. 


EUNA G. RAMSEY, SEC. 
OF ALABAMA RETAIL 
HARDWARE ASSOCIATION 


Due to her husband’s ill health, 
has recently 


displayed merchandise for 


1947. A 
Crowe 
treas- | resigned as secretary-treasurer of 
Directors named were: | the Retail Hardware Association 
of Alabama, 509 N. 19th Si., Bir- 
mingham 3, Ala. Mrs. Euna G. 
Ramsey, Birmingham, has been 
appointed by the board to suc- 
| ceed Mrs. Crowe. 


H. H. Bennett Hardware 


Cawman, G. 











DUNCAN BRUCE RETIRES 
AFTER 37 YEARS leisurely tours the 
WITH TRUE TEMPER the distributors 
have made possible his highly 
successful operation. 

On these visits, Mr. Duncan 
will lend a willing hand to aid 
in solving current problems in 
the production and distribution 
of all True Temper products. 


nation, visit 


whose orders 


Completing 37 years of ser- 
vice with The American Fork & | 
Hoe Co., Cleveland, Duncan 
Bruce, manager of Kelly Works, 
Charleston, W. Va., retired as 
manager of that plant recently. 

In 1912, Mr. Bruce joined the 
management of the Kelly Axe & 
Tool Co., and in 1930 became | a director of The American Fork 
manager of the plant when Kelly | & Hoe Co. 
was merged with The Amercan — 


Fork & Hoe. 
Believing that their distribu- A. G. BOWE ELECTED 
tors would like to see and know EXEC. VICE-PRES. 
JAMES RHODES 


True Temper’s Duncan Bruce, 
American Fork & Hoe Co. has! Alvin G. 
elected executive 


Mr. Bruce is, and will remain, 





Bowe was recently 


vice-president 


of the James H. Rhodes & Co., | 


157 Hubbard St., Chicago, ac- 
cording to an announcement 
made by Elmer R. 
president, following a meeting of 
the board. 

James H. Rhodes & Co. is cele- 
brating its fiftieth year of manu- 
facturing other abrasives for in- 
dustrial uses. 


plants in Chicago, 
J.) and Long Island City 
(N. ¥,). 

Mr. Bowe was formerly direc- 
tor of manufacturing of Butler 
Brothers, with which company 
he was associated for 29 years. 





graduated from the University of 
Minnesota, and held many posts. 





DUNCAN BRUCE 
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He started with Butlers when he | 


arranged that he will, as he 


Murphey, | 


The company has | 
Jersey City | 














KENTUCKY RETAILERS HOLD 49TH CONVENTION: 


| B. F. Norfleet, Harrodsburg, was recently elected president 


of the Kentucky Retail Hardware Association convention and 
exhibit held Jan. 18-20 at the Brown Hotel, Louisville, suc- 
ceeding Cecil Skidmore, Cynthiana. Other officers elected 
are shown above left to right, seated: Mr. Norfleet, Gus 
Hank, Hank Bros., Paducah, first vice-president, standing; 
Dwayne W. Laws, Louisville, secretary-treasurer; Albert 
Caulk, Taylor County Supply Co., Campbellsville, director; 
and Joe Kirchdofer, Jr., Louisville, first vice-president. Not 
present when the official photograph was taken was 
Kenneth Cayce, Jr., Cayce Yost Co., Hopkinsville, director. 
Advisors named include: H. Cecil Skidmore, Cynthiana, 
Clarence Jansen, Covington, Hansen Hardware Co., and E. 
M. Allsmiller, Allsmiller Hardware Co., Winchester. Resolu- 
tions that were passed urged that any amendments to the 
Fair Labor Standards Act exempt retailers clearly; urged 
that the 8Ist Congress by legislative amendment, provide 
that all competing businesses be taxed alike; urged manu- 
facturers to establish a policy of vigilance in the enforcement 
of Fair Trade agreements and also urged that manufacturers 
of branded merchandise not utilizing fair trade minimums 
do so; urged members to use the merchandising and manage- 
ment aids available from the association; and urged the Sena- 
tors and Representatives in Congress to support amendments 
or other bills that will clarify the situation on freight absorp- 
tion, delivered pricing and zone pricing caused by order and 


decision issued by the FTC. 
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T A-P Thermostat Comfort Kit 


A-P Thermostat Comfort Kit Adds AUTO- 
MATIC Temperature Control convenience 
to any heater made since 1939 — now 
using A-P Model 240-D, U or Y series 
Manual Controls. Saves Oil. Ends waste- 
ful overheating. Complete sales package 
includes: sensitive modern wall Thermo- 
stat, Conversion Top for mounting on pres- 
ent control, Transformer, wiring and ac- 
cessories. Easy to install. 





Automatically supplies fuel oil to room 
heaters, water heaters, furnaces and kitch- 
en ranges — All vaporizing oi! burning 
appliances. ‘‘Lifts’’ oil as high as third 
story from bulk storage tank outside or 
in basement. Ends oil handling, spilling, 
wastage. 


y) A-P OILIFTER 





Improves heating, efficiency by trapping 
all dirt, sludge, gum, moisture in oil 
lines. Saves service expense. 


3 A-P Fuel Oil TRAP-IT 
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Make easy “check-back sales” sg 
of these popular 


AUTOMATIC 
OIL CONTROL ACCESSORIES 


EVERY Oil Heater sold since 1939 can be the source of 
EXTRA SALES and profits for you right now! Dig out your 
old files, check them over carefully, give them to a telephone 
girl to make sure the addresses are right and that they’re still 
using your heater. Then parcel out the names to your salesmen 
and arm your men with “sales ammunition” on A-P AUTO- 
MATIC OIL CONTROL ACCESSORIES. You'll be surprised 
how easily you can turn over extra sales and profits on these 
old friends of yours . . . and sell new heaters to them, too! 









Sell ONE or ALL THREE 











“Album of Famous Vaporizing 
Oil Burning Appliances’’, 15- 
Minute Slide-Sound Film Avail- 
able for dealer and salesman 
showing. 


Folders for mailing Con- 
sumer Catalogs, Direct Mail 
a dle ici, Wl, 





' paper Ad 
Mats, Oil Control Tags. 


DEPENDABLE oi controts 


DESIGNED TO ELIMINATE SERVICING 


AUTOMATIC PRODUCS COMPANY 


2442 NORTH THIRTY-SECOND STREET MILWAUKEE 10, WISCONSIN 














Enter our order for immediate shipment of: 


= 
bi “Gold bee A-P Model 240-ED Thermostat Comfort Kits . . $22.97 


osese A-P Model 246 Oilifter $34.48 


(A . 
now a A-P Model 243 Fuel Oil “TRAP-IT"’ $ 3.50 | 


Bemovay' Be i dispccbinsennane 


Pe 06s ives ctncceneseneenseneneeseoe¥ Bs 654 0e ner 
| MPPPPEETTEPEET ETL 
NG oo 6 c5. cro veneer hanseen se ebes nab enenss 











177 





PORTER-CABLE MACHINE | 
APPOINTS SALES EXECS. 


FLAMMAN OUTLINES 
FAIR TRADE LAWS 


| 
| 


FOR N. Y. HARDWAREMEN | 


! 

A. C. Flamman, Hughes, Flam- | 
man & Simpson, New York City, 
attorney, spoke on Fair Trade 
Contracts before the Feb. 15 meet- 

ing of the Hardware Trade As- 
sociation of New York. at Mil- 
ler’s Restaurant, 144 Fulton St., 
New York City, pointing out that 
they provide an effective weapon 
cutting, in such 


John A. Proven, general sales 
manager of the Porter-Cable Ma- 
chine Co., Syracuse, N. Y., has 


announced the aopointment of 


against price 
states as they are permitted by 
| law. With the return of keen 
competition, interest in such con- 
tracts is likely to increase, he 
declared. Forty-eight 
and guests attended the meeting. ‘ ©. 





members 


RICHARD SHANAHAN 


FLAMMAN 


He pointed out that the faet 
that a dealer's competitor may 


: te ; man, Browning Bros. and H. L. 
cut a price on a fair traded item 


flying more than 35 combat mis- Gilliam, Wood Shovel & Tool Co. 
sions. At the war’s end he held | is no defense in court and that | 7}, meeting was conducted by 
the rank of It. col., and was | the act of one merchant in sign- Roy C. 
serving as a_ staff officer in; ing a Fair Trade contract, in ; 
Europe with states where legal, binds all other 
USAFE. merchants in that state. The 

Mr. Shanahan will supervise | thought back of Fair Trade Laws 
resident men and will direct al] | is to protect goodwill, trade marks 
Porter-Cable sales operations in | and trade names, for those who 
this area. from 100 N. La Salle | own them, and for those who sell 
Chicago. He has had 18 | such merchandise. A merchant 
injured by violations of Fair 
Trade contracts may take action, 


Schmidt, Stanley Tools, 





| president. 
headquarters, 


JOHN I. DEAN 
SYLVANIA ELECTRIC 
PROMOTES E. B. McEVOY 


E. Bruce McEvoy, Jr., formerly 
assistant manager, Eastern divi- 
sion, equipment tubes sales has 
been appointed east central man- 
ager of distributor sales for the 
Radio Tube Division, Sylvania 
Electric Produets Inc., 500 Fifth 
Among the guests was Lee M. | ave New York City, according 
| to an announcement by C. W. 
Shaw, general sales manager. 


John 1. Dean as his executive 
assistant. At the same time, 
Richard J. Shanahan was desig- 
nated as Porter-Cable’s Mid-West | St., 
zone sales manager. years’ experience in the sale and 
Prior to joining Porter-Cable | distribution of machinery. He 
Mr. Dean was director of sales | previously represented the Gus- | if the manufacturer does not 
research for the Sterling Tool | tin-Bacon Mfg. Co., Kansas City | choose to do so, he stated. 
Products Co., Chicago. During | and the Maintenance Equipment 
the war, Mr. Dean served as chief | Co., Chicago, and is thoroughly | Ryan, Belfast, 
of the machine tool branch, Hdq., | familiar with mid-western mar- , members were honored with cakes 


USAAF, Washington, D. C., later | keting. for their birthdays—Fred Nor- | Wes . 
? ;| He joined the sales staff of 


= | Sylvania in January, 1944 as as- 

sistant to the eastern division 
| sales manager, radio equipment, 
| after serving more than two years 
| in the Army as a first lieutenant 
including participation in the 
African campaign. Before the 
war he was associated with the 
Allied Purchasing Corp., and 
the Manhattan Sales Co. 


Ireland and two 


C. A. FRANKLIN NAMED 
NEW YORK BELTING 
DISTRICT MANAGER 


C. A. Franklin, Jr., has re- 
cently been appointed district 
manager for New York Belting 
& Packing Co., 1 Market St., 
Passaic, N. J. in the Rocky 


Mountain area. 





Mr. Franklin will have under 
his jurisdiction all of Montana, 
Nevada, eastern Idaho, Utah, 
Wyoming, Colorado, New Mexico 
and Arizona for the company. 





ABOUT 40 MANUFACTURERS of brand name products had representatives demonstrat- 
ing new items as well as established lines at the A. C. McClurg & Co.'s, second annual 
Housewares & Sports Show, held at the home office, 333 E. Ontario St., Chicago, Jan. 
5-6. Dealers were reported to have found many selling ideas as well as first-hand infor- After seven years of experi- 
mation at this exhibit. Exhibits of housewares included new kitchen utensils, dinnerware, | ence with oil field supply homes 
glassware, clothes dryers, electric clocks, lawn mowers, and garden supplies. Sporting | 
goods featured a display of fishing tackle which included many models of reels and all types 
of fly, casting and spinning rods. Numerous items that have not been available since the 
war were shown. This exhibit proved successful enough for officials of the company to 
announce that they are already planning for another show to be held next Jan., dates to 
be announced later. The company’s catalogs on sporting goods and housewares for 1949 
have been published and are available to dealers upon request. 


including The Continental Sup 
ply Co., he joined New York Belt- 
ing & Packing in 1936. Until this 
latest appointment he was the 
company’s representative in 
Texas, Arkansas and Louisiana. 
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when you display 


UBM FINE QUALITY 
BRUSHES AT THESE 
POPULAR PRICES 


Varnish Brushes - 15c to 25c ea. 
Wall Brushes - $1.39 to $1.98 ea. 


Colorful display carton for each assortment. 








NO. 4100 — FAST SELLING RUBY ASSORTMENT 


NO. 4310 — RED BIRD WALL BRUSH ASSORTMENT 





#4100 RUBY VARNISH BRUSH ASST. 


Made with pure black Chinese Bristle, vulcanized 
in rubber. Bright metal ferrule, Red lacquered handle. 


3 doz. 1” brushes 15cea.ret. $5.40 tot. ret. 

2 doz. 1%” brushes 20c ea. ret. 4.80 tot. ret. 

1 doz. 2” brushes 25c ea. ret. 3.00 tot. ret. 
total retail value $13.20 

Total Retail Value. ..... - $13.20 

og Le 8.80 












Dealer’s Profit . ...-. se $ 4.40 


#4310 RED BIRD WALL. BRUSH ASST. 
Made with pure black Chinese bristle, vulcanized in rub- 
ber. Bright metal ferrule. Red lacquered handle, 7/s” thick. 


/, doz. 3” brushes $1.39 ea. ret. $5.56 tot. ret. 
Y¥; doz. 3%” brushes 1.79 ea. ret. 7.16 tot. ret. 
VY, doz. 4’ brushes 1.98 ea.ret. 7.92 tot. ret. 


total retail value $20.64 


Total Retail Value... .... $20.64 
Dealer’s Cost ..... seas Oe 
Dealer’s Profit ........ $ 7.04 











Call or 
write your 
local jobber 


today for 
full details. 
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‘Use Brushes of Merit! 


UNITED BRUSH MANUFACTORIES 
116 and 118 Wooster Street, New York 12, N. ¥. 


Since 1890 one of the country’s 
leading manufacturers of paint brushes. 
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FAIRBANKS-MORSE 
MAKES SALES DIV. 
CHANGES 


A series of promotions 


Fairbanks, Morse & Co., 600 S. 
Michigan Ave., Chicago, were re- 
cently announced by Robert H. 
Morse, Jr., vice-president in 
charge of all operations of the 
company. 

O. O. Lewis, until a short time 
ago assistant sales manager, has 
been promoted to sales manager. 

Harry L. Hilleary, who for the 
past 17 years has been manager 
of the firm’s St. Louis, Mo., 


branch, is being transferred to | 


the company’s headquarters office 


in Chicago. He has been _pro- 


moted to the position of assistant | 


sales manager. 





0. O. LEWIS 


L. A. Weom, manager of the 
pump division, has been tran: 
ferred to St. Louis to become 
branch house manager, succeed- 


and | 
changes in the sales division of | 





ing Mr. Hilleary. 





OHIO’S OFFICIAL FAMILY: New president of the Ohio Hardware Association elected 
at the group's recent annual convention in Cleveland, is Harold C. Houk, Carey. Seated 
at his right is John B. Conklin, Columbus, secretary-treasurer, and at Mr. Houk’s left, M. 
O. Gregory, Granville, new vice-president. Standing, left to right, are: L. P. Vallery, Wav- 
erly, retiring director; Miles F. Whaley, Painesville, new director; Carl E. Graeff, Dayton, 
retiring director; H. G. Freck, Convoy; Fred H. McMillen, Hilliards; C. W. Waldvogel, 
Archbold, and W. J. Witterkind, Cincinnati, all incumbent 
bon, Rocky River, retiring president, and Louis J. Norton, Toledo, new director. 

Resolutions adopted urged Congress to clarify the Wages and Hours Law, eliminating 
retail businesses from its provisions; to legislate a taxing program which would provide 
for tax equality among businesses of the same kind; greater support of fair trade by manu- 
facturers and dealers; passage of legislation clarifying the delivered price situation. 
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HARRY L. 


HILLEARY 


Donald T. Johnstone, assistant | 
division, | 
succeeds Mr. Weom as manager | 


manager of the pump 


of the corporation’s pump divi- 


| sion with offices in Chicago. 


E. R. TAYLOR NAMED 


MGR. MARKET DEVELOP. | 


MENT FOR HOTPOINT 


Edward R. Taylor. merchan- 
dising manager, Hotpoint, Inc., 
5600 W. Taylor St., Chicago 44, 
Ill., has been named manager of 
market development. John E. Bo- 
gan was appointed to fill the mer- 
chandising Formerly the 
national sales consultant to the 
American Gas association, Mr. 
Bogan has recently headed mar- 
keting for a mid-west range man- 
ufacturer. 

In his new position Mr. Taylor 
will broaden and enlarge pro- 
grams related to key dealers. Be- 
fore he came to Hotpoint as mer- 
chandising manager in 1947, he 
similar functions for a 


post. 


headed 





directors; and Carl E. Fitzgib- 


| Chicago radio manufacturer. Pre- 
viously, he had been with adver- 
tising agencies and manufactur- 
ing companies in the automotive 
industry at Detroit. 


J. H. WIDDER BOLENS 
PRODUCT DIVISION 
SALES MANAGER 


John H. Widder was recently 
appointed sales manager of 
Bolens Products Division, Food 
Machinery & Chemical Corp., 
der has been associated with 
Bolens in various sales capacities 
since post-war production of the 
Bolens Huski line of 
tractors began. During the past 
year he served as assistant sales 
manager. 

Before joining the 


garden 





3olens or- 





JOHN H. WIDDER 
ganization, he was affiliated with 
a nationally known manufacturer 
of crawler cranes. Other phases 
of his experience cover general 
sales work and banking. 


Port Washington, Wis. Mr. Wid- | 








L. E. GILLIARD 


EAGLE RULE NAMES 
TWO SALESMEN 


| 
| The Eagle Rule Mfg. Corp., 
| New York City has appointed 
| two new sales representatives. 
L. E. “Slim” Gilliard, of 214 
Fairhill Ave., Glenside, Pa., will 
represent the firm in the Penn- 
sylvania, Maryland, Delaware, 
Washington, D. C., and Southern 
New Jersey territory. Mr. Gil- 
liard, previously associated with 
Fayette R. Plumb, Inc., Philadel- 
phia, for 28 years as traveling 
sales manager, is widely known 
in the hardware trade. He is also 
sales representative of the Master 
Lock Co. Milwaukee, Wis. 
George A. Ward, of 407 East 
Second St., Los Angeles 12, 
Calif., will represent the firm in 
the metropolitan Los Angeles 
area. Mr. Ward, who has repre- 
sented various hardware manu- 
facturers in the Los Angeles area 
for over 20 years, is well known 
to the hardware trade. He re- 
places Charles E. King who has 
retired. 


LORICK & LOWRENCE 
DISCONTINUES BUSINESS 


Lorick & Lowrance, Inc., 1527 
Main St., Columbia 9, S. C., hard- 
ware wholesalers has recently dis- 
continued its business. Since 
1865 the company had served 
Columbia and South Carolina. 
Lee A. Lorick, the last president 
and male member of the organi- 
zation, died in 1946. His widow, 
Mrs. Lee A. Lorick, had operated 
the business since then as presi- 
dent and secretary with her two 
twin daughters, Mary and Lee 
and vice-president and treasurer 
respectively. All merchandise has 
been closed and the building rent- 
ed to a department store. Mrs. 
Lorick announced that when the 
company closed its doors, there 
wasn’t a single outstanding ac- 





count. 
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| tions of the new Tru-Test Spring 
| and Summer consumer rotogra- 
| vure catalogs was graphically 
presented. This colorful catalog 
| together with a complete win- 
| dow display kit is now available 
| to these dealers for their spring 
| promotion. 
| J. S. OVERSTREET 
SALES MGR. G.E. 
| WIRE & CABLE DIV. 
J. S. Overstreet, has been ap- 
| pointed to a new position in the 
| Wire & Cable Division of the Gen- 
eral Electric Co’s. Construction 
Materials Department, it has been 
MICHIGAN RETAIL HARDWARE ASSOCIATION officers and executive board members, | announced by B. F. Ilsley, man- 
, following the annual convention, Jan. 25-27, 1949, Convention Hall, Detroit, Mich.: left |... of the division 
to right, front row, W. C. Judson, Big Rapids, vice president of National Retail Hardware = S Ove aig | eee 
Association; Henry C. Huizenga, Grandville (new president), and Edgar N. Kalthoff, E. J. ee ee ” iaae 
MES Detroit, vice president; rear row, Frederick J. Gartner, Wyandotte, retiring president; J. pointed py bes ; ur me “eee 
Paul Hayden, Cassopolis; Michael D. Knopic, Midland; E. E. Cookson, Manistique; H. O. the General Electric Company’s 
N Paul, Pigeon; Robert Andrain, Gaylord, (new member, executive board), and G. Clyde | testing department in Schenec- 
. Corp., Wilson, Traverse City. Harold W. Schumacher, Lansing, continues as manager of the asso- | tady in 1929. In 1931, he was 
spointed ciation and William Moore, Detroit, was re-elected treasurer. The association favored: | transferred to the cable depart- 
g taxing consumer co-operatives on the same basis as private business with which they com- | ment. and four years later was 
atives, pete; exemption of hardware dealers from wages and hours laws and clarification, by legis- lee a ante 
of 214 lation of the matter of delivered as against f.o.b. prices. oe eee ial ha Sage y 
Pa. will | in the Bridgeport Works. In 1936, 
is Bintan, — he returned to the Schenectady 
Cable Department, serving in 
elaware, : a ; 
outhern Michigan division sales mana- | various capacities — there until 
fr. Gil- a 1943 when he was made assistant 
; ~ | sales. manage 945 he was 
ed with Mr. Stoeckle joined Boyle- | | sales manager. In 19 ‘tiie 
hiladel- | Midway in 1930 as a salesman made manager of cable sales 
raveling | for the former A. S. Boyle Co. | . 
known | in Cincinnati. In 1935 he was | MAHAFFEY OHIO DIST. 
: is also | made territory manager of Cleve- SALES MGR. FOR APEX 
Master | land and Grand Rapids. Two : 5: 
. | years later he moved to New | Robert E. Mahaffey has been 
17 East | York City as assistant division | appointed district sales manager 
les 12, | manager in charge of department for the Apex Electrical Mfg. Co., 
firm in | store promotions. During 1938 Cleveland, Ohio in seven north- 
Angeles | he supervised sales in the Rocky eastern Ohio counties, it was an- 
} repre- Mountain States division. Mr. | nounced recently by A. C. Scott, 
manu- | Stoeckle was named division | \pex vice-president in charge of 
es area | manager of northern Ohio in | sales. ; 
known | 1939, supervising a constantly Formerly sales representative 
ay | expanding trading area. | for Ohio Public Service Company 
ho has | Mr. Bloom has been with | and the Northern Ohio \ppliance 
CLIFFORD A. STOECKLE | Boyle-Midway since 1941. He | H. A. CLOHOSEY Company, Mr. Mahaffey will 
| was promoted to district sales | supervise sales of Apex cleaners, 
| manager of the Cleveland district way as a salesman for the for- — = Lao "A a 
NCE BOYLE-MIDWAY in September, 1945. ee B ‘le Co. in 1939. I Richi. " wr, ee 4 sar 
NESS APPOINTS THREE DIV. Mic. Clchoocy joined Beste end. | A *_S. Sore So. Se es | Riteed, Wayne ant Comet 
‘ June, 1941, he was appointed | counties. 
» 1527 SALES MGRS. district manager of the Detroit . 
hard- The advancement of three district. 
ly dis- sales executives has been an- aeaciicattl 
Since nounced by Warren Tingdale, 
served vice-president in charge of sales | TRU-TEST MEETING 
rolina. for Boyle-Midway Inc., New WELL ATTENDED 
sident York. TI ee a 
rgani- : ie midwinter Tru-Test Dis- 
dition. Clifford A. Stoeckle has been tributor Meeting held January 
erated appointed sales manager of a 14, 15 and 16 at Tru-Test head- 
presi- newly created northern sales quarters, 650 South Clark St., 
r two region which includes territory Chicago, proved the largest meet- | 
| Lee in western New York, western ing ever held. A brief address | 
asurer Pennsylvania, northern and cen- by L. L. Oakes opened the meet- | 
e has tral Ohio, Michigan, West Vir- ing. Two important phases of | 
 rent- ginia and eastern Indiana; W. the meeting were the presenta- 
Mrs. J. Bloom succeeds Mr. Stoeckle tions of Tru-Test products by the 
» the as sales manager of the northern manufacturers and planned con- 
there and central Ohio division, with sumer promotions for the retail- 
z ac: headquarters at Cleveland; and | ers served by Tru-Test distribu- 
Harry A. Clohosey was named | Ww. J. BLOOM tors. In line with these promo- ROBERT E. MAHAFFEY 
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F. J. WHELAN HEADS 
WORTHINGTON WELDING 
MACHINERY SALES 


a ee a on piano players and singers. The | 
president in charge of sales officers elected include: Otto J. Warren Guidry has been 
| Thoma, Consumers Glue Co., | recently appointed southeastern 


Worthington Pump & Machinery 
Corp., has announced that the 
sale of welding positioners and 





ers. 





FRANK J. WHELAN 


pressors, and mechanical power 
transmission 
through industrial and oil field 
distributors, as well as sales to 
original 


ELECT OTTO THOMA 


SALESMEN’S PRESIDENT 


The Hardware Salesmen’s As- | 
sociation of St. 
Arcade Bldg.. St 
sponsored a Christmas party for 
members 
bers which was 
men at the 
Louis. Gifts were exchanged. The 
members paid a nominal sum for 
their dinner. but all refreshments 
were 
group was entertained by several | 


president; 
tional Lead Co., 


equipment 


equipment manufactur- 


sold 
| 
| 
ST. LOUIS HDWE. 
| 


Louis, Inc., 1189 | 
. Louis 1, - 
| 
| 


and prospective mem- 
attended by 50 


Claridge Hotel, St. 





J. WARREN GUIDRY 


on the association. The 


STAR BRUSH NAMES 
SOUTHEAST SALESMAN 


Gilbert 


first vice-presi- 


Brown, Na- | representative for the Star Brush 


| Mfg. Co., Inc., Boston, Mass. 


turning rolls, will be supervised dent; Al Hanneke, Westinghouse Mr Guidry brings to his new 
Lamp Division. second  vice- | position a broad experience in | 


by Frank J. Whelan, vice presi- 
dent, 
company’s 
Harrison, N. J. 

Mr. Whelan will also continue 


to supervise 


with headquarters at the 


executive offices at | ucts 


of Wor- | 2an, 


the sale 





thington’s standard pumps, com- | Co., 


president; 


tary; 
Paint Co., 


Earl Bold, Vaco Prod- | 
& Betzold Brushes, | gained through service with sev- 
Lew Bammann, Morgan 
treasurer; Paul Brodi- 
Mississippi Valley Hardware 
sergeant-at-arms. 


the construction and paint field 


secre- 


eral leading organizations in the 
From headquar- | 
ters in Chickasaw, he will serve | 
Alabama, 


southern states. 


Mississippi, Georgia. | 


| president 


Tennessee, South Carolina and 
Florida. His postal address is 
Box 658, Chickasaw, Ala. 





ELECT A. W. BORNHAUSER 
JONES-DABNEY PRESIDENT 


A. W. Bornhauser has been 
elected president of Jones-Dab 
ney Co., Louisville, Ky., a divi 
sion of Devoe & Raynolds. 

Mr. Bornhauser is a native of 
Louisville and was among the 
first Jones-Dabney employees. 
starting in 1919. 

His rise from office boy to 
was a succession of 
responsible positions; cost ac 
countant, purchasing agent, divi 
sional sales manager and secre 
tary-treasurer. 

He was elected vice-president 
in 1939 and vice-president and 
general manager of Jones-Dabney 
in 1944. Recently he was elected 
a vice-president and director of 
Devoe & Raynolds. 

William C. Dabney, whom Mr. 
Bornhauser succeeds as presi- 
dent, is now chairman of the 
board of Jones-Dabney. Mr. Dab- 
ney also is senior executive vice- 
president of Devoe & Raynolds 
and will devote his time and at- 
tention to the over-all manage- 
ment problems of Devoe & 
Raynolds. 








@ Good Profit Margin. 


HERE'S WHY SENSATION 
DEALERS MAKE MONEY 


@ Sensation Is Priced Right. Compare 


it with other power mowers. You'll 
find Sensation gives greater dollar 
value. No matter what size lawn 
your customers have, or how many 
dollars they have in their pockets, 
you'll find a Sensation model to fit 
their needs. 


Sensation is 
Priced to give you a good return for 
your selling effort. Margins are bet- 
ter than on many major appliances. 


Sensation Builds Sales. The one-piece 
whirling blade, pioneered by Sensa- 
tion, exclusive Adjusta-Hi-Cut, light- 
weight construction, world’s cham- 
pion Mono-Cycle engine and other 
Sensation features help to increase 
your profits. 


Trouble Free Service. Simple, sturdy 
construction means low maintenance 
cost for customers . . no service 
problems for you. There are no cut- 
ting bars or multiple blades to get 
out of line. The Sensation blade can 
be sharpened with a good file. An- 
other reason Sensation customers are 
Sensation boosters. 


anc up NEW PROFITS won wis 
SENSATION MOWERS... 


A Gasoline or Electric Model For Every Grass Cutting Need 


Homes ° Estates * Parks « Institution Grounds 


MODEL H7SP_ 


Here is a quality-built but low cost, 
self-propelled mower. Available with 
or without Sulky. You'll find your 
park commissioner and your customers 
who have large lawns are ready pros- 
pects. Model H 7 SP will reduce their 
labor and provide better lawn trim- 
ming. Price $299.50, Sulky $39.95. 


ADJUSTA-HI-CUT 


This exclusive Sensation 


Model B 29 G feature is found on all 
uses a gasoline models. It allows 
3 h.p. the operator to vary the 
Sensation cutting height from %” 
Mono-Cycle to 4%” in one minute's 
engine. time. All he needs is a 
Cuts a 20” crescent wrench 

swath. 

Priced at 





$18950 











Write for information on Sensation’s complete line of power 
mowers. We will present you with an interesting profit picture. 


SENSATION MOWERS, INC. sox Hai49 - RALSTON, NEB. 






~ 


an ideal electric 
mower for the 
home with a fifty 
or sixty foot lot. 
Priced at only 


$9950 
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PHILLIP N. RUSSELL 


PHIL RUSSELL ADVANCED 
TO PRESIDENCY OF 
NORTHWEST CLUB 

Phillip N. Russell, Minneap- 
olis, who represents American 

Fork & Hoe Co. in the Mid-west, 

was elected to the presidency of 

the Northwest Hardware Club, 
at its annual meeting which fol- 
lowed a dinner enjoyed by about 

100 members and invited guests 

at the Hotel Dyckman, Minne- 

apolis, Jan. 19. Mr. Russell suc- 
ceeds S. A. Ulvick. Farwell, Oz- 
mun, Kirk & Co., St. Paul, Minn. 

Others who were elected to 





ia 


Spice Set is a 


ideal gift. Ten favorite spices, 
purified for flavor purity. Choice 
of red, blue, green, yellow or black 


spice-jar caps. 


it! 


Colorful on display, this $2.95 


f white plastic cabinet. Sell 


serve with Mr. Russell are: A. E. 
Larsen, George A. Clark & Son, 
vice-president; A. W. Cullen, 
Hardware Trade, secretary-trea- 
surer; Bert Quinn, Ideal Brass 
Co., and T. M. Jacobson, Hall 
| Hardware Co., directors for 
three-year terms; and Frank Wil- 


|son, Raymer Hardware Co., St. | 


| Paul, director for one year to fill 
| the unexpired term of A. R. 


| Meyers, General Hardware Corp., | 


| who resigned. Other members of 
| the board are: S. C. Wright, Lan- 
| ders, Frary & Clark; F. T. Rock- 
| well, Hall Hardware Co., and A. 
| J. Bohrer, Farwell, Ozmun, Kirk 
| & Co. 

The dinner meeting was held 
| in conjunction with the conven- 
|tion of the Minnesota Retail 
| Hardware Association and 
| cial guests of the evening were 


spe- 


Red Wing, Minn.; _president- 
elect, J. Lloyd Stuhlman, St. 


Paul, and manager-treasurer, ©. 
J. Christopher. 

The speaker of the 
was Merrill Graham, Concord, 
Mich., who was the featured 
speaker at the retailers’ conven- 
tion the next morning. Mr. 
Graham, whose many years in 
manufacturing entailed the su- 
pervision of several large sales 
forces, spoke forcefully on the 
need and the opportunity for ag- 


evening 





PEPPY SELLER IN HOUSEWARES 
GRIFFITH SPICE SET *2°%° 


popular seller. An 


Beautiful red or 


Over A Million— 


Yes, over a million Griffith Spice Sets have been 
sold by Department Stores and Home Furnishings 


Stores from coast 
through your local 
Jobber. 


to coast. Now available 
Home Furnishings Supply 


the president, Lynn R. Beeman, | 


SPICE SET No. 


gressive and intelligent salesman- 
ship during the coming year. 


BILL DEWITT BAITS 
NOW BILL DEWITT DIV. 


Bill DeWitt Baits, division of 
Shoe Form Co. Ine., Auburn. 
N. Y:, has announced the change 
of its name to Bill DeWitt Divi- 
sion. 


DeWitt formerly manufactured | 


Pyra-Shell baits, in addition to 


its present line of Pyra-Shell 
| boxes and DeWitt fish hooks. 
Several years ago, DeWitt de- 


cided that it could best serve the 
interests of the fishing trade by 
discontinuing the manufacture o/ 
| baits and by supplving manufac- 
turers of standard baits and flies 
}with DeWitt American-Made 
| Fish Hooks. 

The word “Baits” in the firm 
therefore confusing 


| name 
and has been dropped. 


was 


ELECT JONES HEAD OF 
AM. RETAIL FEDERATION 


Roland Jones. Jr.. has been 
| elected president of the Ameri- 
Retail Federation, 1627 K 


| Can 
| St. N.W., Washington, D. C. He 
was formerly associated with 
| Braun & Co., West Coast public 
relations counsellors and business 
consultants. 






rH n48-wO 


* EYE APPEAL 


* AN ENDURING 
KITCHEN UTILITY 





LOUIS SILVER 


SILVER, EXEC. V.P. 
GAROD ELECTRONICS 
Louis Silver, vice-president and 
manager of Elec 
tronics Corp., 70 Washington St., 
Brooklyn, N. Y.. has 
executive vice-president 
He has 
for 10 


sales Garod 


been ap 
pointed 
general manager. 
the 


and 


been with company 
years, 

Maurice Raphael, assistant to 
the president of Garod, was ele- 


vated to the post of vice-presi- 


| dent. Mr. Raphael, one of radio’s 






has been associated 


industry over 30 years 


pioneers, 
with the 






INDIVIDUALLY PACKED EN 


* GOOD PROFIT MARGIN 


THE GRIFFITH LABORATORIES, INC. * 1415 West 37th Street... Chicago 9, Illinois 
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CORLEY W. KIRBY 


APPOINT EAST, WEST 
SALES MGRS. FOR 
CROSLEY DIVISION 


The appointment of Corley W. 
Kirby as eastern sales manager 
and R. K. White as western 
sales manager to head up a new 
Crosley field sales organization 
was announced recently by W. 
A. Blees, vice president of Avco 


Mfg. Corp., Cincinnati, Ohio, and | 


general sales 
Crosley Division. 


manager of the | 


He was also advertising and 

| sales promotion manager of 
| Chevrolet and assistant géneral 
| sales manager of Pontiac. 
He will supervise the activi- 
ties of new regional sales offices 
| to be set up in Chicago, Dallas, 
and San Francisco. 

Mr. Kirby, who came to Cros- 
ley in August of 1947 as domes- 


tic sales manager, is a veteran 


| 





| 
R. K. WHITE 


of the major appliance and radio | 
| fields, having served in various 


Mr. White was formerly with | capacities, both in headquarters 
Frigidaire and Delco and was on | and in the field, with Frigidaire. 


the executive staff of Campbell- 


Ewald Co. 


| tivities of 


Mr. Kirby will supervise the ac- 


sales offices in New 


gional 








York, Cincinnati, and Atlanta. 

The New York region, which 
will be headed by Ralph Nord- 
quest, will be serviced by five 
regional representatives covering 
the cities of Boston, Buffalo, 
New York, Philadelphia, and 
Baltimore. 

The Atlanta region will be 
under the supervision of F. D. 
O’Sullivan and he will have 
representatives in Charlotte and 
Jacksonville, in addition to At- 
lanta. 

The Cincinnati region will be 
headed by Tom Mason with re- 
representatives in De- 
troit, Cleveland, Cincinnati. and 
Indianapolis. 

Hal Linebaugh will head the 
Chicago region and will have 
representatives in Peoria, St. 
Louis, Omaha, St. Paul. Kansas 
City, and Chicago. 

V. R. Lindemann will be in 
charge of the Dallas region 
with representation in Memphis, 
Houston, and Dallas. 

N. B. Dinkel, who will head 


the San Francisco region, will 


| have representatives in Los An- 


geles, Seattle. and San Fran- 
cisco. 

In addition to the sales _per- 
sonnel in each regional office. a 
regional service manager and an 
electronic specialist will repor* 


to the regional managers. 











The 


Citizen-Advertiser, Auburn, N. Y 


Dealer Entertains Suppliers: W. D. Ganey, of W. D. Ganey Hardware, 31 Genesee St., 
Auburn, N. Y., recently marked his second anniversary in the retail business by enter- 
taining members of his company’s sales force and wholesalers and manufacturers who 
supply its merchandise at a steak dinner in Boysen’s Restaurant, Auburn, N. Y. Shown 
seated, left to right: Leon Reid, Mathews & Boucher, hardware wholesalers, Rochester; 
Joseph Liebschutz, Fair Sales, Rochester; William D. Ganey; Silas Aikman, dean of the 
gathering who acted as toastmaster, Barker, Rose & Kimball, hardware wholesalers, El- 
mira; John G. Leibold, Sapolin Paints, Inc., New York City; Elmer C. Brigham, Lisk- 
Savory Corp., Rochester; and Peter Fatcheric, Burhans & Black, Inc., Syracuse. Standing 
are Robert Bunting and George Perratta, Ganey Co.; James Westler, Mathews & Boucher: 
Fred Harter, Ganey Co.; Paul Casey, P. M. Herron Hardware Co., Auburn; Bart Piccolo, 
Piccolo Sales, Auburn; and Al Warren and Charles Moe, Ganey Co. 
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J. L. STONE 


J. L. STONE HEADS 
PEERLESS OMAHA 
DISTRICT OFFICE 
The announcement of a sales 
personnel change and the open- 
ing of a new district office in 
the Peerless Pump Division, Food 


Machinery & Chemical Corp., 
has been made by F. E. Fair- 
man, Jr., FMC _ vice-president 


and Peerless divisional manager. 
8. G. 


pointed district manager of the 


Stone has been ap- 


newly formed Peerless sales dis- 
trict with headquarters located 
at 4330 Leavenworth St., Omaha, 
Neb. Mr. was formerly 
a field engineer for the Peerless 


Stone 
division in the southwest dis- 
trict. His territory will include 
North and South Dakota, Mon- 
tana, Minnesota, Nebraska, Kan- 
sas, Colorado and portions of 
Wyoming, Missouri, Wisconsin 
and Iowa. 


KEYSTONE STEEL NAMES 
3 MERCHANT SALESMEN 

Keystone Steel & Wire Co., 
Peoria 7, Ill., has announced the 
promotion of three of its staff to 
merchant representatives. 
Ernest C. Fernades, who has 
been in sales training at Key- 
stone for eight months, will cover 
the middle Atlantic states includ- 
ing Virginia, West Virginia, 
Maryland and Pennsylvania. E. 
D. Imboden, who has been with 
the company years, most 
recently as special representative 
in Kansas City and Oklahoma, 
will be headquartered in Colum- 


sales 


nine 


bus, Ohio, to handle central 
Ohio. 
Carl W. Hilton has been as- 


signed to Oklahoma and Kansas 
as merchant sales representative. 
He has been in sales training at 
Keystone for 20 months and prior 
to that time was a partner with 
his father and brother in the 
A. B. Hilton Hardware Co., 
Crane, Mo. 
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OKLAHOMA ELECTS J. DEWEY CLEMENS PRESIDENT: At the Oklahoma Hard- 
ware & Implement Association, convention and exhibit held Feb. 1-3, at Oklahoma City 
J. Dewey Clemens, president, New State Hardware, Ardmore, was elected president of 
the association. Other officers elected include: C. L. Murphy, Murphy's Hardware, Still- 


water, first vice-president; Stewart Martin, Stewart Martin Farm Machinery Co., Okmul- 


gee, second vice-president and R. K. Thomas, secretary-treasurer, Oklahoma City. Shown 
above are front row left to right: Messrs. Martin, Murphy, Clemens, J. A. Wheatley, 
retiring president, Yukon, retired, Thomas and M. E. Culp, Duncan, past president and 
member of the advisory board. Back row, left to right: Wallace Kelly, Tulsa, Kelly Trac- 


tor & Implement Co.; L. P. Rice, Rice Hardware, Watonga; O. D. Fenimore, L. R. 
Fenimore Co., Woodward; Don A. Peters, partner in Loucks-Peters Hardware, Oklahoma 
City; John H. Harlan, owner, Oklahoma Farm Machinery Co., Enid; and Clyde Reynolds, 


partner, Carnegie Equipment Co., Carnegie. The previous six gentlemen named are all 


directors. 


DEMING HOLDS ANNUAL 
SALES CONFERENCE 


The Deming Company at 
Salem, Ohio, held its annual sales 
meeting recently. G. R. Deming, 
president, reported that the sales 
volume for 1948 was the greatest 
in the company’s 69 years. 

The theme of the meeting was 
“More and Better Selling.” While 
1948 was a banner year, the com- 
pany expects even greater sales 
this year. 

The second day of the meeting 
was devoted entirely to a preview 
of new pumps to be introduced 
later in the year. Included with 
these new pumps, is an 
sive line of self-priming pumps, 
also a new line of vertical and 


exten- 


horizontal, close coupled “Motor- 
mount” pumps. 


CALORIC STOVE DEALER 
FINANCING PLAN 


The Caloric Stove Corp., 
Philadelphia, Pa., has announced 
for the benefit of its dealers, 
a financing plan which, in the 
opinion of Julius Klein, vice- 
president and sales director of 
Caloric, furnishes triple bene- 
fits which will enable dealers to 
more readily and at less expense, 
supply the present high consumer 
demand for modern gas ranges. 

The “Caloric Plan” applies na- 
tionally to all areas either on gas 
lines or those using LP gas. 

According to Mr. Klein 
“Caloric Plan” offers these 
vantages to dealers: 


the 
ad- 





A completely representative 
line of floor samples at low in- 
vestment cost; relief from ware- 
housing problems through selling 
from floor samples and getting 
customers delivery from com- 
plete stocks maintained at 39 Ca- 
loric warehousing points through- 
out the country; prompt 
liveries to all customers because, 


de- 


as sales are made there is no 
wailing to replenish dealer 


stocks. The merchandising theory 
of the new plan is based on Co 
belief that in 1949 
manufacturers should do 


loric’s 
range 
more to help dealers sell more 
instead of 


gas 


consumers 


sell 


ranges to 


trying to more ranges to 


dealers. 


BADGER PAINT PLANS 
TO ENLARGE STORES, 
ADD BLDGS., UNITS 
Badger Paint & Hardware 
Stores, Inc., 5001 W. State St., 
Milwaukee, Wis., 


has announced 


that it has just completed the 
largest year in its history in 


which it showed a_ substantial 


production and sales gain. Dur- 
ing the year a number of stores 
were enlarged and two new stores 
were constructed. Also two super 
stores were created in Milwaukee 
in which additional departments 
were added and lines widened. 
During 1949, Badger announced 
that it plans to enlarge many 
stores making some of them super 
stores and it also plans to add 
new buildings and units. 
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WILLIAM J. DeWITT 


William J. DeWitt, 68, presi- 
dent of Bill DeWitt Bait Division, 
Auburn, N. Y., and president of 
the Shoe Form Co., died recently 
in Broward General Hospital. 
Fort Lauderdale, Fla., following 
a brief illness. Mr. DeWitt 
started his career in the shoe in- 
dustry with Dunn-McCartliy. Af- 
ter engaging in commercial pho- 
tography for a short time, he re- 
turned to the Binghamton branch 
of Dunn-McCarty 
superintendent in the plant at 
26. He then Hamilton 
Brown Co., St. and 
worked for the Leonne Co., mak- 
ers of patent leather shoe dress- 
ings in Needham Heights, Mass. 

After a fire in 1916 caused him 
to lose his holding in this con- 


becoming a 


joined 


Louis later 


cern and the crash of 1921, which 
caused the collapse of a shoe but- 
ton process he invented, he was 
appointed superintendent of the 
Adelphia Shoe Co., Scranton, Pa. | 
In 1924 he started the manufac- 
ture of shoe trees from plastic 





material with his own method. 
The Shoe Form Co. expanded | 
from the rear of his home to the | 
Ave. where it | 
is now located. He purchased the 
Excell Fairy Form Lynn. 


™ > | 

Mass., and moved it to Sy recuse | 
| 

\ 


Aurelius location 


Co.., 


and four years later the Royal 
Comb & Mfg. Co.. 


Leominister, 


ADVOCATE SALESMEN 
SPECIFY ENAMELWARE 
IS GLASS-ON-STEEL 


Merchants miss a good bet 
when it comes to selling enam- 
eled ware by not telling custom- 
ers that it is a glass-on-steel 
utensil, Prof. F. A. Petersen, ce- 
ramic engineer, University of 
Illinois, and director of research 
for the Enameled Utensil Manu- 
facturers Council, said at a Coun- 
cil meeting in Chicago, Feb. 3. 

He pointed out that porcelain 
enamel is a glass, and when it is 
fused onto sturdy steel as with 
enameled ware, a cooking utensil 
embodying the sanitary features 
of glass and the rigid features of 
steel is produced, 


G.E. HEATING DEVICE 
SALESMAN NAMED 


Melvin Weber 


pointed representative on 


has been ap- 
heat- 
ing devices in northern New Jer- 
sey, for General Electric Corp., 
Bridgeport, Conn., it has been an- 
nounced by C. P. Dunning, New 


York 


pliance sales. 


ARIES 


Mass. and the Enterprise Shoe 


district manager of ap- 


Form of Lynn the following year. 
In 1933 he formed the Bill De- 
Witt Bait division. He then pur- 
chased the fish hook equipment 
of Alfred E. Willis, Ltd., Red- 
ditch, England. 

Mr. DeWitt was a veteran of 
World War I. member of St. 
Paul’s Lodge, F. & A. M. 124, a 
32nd degree Mason and a Shriner. 
He was also a member of the 
BPOE, 474, a Rotarian and past 
president of the Auburn Chamber 
of Commerce. Besides his widow, 
Ethel he is survived by four sons 
and two daughters. 


Oo. C. JEFFORDS 
Irvin B. Thiele, Sr., president 
of Dayton Hardware & Supply 
Co., Dayton, Ohio, died Jan. 19. 


IRVIN B. THIELE, SR. 


O. C. Jeffords, sales repre- 
sentative for Nott Mfg. Ceo., 
Mount Vernon, N. Y., died re- 


cently at his home in Darlington, 
=< 


PETER A. CAWLEY 
Peter A. 
and founder of the Bristol Hard- 


ware Co., Bristol, Conn., died at 
brief 


Cawley. 69, president 


his home recently after a 


illness. 
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STEPHEN JOHN 
DEAN, who retired Feb. 1, 
1948, as manager of the tool 
department of the Palace 
Hardware Co., San Francisco, 
| entered the hardware business 
| in 1892 as a boy of 18. At 22 
| he was operating his own bus- 
iness. Mr. Dean is now aged 
74. He is said to have been 
one of the first dealers in San 
Francisco to price window 
merchandise. This is stan- 
dard now but at the time he 
started it the practice was 
revolutionary. His was the 
first hardware store in San 
Francisco to put in the Sher- 
win-Williams paint line. He 


JOHN DEAN 


| specialized in hardware, tools and sporting goods and for 


the last 35 years was recognized as one of the outstand- 
ing hand tool experts on the West Coast. Even though 
retired, Mr. Dean, of his own volition, still directs the 
training of the younger men in the tool business, both 
salesmen and buyers of the Palace Hardware Co. Mr. 
Dean was in business for himself until 1916. For about 
two years he was with George W. Hickman, Oreland, 
Cal., and in 1919 he joined Palace Hardware. Mr. Dean 
is a Mason. His hobbies are gardening and painting. 
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JOHN KEOWN who has 
been living in retirement since 
1940 when he left the F. W. 
Heitmann Co., Houston, Tex- 
as, wholesale firm, started in 
the hardware trade at the age 
of 16, at a “salary” of $5.00 
per week. His first job was 
with the M. P. Hennessy Hard- 
ware Co., Galveston, Texas. 
Next he went to Houston with 
a hardware and sporting goods 
firm and after three years was 
made manager. Later, he en- 
tered the manufacturers agen- 
cy business and represented 
13 well known lines, through- 
out Texas, until 1907 when a 
financial panic made him de- 
cide to discontinue that activity. In 1911 he organized 
the present Black Hardware Co., Galveston, Texas. with 
a capital stock of $200,000. This company is now one of 
the largest hardware jobbing firms in Texas with assets 
of over a million dollars. After three years with this com- 
pany Mr. Keown suffered a breakdown in his health from 
overwork and he was forced to take a year’s rest. Later, 
while on a trip to Houston, he bought the Adoue-Blaine 
Hardware Co. store, which was then in the hands of 
receivers. He moved the business to a lower rental loca- 
tion and operated it as the Keown Hardware Co. and 
built the annual sales up to $100,000. He operated this 
store until 1924 when the store was completely destroyed 
by fire. He then went to New Orleans to reorganize the 
business of the Saxton Hardware Co. He then decided 
that it would be better to accept a position with a large 
hardware firm which would hand him a paycheck each 
month so he joined the F. W. Heitmann Co. and remained 
with that company for 18 years until his 70th birthday 
when he retired. He will be 80°on July 21. Since retir- 
ing Mr. Keown has drawn plans and made working mod- 
els on eight of his inventions in the completely equipped 
workshop he built in his home. He has also completed a 
52-week radio serial scrip, reads two newspapers thor- 
oughly each day and attends two shows each week. Says 
he, “I don’t intend to rock myself to death on the front 
porch like so many men do after they retire..” 





JOHN KEOWN 


* * ¥ 


W. HOMER KENNEDY, 
who began his hardware 
career 62 years ago, as an 
office boy during his summer 
school vacation, is now a “rov- 
ing purveyor of good will” for 
the same firm, the Harper & 
Reynolds Corp., Los Angeles 
wholesale firm. Mr. Kennedy 
successively held jobs as order 
clerk and packer, plumbing 
goods salesman, price and esti- 
mate clerk, corporation sales- 
man and since 1935 he has 
been a special salesman open- 
ing hardware accounts. Mr. 
Kennedy who has been a 
Mason for 50 years, sang with W. HOMER KENNEDY 
the Shrine Chanters for 20 
years. Singing and photography had been his principal 
hobbies. Mr. Kennedy, who is 79, was presented with a 
check for $1,000 on his 60th anniversary by the 80-year- 
old company. 
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SITTING PRETTY... 





FOR FAST SALES AND VOLUME PROFITS 


WITH Peerless Folding Furniture 


COLORFUL CHAIRS 


Type which has become a standard 
style in folding furniture. Colorful, 
comfortable, durable, light in weight, 
easy to fold and move about. Hard- 
wood frame varnished or lacquered 
in colors and white. Usually sells 
in groups, so it is a money-maker. 
Priced right, it sells on sight. 





TUCK’'ER'WAY... 
ALL WOOD 
FOLDING CHAIR 


Convenient, practical, comfortable 
folding chair that folds flat, stacks 
flat, and is rugged and tough. 
Made of select hardwood, no metal 
stampings to pinch or snag, extra- 
wide seat and back. Won't tilt. 
In natural varnish or lacquered in 
wide range of colors . . . sizes are 
regular, intermediate and juvenile. 
Sells by the dozens to churches, 
schools, clubs . . . etc. 





FOLDS FLAT—STACKS FLAT 


RUGGED 
RESTFUL 
CAMP COTS 


Tucker’s original product. 





Still made by the thousands to meet repeat demands by satisfied 
customers. High-quality materials assembled for the maximum 
of utility and comfort. Light, compact, easily transported. 






Wadd AD 


FORT SMITH, ARKANSAS 





UUASAR 














February 24, 1949 





ADVANCES 
Silver. 


DECLINES 
Steel scrap. 





Steel scrap slips further - 
The price of open hearth steel scrap 
dropped $2 a ton in Pittsburgh on Feb- 
ruary 1l, as a major consumer bought 
a small tonnage at $37. Dealers re- 
ported that the scrap specified in the 
purchase was largely No. 2 heavy melt- 
ing, and the price reflected the third $2 
drop since January 7. However, the top 
grade of steel scrap, No. 1 heavy melt- 
ing, is quoted at $39, unchanged for 
about three weeks. Most of the mills 
in Pittsburgh district are out of the 
market for scrap, as they reportedly are 


adequately stocked. 


Silver price rises—On Febru- 
ary 11, foreign silver sold at New York 
City for 71 cents an ounce, an advance 
of 4 of a cent. This is the first change 
in the price of foreign silver since Nov. 
29, when it was reduced a cent and a 
quarter to 7014 cents an ounce. Silver 
authorities said that foreign silver sup- 
ply recently has been relatively tight, 
while demand from silverware makers 
has been holding up well. Silverware 
manufacturers and other users of for- 
eign silver have bought more heavily 
recently, though some observers believe 
users of the metal have been reducing 
inventories over the past month or so. 


More about oil prices—Lubri- 
cating oils may soon be cheaper at the 
retail level. Pennsylvania crude, from 
which lubricants are made, has slipped 
from $5 a barrel to the $4 level in the 
past two months. Toward the end of 
1948, lubricating oil that had been sell- 
ing at 3414 cents a gallon in the whole- 
sale market fell to 251% cents. But thus 
far retail prices have held firm. Stocks 
are high. Supplies of refined lubricants 
now top 9.5 million barrels, compared 
with 8.6 million a year ago. Exports, 
meanwhile, are slipping-—last year off 
about 8 per cent. Retail prices of lubri- 
cating oils are already low, compared to 
most commodities. Lubricants that re- 
tailed for 25 cents a quart just before 
the war now sell for 30 cents. 

ok a a 

Grain prices—In the Feb. 12 
week, leading food commodity markets 
broke badly, with grains leading the 
decline. On two days, many futures con- 
tracts dropped the limit permitted in 
a day’s trading, and the “futures” price 
index on Feb. 8 reached its lowest level 
since June, 1947. Undoubtedly these 
were indications of the effect of pros- 








Wholesale Hardware Inventories ° 


By Geographic Divisions, for December, 1948 


GEOGRAPHIC 
DIVISION 
Number 
} of 
Firms 

UNITED STATES TOTAL 152 
New England 11 
Middle Atlantic ‘ 27 
East North Central 28 
West North Central 26 
South Atlantic 19 
East South Central 6 
West South Central 12 
Mountain 7 
Pacific 16 


Bureau of the Census. 


End of Month Inventories (Cost) 


Percent Change 


December 1948 Amount (Add 000) 


vs. 
| | 

Dec. Nov. Dec. Dec. Nov. 

1947 1948 1948 1947 1948 

+13 + 2 $84,931 $75,005 $83,427 
+4 + 1 2,533 2,446 2,506 
+1 3 8,251 8,187 473 
+10 5 12,769 11,623 12,187 
+15 -— 1 18,407 15,974 18,517 
+30 8 8,746 6,733 | 8,084 
+ 7 8 3,832 3,579 | 3,550 
+14 + 1 12,365 10,880 | 12,203 
—3 1 820 843 | 28 
+17 1 17,208 14,740 | 17,079 


a Includes 9 reports received too late to be incorporated in Census Bureau published releases. 
h Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 
* Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the quotient by the number of weeks in the month. 


Sales include direct shipments and consignment business. 


Stock-Sales-Ratios b 


| Weeks’ Supply 
| of Inventory 
on Hand* 
Dec. | Dec. Nov. Dec. | Dec. 
1948 | +1947 1948 | 1948 | 1947 
243 210 206 13.8 12.0 
315 243 aT 6|lCO8 13.8 
179 168 165 | 10.2 9.6 
201 182 | 11.9 11.4 
231 | 196 186 13.1 11.2 
275 215 | 222 15.7 4 
206 188 167 11.7 10.7 
288 238 233 16.4 13.5 
152 195 164 8.7 11.1 
307 252 273 17.5 14.3 


Current Wholesale Trade. 


Week's supply are lower than if based on cost of sales from owned stocks. 
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The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 





— i 
= -« 
Sa 


DISTRIBUTOR 








Maximum holding power per dollar of 
investment—helps your customer get True 
Fastener Economy. The dependability of 
RB&W Nuts is the product of more 
than a century of continuous research 
and progressive development 
in nut manufacturing ... backed 
by the skill of four generations of 
RB&W men and women. 


RBs Ww 


THE COMPLETE QUALITY LINE 





104 YEARS MAKING STRONG THE DISTRIBUTORS 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
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It is still mighty important to keep 
belts running and you as a dealer can 
help do your part by calling attention 
to the importance of proper lacing 
in prolonging belt life. One of the 
most effective ways to do this is to 
have an Economy Display Unit of Alli- 
gator Steel Belt Lacing right out on 
the counter where your farm and shop 
trade can see it. 


An Economy Package of Alligator 
Steel Belt Lacing is the best insurance 
there is against loss of time due to belt 
failures. This Economy Package con- 
tains one set of Alligator Steel Belt 
Lacing complete with hinge pins for a 
12” belt or the 12” length can be 
broken to length for narrower belts. 


A display of Economy Packages on 
your counter will help you sell belt 
protection. 


ECONOMY DISPLAY UNIT 
No. 410 Economy Display Unit. List......$5.60 


Four sizes of Economy Packages are packed 
in the display unit shown above. Contents 
made up of 3 packages 15E, two of 20E, 
three of 25E, and two of 27E. 


ECONOMY PACKAGES 


Lacing _List per carton Belt 

No. of Ten (10) ‘Thickness 
15E $4.75 1/8” to 5/32” 
20E 5.00 5/32” to 3/16” 
25E 6.25 3/16” to 7/32” 
27E 6.65 1/4” to 9/32” 
35E* 8.50 9/32” to 5/16” 


*Not included in Display Unit. 
Order from Your Jobber 


FLEXIBLE STEEL LACING 
COMPANY 


4616 Lexington Street, Chicago 44, Illinois 


For more than 30 years the most universally 
used belt lacing in the world. 


ALLIGATO 





TRADE mame apo Se 


STEEL BELT LACING 


S$ Par ‘ ' 
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ALLIGATOR 




















Wholesale Hardware Sales ° 
By Geographic Divisions, for December, 1948 


| SALES REPORTED | SALES YEAR-TO-DATE b 


| Percent Change | | 
Amount (Add 000) 
































GEOGRAPHIC December 1948 | 
DIVISION vs. | Percent 
..._ | eS eae = _______| Change | Twelve | Twelve 
of =| | | | from | Months | Months 
| Dec. Nov. Dec. | Dec. Nov. |12mos.| 1948 1947 
| c | 1947 1948 1948 | 1947 1948 | 1947 |(Add 000)/(Add 000) 
| 
| 
U.S. TOTAL.... 235 -1 —11 | $50,070 | $50,641 | $56,026; + 7 | $829,962 | $775,9a3 
New England........ 7 | —15 —11 1,073 1,258 1,204; +3 18,069 17,480 
Middle Atlantic . ... 53 -1 -7 8,541; 8,667; 9,171) +6 132,950 | 124.960 
East North Central. . . 37 | +6 —10 7,691 7,227; 8512; +4 143,649 | 138,073 
West North Central.... 32 | —3 | —19 | 8,403 8,624; 10,399; + 8 167,061 | 154,740 
South Atiantic...... ; 24 | —2 —13 3.747 | 3,822) 4,317) +12 63,889 57,185 
East South Central. . . 16 —1 | —10 | 4,204] 4,268 4,689; +9 52,907; 48,569 
West South Central... .| 20 | —3 | —12 | 6,102] 6,314 6,969; +8 96,337 | 88,926 
Mountain...... soak 11 +10 | +6 | 2,186 1,993 2,071 | +12 22,666 25,687 
Pacific... owt — f=? —7 | 8123) 8468) 8694; + 5 | 126,434] 120,323 
| } 
Bureau of the Census. Current Wholesale Trade. 


a Includes 10 reports received too late to be incorporated in Census Bureau published releases. 
b Includes reports received too late for inclusion in previous monthly totals. 
c Number does not apply in all cases to the year-to-date figures. 








pective huge crops this year on the | propped at 30.75 cents a pound in Mem- 
heels of big 1948 harvests. “Futures” | phis, sold for delivery in New York 
contracts call for delivery of commodi- | next October at 27.56 cents. The one 
day’s decline in prices included all 
farm commodities—from grains and cot- 
ton to such things as hides, sugar and 
wool. Even such imported items as rub- 
ber and cocoa and coffee joined in the 
downswing. Within the week, 25 cents 
a bushel was slashed from the price of 
corn. Wheat plunged more than 15 cents 


ties later this year, when new crops 
come in. The government support price 
on wheat on Feb. 8 was $2.29 a bushel 
at Chicago; yet this grain could be 
bought for delivery next July at $1.87. 
The support price for corn at Chicago 
is $1.58 a bushel; it sold for delivery 
next December at $1.0614. Cotton, price- 








INDEPENDENT RETAIL HARDWARE STORE SALES 
TRENDS IN 17 CITIES IN THE UNITED STATES 





December, 1948 





Per Cent Change 





— Dec., 1948 12 mos., 1948 Dec., 1498 
Cities compared with compared with compared with 
Dec., 1947 12 mos., 1947 Nov., 1948 
California—Los Angeles —12 + 6 +28 
San Francisco —10 + 6 +26 
District of Columbia—Washington + gs + j +43 
Illinois—Chicago —7 oe +24 
Massachusetts—Boston +4 — 6 +49 
Michigan—Detroit + 3 +11 +45 
Minnesota—Minneapolis + 1 +s +38 
Missouri—St. Louis — 6 + 2 +38 
Nebraska—Omaha —4 0 —4 
New York—Buffalo + 6 +4 +26 
New York +3 — 3 +12 
Ohio—Columbus +12 +— 2s +31 
Youngstown + 3 + 1 +25 
Pennsylvania—Philadelphia —17 0 —4 
Pittsburgh oa : + 1 +? +12 
Washington—Seattle — 9 —10 +46 
Wisconsin—Milwaukee +12 +20 + 7 





Compiled by Bureau of the Census, U. S. Department of Commerce. 
Editor’s Note: Monthly Retail Trade Reports of the Bureau of the Census are now 
limited to cities and other local areas because appropriations available for the next 


fiscal year are not sufficient to develop and maintain valid data on a state-by- 
state basis. 
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a bushel at the same time. With some 
steadying toward the Feb. 12 week-end, 
key crops still held below official gov- 
ernment “support” levels, and the gov- 
ernment program, for propping up farm 
commodity prices in the face of super- 
production, was seeing dark days. Wash- 
ington was manifestly worried. 


a * * 


Commodity prices—The gov- 
ernment’s commodity price index 
dropped 1.2 per cent for the week ended 
Feb. 8. The Bureau of Labor Statistics 
said that average wholesale prices stood 
on Feb. 1 at 158.8 per cent of the 1926 
average, but dropped from that level 
to 156.9 per cent by Feb. 8. The week’s 
index level was 2.2 per cent below that 
of four weeks ago, 2.5 per cent less than 
the like 1948 week, and at about the 
same level as in Sept., 1947.—Average 
farm products had the sharpest de- 
clines, falling from*168.9 to 162.5. All 
commodities other than farm and food- 
stuffs declined slightly from 153.5 to 
152.9. Wholesale prices for fuel and 
lighting materials, metals and metal 
products stayed on pretty much the 
same level during the week, but textile 
prices fell 0.3 per cent, while building 
materials fell 0.2 per cent from Feb. 1 


to Feb. 8. 


a * * 


Recent price patterns—Price 
patterns in basic commodities have been 
trending downward on a broad front. 
The Dow-Jones commodity futures in- 
dex, reflecting what buyers think 11 "key 
staples will be worth five months hence, 
has dipped to the lowest level since mid- 
1947, and is now more than 20 per cent 
below its 1947 record high. Wholesale 
prices, as measured by the Bureau of 
Labor Statistics weekly index, have 
sagged since last August. The drop in 
all wholesale prices from the August 
high has been 6.5 per cent; in food it 
has been 17 per cent. In the past eight 
veeks lumber prices have had their 
sharpest decline since the war. Within 
two months three separate cuts have 
lopped over 20 per cent from heavy fuel 
oil prices in the East. Steel scrap 
quoted at $43 a ton in Pittsburgh less 
than a month ago is now priced at $39. 
Premium prices (above regular quota- 
tions) for copper and lead have about 
disappeared. Fuel prices, which rose 
20 per cent in the 12 months ended last 
August, have inched up less than one 
per cent since, Building material costs 
climbed 13 per cent in the year ended 
last August, but have risen less than 2 


per cent since. 
7. * * 


Seiberling adopts “fair-trad- 
ing”—Seiberling Rubber Co. has placed 


its premium-priced passenger car tire 
and puncture-sealing inner tubes under 





Inland Comforteer 
Radiant Circulator 
Gas Heater 
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Airtites ¢ LockJoint Stove Pipe 





Milcor Airtite 
Heater 


Milcor LockJoint 
Stove Pipe 


H-55A 
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Hot Money-Makers 
for Cool-Month Sales 


You can count on a profitable volume of business 
all year ’round from these steady-demand items. 
But for peak profits, the cool season is the time 
to feature them with advertising promotion and 
floor and window display. 

Stock up now and plug these features for really 
worth-while sales: 
inland Comforteer Gas Heater: True winter comfort at 
amazingly low cost. Handsome, streamlined; designed 
for easy installation. Circulating, and Radiant-Circu- 
lating (unvented) 8,000, 12,000, 18,000 and 25,000 
BTU’s per hour, for any type of gas. Stock and sell 
both. Write for literature. 


Milcor Airtite Heater: Richly finished sheet steel with 
durable double-seam construction. Corrugated sides 
multiply heat radiation for added comfort. Collar de- 
signed to hold stove-pipe securely in sure-fit grip. 


Milcor LockJoint Stove Pipe: In Milcor Blue; available 
in all standard sizes. Easy-locking, notch-and-groove 
tight seam. Non-slip end lock to prevent side slip. 
Fade-away crimp for quick, easy assembly. 





INLAND STEEL PRODUCTS COMPANY 


Steet Company 










SORMERLY MiiceR 


MILWAUKEE 1, WISCONSIN 


BALTIMORE 24,MD, © BUFFALO 11,N.Y. © CHICAGO 9, ILL. 
CINCINNATI 25, OHIO © CLEVELAND 14,OHIO ¢ DETROIT 2, MICH, 
KANSAS CITY 8, MO. * LOS ANGELES 23, CALIF. » NEW YORK 22,N.Y, 
ROCHESTER 9,N.Y. © ST.LOUIS 10,MO. 
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ee 
DEMAND 
MEAT MARKE:S 





FOR 
IN HOMECRAFTERS 
WOODWORKERS 


FARMERS 
LOCKSMITHS 
RESTAURANTS of 6 


Attractive Sinyplitied self-adjusting frie- 
Profits for You! tion roll drive. Peripheral 


speed remains constant as 
wheel wears. No water thrown 
on operator. Operator takes a 
comfortable standing position 
and works on top of the wheel 
5” x 2%” tool rest, perfect 
for long, slim knives, wide tools. Adjustment all 
bevels 0-30°. 8” diameter and 14%” face sandstone 
wheel. 
Attractive literature for producing sales. 
Order today. Immediate delivery. 


BOICE-CRANE COMPANY 


990 CENTRAL AVE. TOLEDO 6, OHIO 






Popularly 
Priced at 


SCHOOL SHOPS $ | 650 


Costs You $11 
Each in Lots 


Otherwise 
$12. 
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Source: Office of Business Economics, U. $. Department of Commerce. 





fair trade restrictions. The step was 
taken to discourage price cutting in its 
tires. L. M. Seiberling, vice president, 
said the action will be taken in all states 
where fair trade laws are in operation. 
The company termed the move as ex- 


est “fair retail price for his products 
but to adhere to a quality standard 
established for the brand.” This, he 
said, will result in the sale of better 
quality tires delivering lower cost per 


mile. 


perimental and of benefit to dealers only hy 


if proper enforcement methods are de- Steel production Further 


veloped. Mr. Seiberling said he hoped proof that the steel market was trend- 
other manufacturers would soon adopt ing to a more normal condition is 
the policy. Mr. Seiberling predicted found this week in the automobile field, 
according to The Iron Age (published 
by Chilton Co., publishers of HArpwaARE 


Ace and other business publications) 


that the net cost to consumers will not 
increase because fair trading requires 
the manufacturer to establish the low- 





Estimated Sales 
Of Wholesale Hardware Distributors* 
Monthly 1939, 1941, 1946, 1947 and 1948 


(Expressed in millions of dollars) 











Month 1948 1947 1946 1941 1939 
January 170 159 113 56 39 
February 173 165 118 55 37 
March 205 189 131 63 48 
April 214 196 144 74 47 
May 195 185 148 79 52 
June 198 172 145 78 51 
July 190 170 150 80 45 
August 209 173 160 83 50 
September 212 189 161 87 60 
October 220 215 196 90 60 
November 202 189 176 76 54 
December 177 177 167 78 49 
Grand Total for Year 2365 2179 1809 899 592 





*Estimated by the Office of Business Economics, U. S. Department of Commerce 
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olor MODERNIZE WITH SITKA Standardized Units —_ 
SALES PRODUCING FIXTURES me 

—1225 FREE STORE PLANNING 

, UU 

° SPRUCE LUMBER AND 

7128 Sitka MANUFACTURING COMPANY 

- Fixture Division, Box 295 2500 Genesee, Kansas City, Mo. 

: 15 | Ss et 

. NEW!) / 

13 om al | aud Go: 
+35 FORGED SQUARE ,iu7nprtexe, | | 
: SCREWDRIVER ASSORTMENT WITH THE PROFITABLE 


a Extra Heavy Duty Handles Unbreakable—Shockproof SPEED KING 
Highly Polished Forged Square Blades of 





























































































Correctly Hardened and Tempered Tool Steel 
— vee ve LINE 
A NEW on hae \ _ 

ducts DEPENDABLF TOOL peceeniecoallll _—_, 

oe WITH A SURE GRIP ; -” = 

_ ON EXTRA PROFITS SUPER Z2¢- sc SC DRIVERS |. Ss 

ae FOR YOU ACK GNBREAKABLE HANDLES ar 

etter Attractive Three-Color ‘ No. 600 

- per COUNTER DISPLAY 500-MILE SPEED KING 

CARD i. 
with easel... a. iy 
ITS OWN BEST xu ~ & » 

coat SALESMAN Ze 6) 

rend- ece @ 

a STOCK NO. S-500 Roll up faster skate sales and 
sts consisting of No. 530 bigger profits with the fast-mov- 
field, 4 each $-3164, S-4166 HUSTLER SPECIAL ing Speed King line. There’s a 
shed 2 each S$-4165, $-5166 Hustler model to fit every foot 
VARE PACKED | DOZEN TO BOX and every market. Pride of them 

r WITH @ CISPLAY CARD all is the amazing Speed King 
ons) WEIGHT PER ASSORT- No. 600. Guaranteed for one 
re tbs. No. 480 a This Whose gan 0 
s eatures tempered steel wheels, 
—— sate Oo ae SPEED KING built-in speed and ruggedness. 
PACKED | DOZEN TO BOX Hustler skates are the sensa- 
Sold by leading jobbers | tions of the sidewalks of Amer- 
ica. Write today for full details 
AMALITE, INC. on this business- building line. 
1884 Pitkin Ave. 
Brooklyn 12, N. Y. No. 550 HUSTLER CORPORATION 
SPEED KING (WITH CAPS) STERLING, ILLINOIS 
ae ee i. 

— bl 7 BT " 

939 FREES self-selling demonstrator Y Please ship of once 
39 for the LU-MAR all-purpose PUMP 7 | —wwar ct-rupo pum | 
48 with initial order for 1 dozen or more i 0) tee el deen 
47 @ The LU-MAR pump is designed for every outdoor-sportsman | | 
52 in America. It transfers gasoline or any liquid from one con- | (C) further information and thenome | 
51 tainer to another or to a motor, heater or stove, while the user | of my nearest distributor | 
45 sits or stands, using only one hand. The demonstrator, with | | 
50 its “PUMP ME!” label, attracts instant attention, demonstrates 

é : | NAME I 
60 the pump’s action dramatically, se//s shoppers even when no | | 
60 clerk is available! Sent free with your initial order of 12 or more. | | 
54 ADDRESS | 

* NATIONALLY ADVERTISED, the LU-MAR pump retails at $2.95, , oe I 

592 less can. Regular dealer discount. Mail coupon to distributor or to us. | ! 

si ! ZONE STATE . 

? LUCAS SCREW PRODUCTS, INC., 952 Exchange St., Rochester 8, N. Y. 1 
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SPIRAL FLUTED 
CARBIDE TIPPED 
MASONRY DRILLS 


Faster! 
Better! 
Safer! 


Your customers will want this new 
improved drill. Show it to them, tell 
them about it—They'll reorder 


“Super Twist.” 





SUPER TOOL COMPANY 
650 HOOVER ROAD . DETROIT 13, MICHIGAN 
SURPLESS-DUNN CO. 

National Distributors 
NEW YORK ° CHICAGO 
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in its Feb. 10 issue. In the auto center 
there was (1) less pressure on steel mill 
offices (2) most steel buyers there were 
getting their full quotas (3) some buy- 
ers were being offered hand mill prod- 
ucts at less than former “premium” 
prices and (4) more consumers were 
getting bonus tonnages from mills—ton- 
nages which arise quickly on mill 
schedules because of isolated cancella- 
tions by other users. But it was still 
true that auto firms were taking all the 
steel they could get and showed no 
signs of cancelling tonnage. But the 
contrast to steel market conditions in 
Detroit this week to what they were only 
5 months ago is enough evidence to say 
that things are rolling towards normal 

faster than had been expected. For 
the first time since the end of the war 
steel customers are super price con- 
scious. With the gray market a dead 
dodo, many steel users are trying to 
eliminate as quickly as possible high 
cost conversion deals—plans which call 
for buying high priced ingots at one 
place and having them converted into 
finished stee] products at another plant. 
Some steel consumers have iron clad 
contracts for high priced conversion 
steel which run for a long period. In 
those cases the customer can’t do much. 
If mill steel supplies become as easy as 
expected by the middle of the year some 
steel users will be stuck with high cost 
conversion contracts. But not all users 
of conversion steel have such con- 
tracts. Many are already turning down 
offers of ingots and relying on regular 
mill sources for their steel. They are 
also reducing their inventory hoping 
this will tide them over until steel be- 
comes easier to get. Others who had 
been buying high priced ingots are 
shopping around to get them at a lower 
price—and many have been successful. 

The pattern in the steel market this 
week, said The Iron Age, as it works 
its way to a normal condition is clear. 
It is: (1) acceptance that gray market 
steel is out of the picture except for 
emergency uses which are becoming less 
frequent (2) elimination as quickly as 
possible of conversion deals (3) avoid- 
ance of premium priced steel and (4) 
reliance as far as possible on regular 
mill shipments. The steel ingot rate 
this week is off only a half a point to 
100.5 per cent of rated capacity. 

+ t * 

January sets new steel rec- 
ord—Production of steel exceeded 8 
million tons a month for the first time 
in January, the American Iron and Steel 
Institute reported. The total of ingots 
2,236 net tons last 


and castings was 8,17 
month, and this exceeded the full year’s 
(1948) output in any other country ex- 
cept Great Britain and Russia. This 
new high was an increase of nearly 








Safety 


BELT LACING 


The all purpose belt lacing 
with the patented steel 
binder bars, that: (1) hold 
hooks permanently in align- 
ment, (2) lap over and 
protect belt ends, prevent 
fraying and add to belt 


2 
XZ 
4% 
life. 
Safety Belt Lacing can be 5 
applied by any standard « 
lacing machine vise lacer 
V 


or put on with a hammer if 
you have an_ inexpensive 
Safety TU-WAY Hammer 


or Vise Lacer. 


SAFETY BENCH LACER 


Applies all standard make belt hooks. Belt 
thickness adjustment assures "perfect" fit. 





SAFETY BELT-LACER CO. 


5390 N. Menard Ave. Chicago 30, U.S.A. 








ASK YOUR WHOLESALER 
THE BOSS MFG. CO., KEWANEE, ILL., U.S. A. 
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700,000 tons over Jan., 1948. Steel-mak- 
ing furnaces were operated at an aver- 
age of 100.1 per cent of capacity. The 
Institute commented that “the January 
output indicates the ability of the in- 
dustry to make a lot more steel in 1949 
than the total—for last year.” Since the 
start of February the mills have con- 
tinued to operate above 100 per cent of 
capacity, with the schedule for the week 
ending Feb. 12, at 100.1 per cent, com- 
pared with 92.7 per cent a year ago. 
a * * 

Brass mill products — Brass 
mill customers are becoming price and 
inventory conscious—a result of heavy 
buying at advancing prices in the last 
half of 1948. Now they are lightening 
their load of high-priced copper and 
copper alloy goods. Last year’s buying 
was stimulated by sharp advances in 
prices for copper and zinc, the govern- 
ment’s metals stockpiling program and 
a strike on October 24 that shut down 
until now, the nation’s largest copper 


mine. ; *- = 


Some bright spots — The 
brightest spot in the brass mill picture 
is in the tube mills, which turn out 
brass pipe and copper tubing for water 
and steam conveying, as well as con- 
denser tubes for the oil industry, public 
utilities, etc. There has been a tre- 
mendous demand, brass men say, for 
tubing to be used in radiant heating— 
where the tube is imbedded in floors, 
walls or ceiling. Hardest hit are the 
brass rod mills. Many are operating at 
only about 60 per cent of capacity— 
three or four days a week. During the 
past few years a shortage of steel rods 
has spurred demand for brass rods 
which are more expensive; now steel 
rods are easier to buy. And aluminum 
rods are competing with both. Brass 
and copper goods makers cautiously 
predict a good year ahead. Some hope 
the present decline may prove seasonal 
and buying will spurt when inventories 
have been cut down. Last year’s pro- 
duction was 2,150 million pounds; and 
about as much also in 1947 and 1946. 
Each of those years more than doubled 
the 971 million pound pre-war average 


(1933-39). 


at ue * 


Floor-covering “boom” ex- 
pected—Production and sales of lin- 
oleum and other hard-surface floor cov- 
erings will set records in 1949, pre- 
dicted Wilbur Newman, vice-president, 
Sloane-Blabon Corp. “There isn’t any- 
thing we have seen in the first 30 days 
of the year that would make us change 
our minds,” he added. Demand will 
come from the large number of homes 
to be built in 1949, and from expand- 
ing use of hard-surface products for 
utility rooms, dens and nurseries as 
well as kitchens and bath rooms, thinks 
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OLIVER FASTENERS 


The items you need ...and the 
high quality you demand 


You can get from OLIVER two essentials of a profit- 
able business in Industrial Fasteners—high quality, 
and a complete line. Made by one of the oldest and 
largest manufacturers in the industry, Oliver Fasteners 
are uniform, accurate, dependable. Our products in- 


clude bolts, nuts, rivets and cap screws. 


Your customers readily accept OLIVER Fasteners! 





South Tenth and Muriel Sts. - Pittsburgh 3, Pa. 
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NEW DISPLAY 


Sells Lock Fluid 


American Grease Stick Co., Muskegon, 
Mich., is offering a colorful easel display ; 
card (right) to push its new LOCK-EASE , | 
lock fluid at the point of sale. / 

Furnished without additional cost to 
the dealer with every dozen cans of 
LOCK-EASE, the display points out ad- 
vantages and uses of the product. The 
card is die cut to hold a 4-oz. controlled 
flow can. Another can may be placed in 
the slot at the base of the display for cus- 
tomer inspection and “serve-self” sales. 

Adopted by leading oil companies 
for the service of customer cars, 


LOCK-EASE is expected to gain wide 





LOCK FLUID 


mm PROTECTS AGAINST FREEZING -RUST- WEAR 





acceptance for household and industrial 
use. Distribution is through hardware 
jobbers. (Advertisement. ) 


Mr. Newman. The industry, he said, 
faces no acute shortage of raw ma- 
terials. Linseed oil is reported in rela- 
tively plentiful supply, and pigments 
are becoming more available. 


x * * 


A new fertilizer record — 
Sales of fertilizer during 1948 reached 
a new high. Reports of state control 
officials in 14 states requiring fertilizer 
tags, to the National Fertilizer Associa- 
tion, indicate that sales were equivalent 
to 9,251,000 short tons, an 8 per cent 
increase over 1946, the previous high. 
Compared with the 1935-39 annual 
average of 4,659,000 tons, tag sales in 





these 14 states for 1948 were almost 











GIVES BEST 
PROTECTION 
AGAINST 


70 FREEZE --- TAKE 
PRECAUTION --- USE 
LOCK-EASE 


Graphite d 


Lock FLUID 


CREEPS IN - STAYS PUT- 
SEALS OUT MOISTURE 














be 


PROGRESSIVE STEP 
IN LOCK MAINTENANCE 


SELL LOCK-EASE FOR 


IMPROVED SERVICE ON EVERY 


TYPE OF LOCK MECHANISM 
LIST PRICE 356 _ 


ORDER FRom YOUR JOBBER |” CowyRQLLED FLOW CAN 


ox , —— 


= _—N® Uo; 


















— SS 
THIS WAY THIS WAY FOR STREAM 
ANA FOR DROPS 70 FLUSH OUT 
A. | MOISTURE AND DIRT 





ADOPTED BY 
LEADING O14 COMPANIES 


AS A BETTER METHOD MUSKEGON, MICHIGAN 
—_——_ 


ITS NEW... LOCK-EASE : 


IF YOUR LOCK IS APT 








AMERICAN GREASE STICK CO. 


twice as large. 
. . * 

Washing machine sales — 
Despite a year-end letdown which cut 
December’s factory sales of standard- 
size household washers to 183,700 units, 
or a decrease of 42.4 per cent from 319,- 
300 in November and 47.6 per cent from 
351,152 in Dec., 1947, the total for 1948 
was an all-time high of 4,317,183 wash- 
ers, according to industry-wide figures 
announced by the American Washer & 
Ironer Manufacturers’ Association. Fac- 
tory sales for 1948 were 14 per cent 
above 3,783,632 reported for 1947, and 
113.3 per cent above 2,023,981 in 1946. 
The industry’s best prewar year was 
1941, when washer sales totalled 1,959,- 
887. December ironer sales totaled 26,- 
000 units, compared to 42,000 in No- 
vember, down 38 per cent, and a 
decrease of 63.2 per cent from 70,599 
in Dec., 1947. The year’s total was 
476,860 ironers, a decrease of 20.4 per 
cent from 599,258 reported for all 1947. 












Vacuum cleaners — Factory 
sales of standard-size household vacuum 
cleaners in December totaled 274,180 
units, an increase of 7.5 per cent over 
255,080 in November, according to in- 
dustry-wide figures announced by C. G. 
Frantz, secretary-treasurer, Vacuum 
Cleaner Manufacturers’ Association. 
December sales were 26.5 per cent be- 
low 373,254 in Dec., 1947, which was 
the industry’s all-time high month in its 
all-time high year. Total sales for 1948 
aggregate 3,361,149, compared to 3,- 
800,687 in 1947, a decrease of 11.6 per 
cent, and to 2,289,441 in 1946. Sales in 
1948 topped the grand total of the in- 
dustry’s best two pre-war years, 1940 
and 1941, by 11.6 per cent. The total 
for the three post-war years is 9,451,277, 
a figure which it took the industry nine 
years to achieve, prewar. 


* * a7 


Our huskiest “infant”—The 
| Radio Manufacturers Association re- 
| 
{ 








ports that more than 975,000 television 





receivers were produced in 1948, bring- 
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ing the post-war total television to at 
least 1,160,000. Television production 
reached a new high in December at 
161,169 sets, only 17,500 sete under the 
output for all of 1947. By contrast, the 
total production of all radio receivers 
last year was 20 per cent below the high 
output in 1947. However, more than 
200 million radio receiving tubes were 
made last year—an increase of more 
than 5 million over the 1947 total. 


* *s a 


Building—The dollar value of 
new construction put in place in Janu- 
ary slumped seasonally from the Decem- 
ber figure. New construction in Janu- 
ary amounted to $1,261 million, down 
9 per cent from December, but 9 per 
cent above the Jan., 1948, total, the 
Commerce Department reported. Pri- 
vate construction in January dropped 
9 per cent from December but was 3 
per cent higher than Jan., 1948. Re- 
ligious institutions showed the greatest 
increase in the value of new construc- 
tion between January and a year ago, 
being up just 100 per cent, to $26 mil- 
lion. Private “non-farm” residential 
building, was 11 per cent below Decem- 
ber and down 2 per cent from Jan., 
1948. Hospital and institutional build- 
ing activity showed the greatest in- 
crease over a year ago in value of pub- 
lic construction put in place. 


ss. + *8 


Diversification brings re- 
sults — Minnesota Mining & Manufac- 
turing Co.’s dollar sales increased 40 per 
cent in the first 20 days of January, 
G. H. Halpin, vice-president, said re- 
cently. Shipments were up 20 per cent 
and prices were about 10 per cent 
higher than in the like period a year 
ago. For all 1948, sales were about 
$108 million, a new record. They com- 
pared with $93.4 million in 1947. As 
recently as 1940, sales totaled only $21 
million. 

* . oe 


Weather hits retailing—Dol- 
lar sales of the nation’s department 
stores were 7 per cent below a year ago 
in the week ended Jan. 29, says the 
Federal Reserve Board. Severe winter 
weather was cited as a factor in drops 
of 18 per cent at Kansas City and 10 
per cent in Chicago. Gains of one per 
cent each took place in Cleveland and 
Atlanta, the only two districts reporting 
volume above last year’s. 


7 . . 


Westinghouse plans more 
refrigerators—Ability to obtain larger 
amounts of materials, including steel 
and hardware items, has enabled West- 
inghouse Electric Corp. to step up re- 
frigerator production schedules in its 
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ELECTRICAL 
APPLIANCES 


FOR A QUARTER OF A CENTURY 
THIS TRADEMARK HAS STOOD FOR 
“QUALITY AT POPULAR PRICES” 





The Famous EMPIRE 
Electric PERCO-DRIP - 





method of coffee-making 


extracts only the desir- ‘ 


able oils to produce 
clear, rich coffee. Starts 
percolating in 60  sec- 
onds. Modern design, 
polished seamless alu- 
minum with cool, 
molded handle, scratch- 
proof feet, patented di- 
rect-heat emersion ele- 
ment and insulated valve- 
less pump. In 5 and 9 
cup sizes. 





No. 1802 
Suggested Retall 
Price $4.75 


Smartly modern chrome finished 
EMPIRE ELECTRIC TOASTER 





No. 769 
Suggested Retall 
Price $3.95 


offers outstanding fea- 
tures. Handles two large 
bread slices, turns them 
by a flip of the door. 
Large flat top for toast- 
warming. Extra large 
heating element for uni- 
form toasting. Durable 
Construction, black 
enameled base, scratch- 
proof feet, large cool 





handles. A quality toaster at popular prices. 


EMPIRE FOCAL-RAY 
ELECTRIC LANTERN 


is the favorite of sports- 
men, farmers, motorists 
—all who need handy, 
dependable, _ night-light- 
ing. Changes from wide- 
spreading floodlight to 
powerful spot at turn of 
the lens head. All-posi- 
tion pivot base turns 
beam in any desired di- 
rection. 





Focat-aay 


No. 900 
Suggested Retall 
Price $3.25 


RETAIL PRICE SLIGHTLY HIGHER IN WEST 


TWO RIVERS, WISCONSIN 


CHICAGO 


197 





LAWN MOWER 


America’s fastest growing favorite! 





no other gives 
you more of 


all & 


e profit ¢ right price 
(plus 1 year guarantee) 
e reliability 

® consumer acceptance 


5 self-sharpening 16” crucible cutting 


blades and lower cutting bar. Precision- 
ground for perfect alignment. Cutting 
height: °4" to 114". Self-aligning ball 
bearings with take-up adjustment. 
Double paw] clutch. Baked enamel finish, 
attractive colors. 


Cast side 
frame 
Tubular 
steel handle 
Heavy gauge 
pressed steel 
wheels. Rub 
ber roller 


MODEL 30 


All steel 
construction 
and steel 
tubular 
handle 


MODEL 20 


Cast iron 
construction. 
Wood handle 
and roller 


MODEL 40 


Designed and manufactured by 


MIDWEST MOWER CORPORATION 
2235 O'Fallon Street, St. Louis 6, Mo. 
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appliance division. A six-day work 
schedule, and 100 new employees, al- 
ready have started to meet the stepped 
up program, which calls for about a 20 
per cent increase in refrigerator output. 
“We are confident that there is a de- 
mand for this increased volume,” said 
a Westinghouse official, “and our con- 
fidence is based on our sincere belief 
that 1949 will be another good year for 
general business in the United States.” 
* * © 

Carloadings also hit — Rail 
freight loadings in the four weeks ended 
January 29 were 292,983 cars below a 
year ago. The decline was partially due 
to paralysis of traffic in western storm 
areas. Loadings for the latest January 
week totaled 679,225 cars, off 4.3 per 
cent from the previous week and 6.5 per 
cent under the like 1948 period. The 
only commodities in which increases 
were reported, compared with loadings 
in the like month last year, were ore 
and coke. 

* * & 

Chain and mail-order gains 
—Chain store and mail order dollar 
sales in December totaled about $3,026 
million compared with $2,392 million in 
November and $2,869 million in Dec., 
1947 the Commerce Department re- 
ported. Only the building material 
stores showed a decline from November, 
dropping from $101 million in Novem- 
ber to $80 million in December. This 
was still higher than the $75 million 
for December, 1947. Largest increases 
over November were made by automo- 
tive parts and accessories, variety and 
hardware stores and in catalog mail 
orders. Sales for these groups increased 
15 per cent to 20 per cent after seasonal 
adjustment. 

*” * * 

January sales show declines 

Most chain stores in January reported 
either a smaller rate: of sales gain, or 
volume below the level of business in 
Jan., 1948. Sears, Roebuck reported a 
drop of 11.1 per cent in January volume, 
from the like month of 1948. Ward’s 
sales were off 10 per cent, in the same 
comparison. Spiegel, mail order firm, 
however, showed an increase in January 
volume of 4.1 per cent over the 1948 
total, hut in December, its rate of gain 
over the previous year had been at 9.4 
per cent. J. C. Penney showed a smaller 
rate of gain compared with December 
and Interstate Department Stores re- 
ported a decline of one per cent in Jan- 
uary from the 1948 volume. In the 
variety store group, two of the biggest 
chains, Woolworth and Kresge, reported 
while four smaller chains 
showed gains, but smaller than their 
increases in December. Woolworth 
business dropped 4.1 per cent from last 
year’s level and Kresge’s fell off by 1.56 


decreases 





@ Includes Washer, Lockwasher and 
Wing Nut, 1/4" special wide head bolt. 
Electro galvanized. All fasteners assem- 
bled. Packed 100 in display carton. 
Large profit at a small investment. 


Order from your jobber or direct 


Shavoi Bolland Scttu! Lo. 


BOSTON 10, MASS. 












SHELBY 'S MONTHLY FEATURE 


f 


LARGE TRANSOM CATCH 
Series 73-00-3 





BUILD YOUR SALES 
OF HOME HARDWARE 


Shelby presents to you the most 
saleable hardware items each 
month--selected from thousands 
of dealer’s experiences. 


Shelby is good, dependable 
hardware--designed to meet 
the economy and service needs 
of every home owner...and 


builder. 
Build sales, profit, and satisfied 


customers with Shelby Hard- 
ware. Order from your jobber. 


“hell 


Since 1898 


SPRING HINGE CO. 
SHELBY, OHIO 
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per cent in the same month. Neither 
Sears or Ward give breakdowns as to Fill di d 

proportion of sales made through retail i rai ing or ers 
stores or mail order outlets. Despite 
the decline in sales in the latest two 


Jan. 31 for both companies saw sales OCK 





months, the last fiscal year which closed 


reaching new highs. Sears sales for the 
year gained 13.6 per cent above the last 
fiscal year. Ward sales were up 5.5 per 
cent above the previous year’s total. 

ce od aa 


Department stores sales — 
Department store dollar sales, for the 
week ended Feb. 5, were down 4 per 
cent from the corresonding week of 
1948, and for the four-week period 
ended Feb. 5, they were one per cent 
below the like period in 1948. Weather- 
harried western areas continued to show 








severe drops in business, the Federal 





Reserve report showed. However, the 
latest week’s figure shows some recovery, 
for department stores, from the very 


and bad preceding week, when the dip from 
bolt. 1948 reached 7 per cent. 

sem- yr 

rton. 


How businesses fared in 1948 
—The figures below show how well or 


how poorly several kinds of independent and save your customers 


retail business performed during 1948. 
The first column shows the percentage 


of gain or loss of dollar sales last De- up to 200% with 
cember, compared to the similar month 


a year before. And the right-hand 
column reveals the Census Bureau calcu- HAWKINS 


lations on the gain or loss for the full 


year, compared with all 1947, PREFABRICATED 


December Full Year 











Hardware ......:.0+ Minus 1 Plus 2 ° ofe 
Department stores.. Plus 2 Plus 5 
Variety stores ..... Plus 4 Plus 4 
Furniture stores ... Minus 6 Plus 4 
Floor coverings, PATENT PENDING 
draveries ........ Plus 4 Plus 8 P\ dices 
Household appliances Minus 2 Plus’ 5 4h eee! 
" poe jriteednerees inus 4 Plus 4 : : 
umber, building i anes OY £8 TES e 
-H materials ........ Minus 7 Plus 15 No expensive drawings, no delay. . 4i a 
Paint, glass, impl bi the p 2r amounts y aOR ti | Pe Pain 
wallpaper ........ Plus 6 Plus 5 Simply acti ee , = a . , rd APR SEES ame 
Farm equipment ... Plus 8 Plus 20 of level and bevel rail with posts ae no, 
Motor vehicles ..... Plus 13 Plus 17 5 . . 
Auto accessories, and ornaments from information on 
tires, batteries ... Plus 8 Minus 1 ; ah sketch. Fit 
SOY séccesss -- Minus 6 Minus 6 enasrmaihe ——. e ined aw 
Feed, farm and tread and rise. Easily assembled. 
s garden supplies .. Minus 12 0 
porting goods .... Minus 4 Minus 4 ms : 7 : . 
Plenes, extent Low costs and quick service will 
instruments ...... Plus 7 Plus 10 bring you volume sales with good 
Photographic supply. Minus 5 Minus 1 ‘i 
Ss Plus 1 Minus 1 profit margin, 
Optical goods ...... Plus 9 Plus 2 
Office, store, school 
RIN ees eninwe —_— so You'll want to stock Hawkins Adjustable 
ek © : a , ; 
Window Guards, too. Fit any window, installed 
Incomes high in 1948 — The or removed in a jiffy with special key. Sell over- 
rise in take-home pay of wage and the-counter for customer installation. 





salary earners hoisted personal income 


to a record level of about $213,600 mil- Write for details 
lion last year, the Commerce Depart- =P Dealer's Assortment, $218.92—F.0.8. Birming- 
ment reported. Personal income esti- ham, puts you In the prefabricated railing business! 


mates include wage and salary receipts, 








net income of proprietors, dividends and 
interest, net rents received by landlords 

and other types of individual income. In H A W 4 | » S R O N # 0) ° N C . 
1948, personal income was about $18,400 
million higher than in 1947 and up 
about $35,546 million from 1946. Pre- 


315 North 4th St. Birmingham 4, Ala. 
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HANDS THAT KNOW TOOLS 












| “They can 


FEEL 
- the quality 


To the craftsman who knows tools— 
whose hands recognize the “feel” of 
true-balance—whose ears are attuned 
to the ring of carefully tempered steel 
—thename VAUGHAN & BUSHNELL 
stands for “the finest in tool making!” 





To such a person one can’t sell a V & 
B too—his good judgment BUYS it! 


No. 700 ASSORTMENT 


An assortment of 30 quality tools that invite 
immediate sales. Assortment consists of the 
famous Vaughan SQUARE Punches and Chis- 
els, forged from extra refined, 
| beveled square alloy steel 
— carefully tem- 

pered and indi- 
vidually tested. 





ESTABLISHED 
1869 


200 








war, in 1939, personal income was 
barely one-third the high 1948 total, 
amounting only to $72,607 million. 
December showed the highest 1948 rate, 
with personal income running at the 
annual rate of $220,800 million, com- 
pared to $207,700 million in Dec., 1947. 
“The December rise in personal income 
was the result of increases in farm and 
non-farm proprietors’ income, dividends 
and transfer payments,” the Office of 
Business Economics comments. 
* ca * 

Business inventories — Busi- 
ness inventories in the United States 
totaled $54 billion on Dec. 31, off about 
$1,400 million from the preceding | 
month, but up about $6 billion from 
Dec., 1947. Manufacturers’ inventories 
at the end of December totaled $31,796 
million, compared with $31,225 million 
at the end of the previous month and 
$28,010 million for Dec. 31, 1947. Whole- 
salers’ inventories stood at $8,286 mil- 
lion at the end of last December, against 
$8,501 million on Nov. 30 and $7,545 
million in Dec., 1947. 





Inventories of 
retailers dropped seasonally, from $15,- 
652 million in November to $13,919 
million in December. This, however, 
was higher than the total of $12,426 
million for the like month in 1947. 
* * * 
Truck loadings set record— 
The American Trucking Association re- 
ported that truck loadings reached a 
record high during 1948, at 230 per 
cent of tonnage carried in the 3 year 
“base” period, 1938 to 1940. The index 
for every month during 1948 was higher 
than the like month in any previous 
year, the Association reported. The 
peak was in October, when the index 
rose to 255. Volume of freight trans- 
ported by motor carriers in December 
increased 5.9 per cent over Dec., 1947. 
+ ria A 
Manufacturers’ dollar sales 
rise —Manufacturers’ sales totaled $210 
billion in 1948, a 12 per cent gain over 
1947, the Commerce Department says, 
but adds that the increase was due 
chiefly to higher prices, with physical 
volume up only a little. Manufacturers’ 
inventories reached a new high of $31,- 
700 million as of Dec. 31. The $3,700 
million increase in 1948 compared with 
a 1947 rise of $4,600 million. But the 
gain in the physical volume of inven- 
tories was about the same in both years. 
Smaller price upturns in 1948 made the 
difference. 
* + ee 
Employment —- Unemployment 
rose by 700,000 in January, the Census 
Bureau reported. It said both the 
usual mid-winter reduction in trade and 
outdoor work, and non-seasonal cut- 
backs in production accounted for the 
increased layoffs. Persons out of work 
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SIZE MARKED 





Puzzled 7 


There’s no perplexing problem to sell- 
ing pump leathers . . . when your stock 


is Simplex. 


Simplex pump leathers are perma- 
nently imprinted with plain size mark- 
ings to save time and prevent mistakes. 


When you order pump leathers, order 


“Simplex.” 


Ask your jobber or write us 
for price list. 


MANUE ACTS © «€ 


aa. 8=6©6©6—CCUme 











Changes 


New products and new 
trade names are constantly 
being added to the list- 
ings for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


Ww 


100 E. 42nd St., New York 17, N. Y. 
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last_month numbered 2,650,000. This | TAMER E I$ NO NETTING LIKE 


was-600,000 above Jan., 1948. It was the 
highest since April, 1942, when 3.050.- 
000 were idle. Total employment in | 
January dropped to 57,500,000. This was 
a fall of two million from the Decem- 
ber level. But it was 265,000 over a BRAND 


year ago. 
es * x 


“Specialty” farm land vaiues WI Ri N ETTI N G 


dropping—Farm land used for “spe- 
cialty” crops, oranges, grapes, «ates, 





olives, walnuts, etc., are on a_ price 
toboggan in California. This pattern is 
slowly spreading to other areas of the 
nation, with citrus growers in the rich 





Rio Grande Valley of Texas also com- 
plaining. As a result of citrus price de- 
clines, the value of Texas white grape- 
fruit land has dropped as much as 50 


to sell- per cent in the last two years. Groves 
ur stock producing a famous Texas specialty, red 

and pink grapefruit, in the same area, 
perma- show a 15 per cent to 20 per cent slip 
) mark- in the two years. Up to now the 
ristakes. troubles of the specialty crop growers 
s, order have not become a general farm real 


estate ailment. Farm economists think 
there are at least two good reasons why 





JS 7 F ° 
not. For one thing, prices of truck 
crop, grain and pasture lands rarely 

‘ climb to the heights that specialty crop 
lands reach in boom time. For another. 
although other farm products have de 
clined, few have suffered the price 
blows that have fallen on the specialty 

———. crop producers. Basic crops, like corn. 


wheat and cotton, are underwritten by 
the government parity price proxram. 
> Prices soften, but the federal price 


props keep them from collapsing, so 


Netting made with the best corrosion-resisting open hearth copper bear- 
ing steel, with an extremely heavy galvanized finish, is what your customers 


ints Cecilie ies on Ceietien cal aeatiite: tale. want—for poultry netting or animal pen netting. The buy-word for depend- 


ate Good grain farms in Illinois, for ex- able wire netting is Cortland Brand—proved by satisfied customers since 1873. 

ample, are staying near their peak of 
tly $300 to $400 an acre. Before the war You can sell this proven brand in all types of netting: 
ist- they were up for sale at $175 to $225 
iad an acre. The same mild trend is re- Hexagon Poultry Netting - made with an extra-long continuous 
id ported in Towa and other corn belt twist; galvanized before or after weaving. In 1” and 2” Mesh; 20 Gauge; 

‘ states, Kansas winter wheat land prices, Standard Widths; 150-linear-foot bales. 

too, are holding about at their peak. 
not A lively store competitor Animal Pen Netting - heavy grade hexagon netting galvanized after 
of Western Auto Supply Co. reports. its weaving for heavy-duty purposes. In 34”, 1”, 112” and 2” Mesh. 

scales in 1948 were $125.987.662, com- ; . , 
™ ame ee agro mae oa, ony Specify Cortland Brand for the wire netting sold by Hardware Dealers over 
the pared with $121,395,031 in 1947. The 

s ’ three-quarters of a century. 

ted retail department’s volume dropped 
= $1.376,367 despite an increase of six 

stores during the year. The addition of Hardware Cloth - For long hard wear and special usage. Uniformly 
be 214 associate or wholesale accounts con- 


ae stipibaie woven, heavily galvanized, in all standard widths and meshes. 
tributed to the nearly $6 million in- 


crease in that division. As of Dec. 31, | 
Western Auto operated 263 company- Wire - Poultry Netting - Nails - Wire Screening 
owned retail stores, and supplied 2,118 
dealers. Expansion plans, shelved last 
year because of high costs, will be 


speeded up this year. Pians have been 
G E made for a vigorous expansion in 1949 BAND 
of the dealer program, with a goal of 


N. Y. 300 new outlets, while Western will WICKWIRE BROTHERS, Tow Cortland, N.Y. 


further develop its major appliance 
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Let Hassall supply your requirements of brass and steel escutcheon pins in standard or special sizes 
. Plain or plated finishes ... Attractive, sturdy, metal-edge boxes assure display value, convenient 
handling and protection of contents ... WRITE FOR PRICES. 
Escutcheon pins in other metals, special nails, drive screws and rivets made to order.. - 
quality and quick delivery in large or small quantities... Tell us what you need... We will answer 
promptly... ASK FOR FREE CATALOG... 3-color Decimal Equivalents Wall Chart free on request. 


JOHN HASSALL, INC. 419 Oakland Street 


Brooklyn 22, N.Y. 


Economy, 


‘Measured for Greater Efficiency .. . 
Built for Better Service” 


“THE STELLAR’ precision made 
all aluminum 6 ft. rule 


— 
ert LLL 
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emaiaai 
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{// "ny i] 





“ny 
“4 
77) 

Here is unmistakable evidence of the finest Rule on the 
market today, designed to serve the needs of CARPENTERS, 
BUILDERS, ENGINEERS, ARCHITECTS, PLUMBERS and many 
others. Here is a double duty Rule all in one at 
the same price. Precision made for 100 per cent top per- 
formance and traditionally accurate the whole length of 
the way. 


Unconditionally guaranteed to last a 


STELLA FO mene 
List price 7: 4M06 CO, ae . 


MECHANICS AND TOOL MAKERS - SQUARE 
For the first time anywhere, here is an offering of un- 
precedented value, an all aluminum combination metric 
and inches square that will be welcomed by Mechanics, 
Toolmakers and’ many others. It contains a vial to insure 
flatness and a hardened ground steel scriber. This su- 
perior square is precision made for guaranteed accuracy. 


ifetime und 


e Reinforced with Ma- 
chine Brass Hinges 


Held Together by 
Machine Brass Rivets 


: Numerals Embossed 
and Lacquer Filled 


Greater Thickness 
than Average Rule 


- USUAL DEALERS DISC 


93-34 170th St., 


WRITE FOR COMPLETE INFORMATION 


STELLAR TOOL & MFG. CO., Inc. 


Jamaica 3, L. | 











' tor Johnson’s 


lines. A large volume is expected in 
the refrigerator field, which was en- 
tered on a broad scale last year. The 
company still looks for radios to provide 
a large gross income, and, says Chair- 
“Western Auto expects 
to have a substantial share in distribu- 


man Hutchings, 


tion of television receivers, just as it 
Further expansion 
will take place in the sporting goods 
department in 1949, The new low pres- 


has had in radios. 


sure tires should stimulate replacement 
All told, 
we expect 1949 to be a profitable year, 
with sales equal to or exceeding 1948.” 


tire sales throughout the year. 


Clarification of Basing 
Point Controversy Likely 


(Continued from page 104) 


Capitol Hill for legislation which 
would definitely spell out indus- 
try’s authority to absorb freight 
and quote delivered prices. It is 
felt that this is necessary due to 
the fact that what the courts and 
FTC have done and may undo, 
they can do again some time in 
the future. In other words, there 
is a growing conviction among 
both Democrats and Republicans 
in Congress that clarifying legis- 
lation must be enacted regardless 
of what the FTC’s policy may be 
from week to week. 

The legislation being considered 
by the Senate is $.236, introduced 
by Senator Johnson, D., Colo., 
which would legalize freight ab- 
sorption in the absence of con- 
spiracy. As a result of hearings 
held on this legislation several 
weeks ago, the bill is now being 
rewritten by the staff of Senator 
Johnson’s Trade Policies Commit- 
tee. Hearings on this revised leg- 
islation will get under way soon 
but it will probably be many 
weeks before the Senate is ready 
to vote on the measure. 

On the House side of Capitol 
Hill, the situation is vastly differ- 
ent. In sharp contrast to the 


| spadework that has already been 


done in the Senate beginning last 
summer when the Trade Policies 
Committee bombarded the coun- 
try with questionnaires asking for 
the opinion of business on this 
question, practically nothing has 
been done in the House. 
Companion legislation to Sena- 
bill has been intro- 
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duced in the House but there 
have been no hearings and none 
are scheduled at the present time. 
However, an interesting proposal 
was contained in a bill dropped 
into the hopper by Representative 
Walter, D. Pa., within the last two 
weeks. This bill, H. R. 2222. 
would suspend for two years those 
antitrust laws which either directly 
or indirectly rule out delivered 
prices. It would not affect cases 
now before the courts. While this 
proposal is new insofar as legis- 
lation is concerned, it has been 
discussed in industry circles for 
many months. It is felt that this 
proposal has merits for two rea- 
sons: (1) that over a two-year 
period an exhaustive and impar- 
tial study could be conducted re- 
sulting in legislation which would 
stamp out all traces of the FTC’s 
f.o.b. mill crusade, and (2) that 
within the next two years, the 
supply and demand situation in 
cement and steel will be some- 
where nearer a normal situation 
which would clearly outline for 
Congress the chaos created by 
the Commission’s crusade. 


A Stop Gap Measure 


But unless Representative Wal- 
ter’s bill has support that is not 
now evident, it is not likely to be 
given serious consideration. The 
most that could be hoped for in 
regard to this type legislation 
would be passage as a stop gap 
measure at the close of the ses- 
sion this summer in the event that 
legislation such as Senator John- 
son’s bill gets lost in the last min- 
ute shuffle. 

Summing up, it appears that 
one way or another the issue will 
be settled—and settled soon. Not- 
withstanding the economic theor- 
ists in the administration who 
have fought and who will contin- 
ue to fight any pricing system 
other than f.o.b. mill. The vari- 
ous arms of the Federal Govern- 
ment are apparently coming 
around to the realization that the 
present problem is basically a non- 
partisan one and must be realis- 
tically settled once and for all if 
businessmen are to have any con- 
fidence in the legality of their 
sales methods. 















YE & RING 
BOLTS 


. manufactured in a variety of styles as shown 





with shank sizes from 44” x 2” to 1” x 18”. Drop 
Forged Steel Bolts offer the full strength of bar 
steel, with weldless eyes that cannot open. Available 
in Self-Colored finish, or Hot Dip Galvanized, even 
including the threads! 

r The W-C line of Heavy and Shelf 


Hardware also includes items 





ranging from Blocks & Pulleys 
to Drop Forged Steel Shackles. 
For complete information on the 


“Dependable Line” write today 





for your free copy of our new 


1949 Catalog “G”. 


WILCOX, CRITTENDEN & CO., INC. 


“4 CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 

















Easier to Ls 


st SKIL Floo Sander! 


Lightweight, easy to handle 
. SKIL Floor Sander rents 












Rent SKIL Edger 

. for hard-to-reach 
spots—smaill closets, 
along walls, on stair 
treads. Saves hours 
of tedious hand 
sanding . . . makes 
even bigger rental 
profits for you. 


quickly in your store. Does 


. . builds 
profits just as fast. Have your 
SKIL Tool Distributor 


demonstrate today. 


gx) 


SKILSAW, INC. 
$033 Elston Avenue, Chicago 30, lil. 
Factory Branches in Principal Cities 


quick as a flash . 





: smooth, ripple-free finishing 





Mony exclusive 
features make 
SKIL Floor 
Sander the 





easiest-to-use 
sander on the 
market today 
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THE PRODUCT 
THAT SELLS 
ON SIGHT 


TASGON 


The Quickest, FROZEN NUTS 
Most Penetrat- 

ing Rust Solvent | 
on the Market 













Q 


Tasgon works its way into the 
tightest joints — loosens rusty 
connections hard- 
ened grease, paint, PAINTED BOLTS 
grime, gummed 
up machinery or 
tools. 

A FREE can is 
waiting to prove to you that 





Tasgon is a product for you 
to stock, recommend and se//! 
Write 


SAMUEL CABOT, INC. 


234 Oliver Bldg. Boston 9, Mass. 
Offices in New York, Minneapolis, Chicago 





YOU CAN ALWAYS 
SELL 


items that represent: 


A SMALL INVESTMENT 

THAT SAVES MOTORISTS 
ITS COST OVER AND 

OVER AGAIN, FOR YEARS 











- the prime virtue of HULL 
AUTOMOBILE COMPASSES — they 
pay for themselves many times over, 
every time they save a motorist from 
a wrong turn, lost miles and time. 
Thousands of HULL COMPASS users 
have made that same comment, in 
enthusiastic letters. Undoubtedly, 
that’s why Hull sales have never 
ceased their steady climb, through 
15 years, good times 

and bad. 
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{| HULL MFG. Co. ard 1 
1 P. O. Box 246-HA3, Warren, Ohio ! 
u Send me information and prices on the Hull t 
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Alabama Retail Hardware Assn. 
annual convention, April 25-26, at the 
Jefferson-Davis Hotel, Montgomery, Ala. 
Mrs. Euna G. Ramsey is association 
secretary-treasurer with headquarters at 
509 North 19th St., Birmingham 3. 

American Hardware Manufac- 
turers Assn., 96th semi-annual con- 
vention to be held jointly with the 58th 
annual convention of the Southern 
Wholesale Hardware Assn., April 4-7, 
at the Palm Beach Biltmore, Palm 
Seach, Fla. Dr. Arthur L. Faubel, 342 
Madison Ave., New York City 17, is 
secretary-treasurer of the manufacturers 
association. T. W. McAllister, Orlando, 
Fla., is secretary of the wholesalers’ 
association. 

American Toy Fair, March 7-18, 
with temporary displays at Hotels New 
Yorker and McAlpin, New York City, 
in addition to displays at 200 Fifth 
Ave., and other permanent showrooms. 
Sponsored by Toy Manufacturers of the 
U.S.A., 200 Fifth Ave., New York City. 
H. D. Clark is secretary. 

Associated Pot and Kettle Clubs 
of America, convention, June 19-22, 
at the Santa Barbara Biltmore Hotel, 
Santa Barbara, Caljf. Convention chair- 
man, George H. Slater, 712 So. Olive 
St., Los Angeles 14. 

Bicycle Institute of America, an- 
nual convention, March 28-April 1, at 
the Boca Raton Hotel, Boca Raton, 
Fla. Association headquarters, Room 
1215, 10 Rockefeller Plaza, New York. 

Builders’ Hardware, Regional Con- 
ference of the National Contract Hard- 
ware Assn. and the American Society of 
Architectural! Hardware Consultants, 
April 11-13, at the Arizona Biltmore 
Hotel, Phoenix, Ariz. Victor H. Nelson, 
Foxworth-McCalla Lumber Co., Phoe- 
nix, Ariz., is chairman of the meeting. 


Eastern Hardware Golf Associa- 
tion, 13th Annual Tournament, May 
18-20, inclusive, 1949, at Shawnee Coun- 
try Club, Shawnee-On-Delaware, Pa. 
H. L. Gilliam, Wood Shovel & Tool Co., 
30 Rockefeller Plaza, New York City is 


secretary of the association. 


CONVENTIONS 


%: 


COMING 





AND 
EVENTS 





* 


Louisiana Retail Hardware Assn. 
and Mississippi Retail Hardware Assn.. 
joint convention and exhibit, June 6-8. 
at the Hotel Jung, New Orleans, La. 
Secretary for both associations is David 
O. Mansfield, 226 S. State St.. Rm. 16, 
Jackson, Miss. 

Marshall-Wells Associate Stores 
Congresses sponsored by the Marshall- 
Wells Co.. Duluth 1, Minn., as follows: 
March 7-9, at Duluth; March 14-15, at 
Billings. Mont.; March 21-23, at Port- 
land, Ore.; March 28-29, at Spokane, 
Wash. 

Mississippi Retail Hardware Assn. 
and Louisiana Retail Hardware Assn., 
joint convention and exhibit, June 6-8, 
at the Hotel Jung, New Orleans, La. 
Secretary for both associations is David 
O. Mansfield, 226 S. State St., Rm. 
10, Jackson, Miss. 

Missouri Retail Hardware Assn.. 
convention and exhibit, March 8-10, at 
the Jefferson Hotel, St. Louis. Louis C. 
Kreh, 1189 Arcadet Bldg., St. Louis, is 
association secretary. 

National Hardware Show, Oct. 12- 
15, Grand Central Palace, New York 
City. Frank M. Yeager, 331 Madison 
Ave., New York City, is the director 
of the show. 

National Retail Hardware Asso- 
ciation, 50th annual congress, at the 
Statler Hotel, Boston, Mass., July 11-14. 
Rivers Peterson, 333 No. Pennsylvania 
St., Indianapolis, Ind., managing di- 
rector. 

National Housewares and Major 
Appliance Manufacturers’ Exhibit and 
Meeting, July 11 to 15, 1949, in the 
Atlantic City Auditorium, Atlantic City, 
N. J., sponsored by the National House- 
wares Manufacturers Association. A. W. 
Buddenberg, 1402 Merchandise Mart, 
Chicago 54, Ill, is executive secretary. 

North Dakota Retail Hardware 
Assn., convention and exhibit, March 
22-24, at Fargo. Headquarters, Gard- 
ner Hotel: exhibit, Auditorium. Miss 
Clarine Sherwood, 24 Clifford Bldg., 
Grand Forks, is secretary. 

Pennsylvania and Atlantic Sea- 
board Hdwe. Assn., convention and 
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CABINET HARDWARE 
BUILDERS HARDWARE 
CABINET LOCKS 
SCREWS AND BOLTS 
SASH HARDWARE 


\ 


sles 





D ISTID NE 20M VE E HA rr D SAYIE 


Sou r € E 





NATIONAL Lock COMPANY © ROCKFORD, ILLINOIS 








MAXIMUM STRENGTH 
And Uniform Quality Mean 


Satisfied Customers with 


SHEFFIELD 
OIL 
COLORS 


In BULK, 2 pint and Quart 
Cans as well as 3 sizes of 
Lithographed Tubes 


30 outstanding colors, 
triple ground in pure 
linseed oil to give 
maximum strength 
and cleanest colors. 
Highest uniform qual- 
ity assured because 







of our volume production and modern equipment. 
A beautiful metal display cabinet is available as a 
sales stimulator. Write for prices and further details. 


PAINT CORPORATION 
CLEVELAND 6, OHIO 








Large Profits with no investment! 
selling ths PREFABRICATED 


lolonial PLEKET 


HERE’S THE DEAL! 


No need to stock this 
nationally advertised, 
sturdy red cedar fence 

. . available in 24, 36 
and 48-inch heights. 
Display one section . . . 
and you're ready to 
take orders. We ship 












the complete fence or- 
der in 7-foot sections — 
all assembled ready to 
slide into place. Every 
sale is real dollar vol- 
f ume. Write today for 
H details of selling ana 
My territory protection 

















ARNOLD-DAIN CORP. 


BOX 50 e« MAHOPAC, NEW YORK 








THE E-Z CORN POPPER— 
THE ORIGINAL ROTARY POPPER 
Available in Both Gas and Electric Models 


A leader in sales. Quality 
and design have made it 
the leading POP CORN 
POPPER for 25 years. 
1,000,000 sold. 


Electrical welded through- 
— out — Tested and ap- 
proved — often imitated but never equalled. 


Models A&C Blue Steel 
Models B&D Chrome Steel 


FIVE OUTSTANDING FEATURES 


1 Concave bottom which makes unpopped corn roll 
to the center directly over heat. 





2 Propeller type agitator designed to ride bottom, 
roll the kernels and prevent scorching. 


3 Cover latch designed so lid can be raised without 
burning fingers. 


4 Wood Handle does not get hot. 
5 Nine Inch Bottom fits all types of stoves. 
ASK YOUR JOBBER 


O. S. KEENE MACHINE CO., INC. 


P. O. BOX 70, MIDDLEBURY, IND. 














——____ PORCELAIN 
UTILITY 
SAS 


‘425 


In various colors. 22'/2'' x 
12¥2"' x 25"" high as illus- 
trated. Ideal for kitchens, 
bathrooms, etc. 


BARRIDON 
PRODUCTS 
1429 Park St., Hartford, Conn. 




















* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 


MARSHALLTOWN 





crater 
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There’s only ONE 
READY PATCH 














MORE AND more dealers are 
finding READY PATCH the logical 
answer to the demand for a ready- 
mixed, easy-to-use patching com- 
position in paste form. 


If you sell patching plasters you 
understand the popularity and 
need for this distinctive product. 


Manufactured by 
M & H LABORATORIES 


2703 ARCHER AVENUE 
CHICAGO 8, ILL. 




















The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 





¢ METAL OR WOOD TRIGGER 
¢ FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 
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exhibit, Feb. 28-March 3, at Baltimore. 
Hotel headquarters, Lord Baltimore; 
exhibit 5th Regiment Armory. W. 
Glenn Pearce, 400 No. Broad St., Phila- 
delphia 30, Pa., Secretary. 

South Dakota Retail Hardware 
Assn., convention and exhibit, March 
15-17, at Sioux Falls, S. D. Headquar- 
ters, Cataract Hotel; exhibit, Coliseum. 
F. J. Hodoval, Ft. Pierre, secretary. 

Southern Wholesale Hardware 
Assn., 58th annual convention to be 
held jointly with the 96th semi-annual 
convention of the American Hardware 
Manufacturers’ Assn., at the Palm 
Beach Biltmore, Palm Beach, Fla., April 
1-7. T. W. McAllister, Orlando, Fla., 
is secretary of the wholesalers associa- 
tion and Dr. Arthur L. Faubel, 342 
Madison Ave., New York City 17, is 
secretary of the manufacturers’ associa- 
tion. 

Triple Mill Supply convention, 
April 25-27, at Cleveland, Ohio. Con- 
ference booth program at Cleveland 
Auditorium. associations 
are: American Supply & Machinery 
Manufacturers’ Assn., general manager, 
R. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn., secretary- 
treasurer, Henry R. Rinehart, 505 Arch 
St., Philadelphia 6; Southern Supply & 


Sponsoring 


Machinery Distributors’ Assn., secretary- 
treasurer, E. L. Pugh, 712 Volunteer 
Bldg.. Atlanta 3, Ga. 

Western Metal Congress and Ex- 
position, Shrine Convention Hall, Los 


Angeles, Cal., April 11-15. 


Income Tax Guide 
For Retailers 

Fairchild Publications, Inc., 7 E. 12th 
st.. New York City 3, has issued its 
Income Tax Guide for Retailers, com- 
pletely revised. Guide deals directly 
with retailers’ tax problems, providing 
all the facts necessary to comply with 
the new tax law as economically as pos- 
sible. Guide measures 84% by 11 in. 
and is priced at $3 per copy. Book is 
specially keyed to retailers’ month-to- 
month businesses enabling them to ef- 
fect tax savings through application of 
its principles to their regular business 
practices. 


Children's Party 


The schoo] children of Green 
County, Wis., were the guests one 
day last August at a pre-school 
party sponsored by the Berlin. 
Wis.. Chamber of Commerce. More 
than 1000 tickets were distributed 
which entitled each child to attend 
a local movie and receive free ice 
cream. Merchants also distributed 
gifts to the children during the 
theater show. 
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TERRACE 
HOUSEHOLD 
STEP LADDERS 
BEST QUALITY 


Made of selected kiln- 
dried stock only. 
Now Available 

TERRACE WOOD PRODUCTS (0. 


113 Elizabeth Avenue 
Elizabeth 1, N. J. 

















ALL-METAL 


Niekel Steel, 
dises, 4 decorator tips, 


wire for dete 


Over a Million Sold te 1948 


COOKIE PRESS and 
CAKE DECORATOR SET 


8 ote 
aozzle. — hag different 
cookies. Decorates 
eakes 14 "pleses “in deserip- 


tive box with recipes. See 
your jobber, or write or 











Stock 
Shipments 


SWEDISH STEEL ANVILS 
SWEDISH IRON IN BARS 


SWEDISH-AMERICAN STEEL CORP. 


435 Kent Ave. Brooklyn 11, N. Y. 




















Upholstered & la. 
Taunt y sone En — Folding Tebles 


PROMPT 
SHIPMENT 
ADIRONDACK 
CHAIR CO. 


1142-4 BROADWAY 
NEW YORK |, N.Y. 




















CHANGES 


New products and new 
trade names are constantly be- 
ing added to the listings for 
the next Directory Number of 
HARDWARE AGE. 
Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested in, 
write to the “Who Makes It’ 
Fditor. He'll be glad to serve 


you. 


HARDWARE AGE 


100 E. 42nd St., New York 17, W. Y. 
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PLYMOUTH 


Crrdage Products 


ROPE + BINDER TWINE oo r ae 
A eee THE ROPE YOU CAN TRUST BECAUSE IT IS ENGINEERED FOR YOUR JOB 


BRUSHES Now [t's 10th Year! 


Touch-Up Bronzing 
Marking Varnishing 4 WN u r 
Wiop © 


Enameling Lacquering P 
v7ymm (9 
j 









PLYMOUTH 












pA.” Cellulose Sponge Line 
| PRICE J and SQUEEGEE 






Chere’s a Minute Mop fast-seller to speed every house- 
hold cleaning job. Women want and BUY the popular 
Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- 
dow Brush and Squeegee. Toi-la-Kleen, and the long 
famous standard size Minute Mop and Drainer, and 
also the new Jumbo Minute Mop for large floor areas 
All made of Du-Pont Cellulose Sponge. Write or phone 
your jobber today 


M. GRUMBACHER 
MINUTE MOP 00. chico eine: 


in 
ele) 4-5) 








Galt he | ‘ DONLEY'S 


ej, POPULAR PRICED LINE 


HOUSE PAINTS 
well-planned compactness shoppers 

















@ $1.45 gal.* 


seek! These advantages — plus at- | * 
No. 4 Send for tractive popular prices —— assure | @ 2.65 gal. 
fast buying and volume sales! } ENAMELS ... 2.25 gal.* 


COMPLETE LINE 


oe PED 


High Sales Volume! METAL PRODUCTS CO. 


Ask for facts on HAMILTON Est. 190 
rs Tool and Utility H A M l L T 0 N rt) H l 0 
joxes. ' 

Soles Offices. 4 Broodwoy York 13, N.Y 


| e ee eoe#ee# ° 


WRITE FOR COLOR CARDS AND PRICE 
| RONLEY PAINT CO LISTS ON OUR COMPLETE LINE 


CPOE AME, OKIE 


ree 
Folder, HA2 WRITE FOR LITERATURE ON 


Prices quoted zone | within 300 miles 


Saiesmen note: Some choice 
jertitories open — write tant points 


DONLEY PAINT CO. @ CLEVELAND 5, OHIO 


of Cleveland; slightly higher for dis 











c 
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When You Know 
The Trade-Name— 


of a certain product and want to know “Who Makes It?” 








“SEAL RITE, Jr.”’ 
Full Size, All-Steel 














look in the General Directory Section of the "Who Makes It?” ‘ LD 4 0 

Number of HARDWARE AGE for the trade-name. You'll fad | Caulking Gun --- ~ aceD UD (List) 

it listed alphabetically under the product heading of the item | For the first time an all-steel caulking gun at such a low price! 
in question. Alongside the trade-name you will find the name | A full size gun—9" barrel. Cadmium finish. Ratchet type. For bulk 
of the manufacturer, also the address of the maker arranged | or cartridges—any standard make. A gun that every home owner 
alphabetically in the same list. Keep your “Who Makes It?" and renter can afford. 


Number close at hand where it will serve your wants quickly. SEAL RITE CAULKING co Inc 
b4 ARDWARE AGE LOS ANGELES 44, CALIF. DETROIT 21, MICH. BROOKLYN 22, N. Y. 
6001 So. Gramercy Place 6335 Lyndon 192 Green St. 


100 East 42nd St. New York 17, N. Y. 











World’s Largest Producers of Caulking Materials 




















sell themselves! 


Po Rett Sold by 





lever? leading jobbers 
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IS NOT JUST THIS= ~ } y 


It’s also your ‘“‘Warren Harding era”’ 
machinery, beat-up equipment, tired 
and dog-eared tools and parts, used- 
up odds and ends, and rejects. 








208 






ae 


And all of this heavy scrap is needed to increase the supply 
of steel mill melting stock . . . that we need to fill industry's 
demands and create an emergency reserve for national 
security. 

It's needed because our scrapyards aren't getting the 
old-model cars they used to (people are still driving them) 
+ + + precious little of the war-time steel production ever 
came back as scrap . . . and the supply of war scrap overseas 
has been held up by the winter weather. 

Heavy scrap—exactly the type you have—can help to 
increase production (heavy scrap processes faster than light 
scrap) and provide an emergency reserve. 

So—whether you've realized it or not— 


YOU'RE IN THE SCRAP BUSINESS NOW 


Clean out the corners of your plant and help fill the supply 
line. 

More heavy scrap turned in means more steel production 
for domestic needs—and a safe backlog for emergency. 

Our goal is one million additional tons of heavy scrap. 

So start a Steel Scrap Salvage Drive now. Appoint one 
official in your plant as your Heavy Scrap Drive Director... 
and give him authority to sell unneeded inventory. Consult 
your scrap dealer. 

Do this now — help speed the day when we can consider 
our production sufficient and our emergency reserve safe. 


Set up a steel scrap salvage program 
in your plant — NOW 


Contributed by 


HARDWARE AGE 


A Chilton @ Publication 
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GAS-N-OLL 


FILTER FUNNEL 


SS WITH "BUILT-IN" 
FINE WIRE MESH 


For Power lawn mowers, outboard motors, gasoline | stoves, motor 
bikes and motorcycles. This funnel, with ‘‘built-in" filter, keeps 
impurities from entering the gas tank. Fast Flowing. Made of 
Gasoline-Proof Plastic. Sells on Sight. Quick turnover—More Profit. 
Jobbers and distributors inquiries invited. 


Retails at 
$] -00 


Ki SS 











BOWEN MFG. “iiincis" 








“INCREASE YOUR SALES IN 1949 with 
AMERICAN VISES 

Machinists’, Garage, Woodworkers’ and Pipe 
A VISE FOR EVERY PURPOSE 

Jack Screws 

Scales 

Anvils and 

Hardware 

w Specialties 





Catalog and Discount Sheet On Request 


AMERICAN SCALE COMPANY 











Sa = 
x 2 
Pe OE Ex-y a 





~ 


STEEL FENCE POSTS 


q 

a 

) 

| == "U" flanged posts with self-fastening 
lugs. No Staples Required. 
i DEALERS! if your jobber cannot supply, 
ql Q 


write us. Attractive prices and 
delivery dates. 


























Manufactured by 


RUDOLPH POULTRY EQUIPMENT CO. <—: 
Vineland, N. J. 


i yee a 











ASK 
YOUR 

JOBBER 
TODAY! 


STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 


Distributed exclusively through your jobber 





Made exclusively for 


AMERICAN IMPORT CO., San Francisco, California 











919 Baltimore Kansas City 6, Missouri 





MOST ALL SIZES ON HAND F.O.B. CHICAGO 


Atlas Nail Co., Ine. 


20 N. Wacker DrivesPhone ANdover 3-3068' Chicago 6, Ll. 








PICTURE 
HANGERS 


TATE = 


Closet Rod Brackets * Wardrobe Loops 
Cup Hooks + Push Pins 


Friction Catches * Shower Curtain Hooks 
Picture Wire+ Coiled Wire*Spooled Wire 











Estab. 














E. Hw. TATE co. SOSTOR, Maas. U.S. A. 
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“ROYAL joint FASTENERS 


—PRE-SOLD VIA NATIONAL ADVERTISING! 


WAYS TO PROFITS 
IN-DEMAND SIZES! 


SEE YOUR JOBBER—-OR CONTACT-— 


INDEPENDENT METAL STRAP CO., INC. 
ESTABLISHED 1907 »« 232 THIRD ST., BROOKLYN 15, N. Y. 











SINCE 1909 


THE FLETCHER TELL compiad 


DUNBAR, WEST VIRGINIA 


200 Fifth Avenue 
NEW YORK, NEW YORK 


14-117 Merchandise Mart 
CHICAGO, ILLINOIS 
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assified Advertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words....... 
Each additional word.. 


Positions Wanted 


(Special Rate) set solid, maximum, 
50 words 
Each additional word......... 


Allow Seven Words for Keyed Address 
or Your Address 








$2.00 
.05 





— 
*BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. 
previous to date of publication, 


Address your correspondence and replies to 


100 East 42nd St., New York 17, N. Y. 


will not be forwarded to box number 


Classified forms close 15 days 


HARDWARE AGE 


Classified Opportunities Dept. 




















[Sales Representatives Wanted | 





SIDELINE SALESMEN-—-TO CARRY COM- 
PLETE LINE of Fishing Tackle and Sporting 
Goods for a wholesale firm. Excellent opportun- 
ity to make extra commission. Attractive proposi- 
tion. Write giving territory covered and line 
handled. Address Box N-70), care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y. 


SIDELINE 
COVERAGE 


SALESMEN, SMALL - TOWN 
Houseware, Homefurnishing, Ap- 
pliance Stores. 742% commission. Catalog in- 
cludes automatic toasters, irons, bathroom cabi- 
nets, gas and electric hot plates and stoves, roller- 
skates, chrome stools, play-pens, space-heaters, 
ironing boards, folding rulers, broilers, plastic 
seats, swings, many others. Address Box N-91, 
care of HARDWARE Acer, 100 East 42nd St., 
York 17, 


MANUFACTURER REQUIRES SIDE LINE 
SALESMEN in Iowa, Nebraska, Kansas, Mis- 
souri, Kentucky, Tennessee and West Virginia 
to sell our Medicine Cabinets, Mirrors, etc., to 
Hardware, Plumbing and Lumber Trades. 15% 
Comm. Repeat order protection and ‘prompt 
shipments. Write fully with references. Standard 
Art Industries, 327 S. LaSalle St., Chicago, Ill 


WANTED—SIDE LINE SALESMEN. Sev- 


eral good low priced items sold through hard- 
ware, department and general stores. Commis- 
sion. Advise territory now covered. Address 
John A. Williams, 390 Clinton Avenue North, 


Rochester 5, N. 





SIDE LINE SALESMEN 


FOR 


MAGNESIUM LADDERS 


To call on rated retail hardware and 
paint stores. Territories east of Mis- 
sissippi River open. 

Write giving territory presently covered. 


MAGNESIUM LADDER CORP. 
151 Mt. Vernon Ave., Mt. Vernon, N. Y. 


Phone: Beverly 7-8000 











DEALERS AND LUMBER YARDS in Central 
Pennsylvania to sell Builders’ Hardware and 
Tools pertaining to Building Trades. 7'4% com- 
mission on all new and repeat business. All Ac- 
counts Protected. Address Box N-78, care of 
Harpwarz Ace, 100 East 42nd St., New York 
7. es Es 

| = _— 

| WE HAVE A WORTH WHILE COOPERA- 


TIVE PLAN particularly for men now contact- 

ing, or familiar with, the hardware and general 

store trade in rural areas from New York to 

South Carolina. Our lines include housewares, 

electrical supplies, oe brushes, cutlery, etc. Ad- 

dress Box N-65. care of HARpWarRE AGE, 100 
| Bast 42nd St., New York 17, N. Y. 


New | 


| 





WANTED EXPERIENCED SALESMEN BY 


WELL ESTABLISHED LOS ANGELES 
PLANT manufacturing Outside White Paint 
exclusively. Very low delivered price and highest 
quality Titanium base insures ready sales and 
good earni ngs for men with following in paint, 
lumber yard and hardware dealers trade. Most 
territories open. Address Box N-42, care of 
ae i Acr, 100 East 42nd St., New York 
i, > Be 


METROPOLITAN WHOLESALE DIS 
TRIBUTOR EXPANDING TERRITORY — 
Seeking One or Two Experienced Hardware 
Salesmen with Retail Dealer Following in New 
Jersey, Connecticut, New York States. Must be 
a live wire. Nationally advertised brands tools, 
hardware, housewares, garden implements in 
stock. Liberal drawing and commission. Com- 
plete details in first letter. Address Box N-85, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, 7. 








ELIABLE NEW YORK CONCERN SELL- 
| I ING. 
| ing Knives, 


| retail trade is 


etc. to the 
19% 


Kitchen Knives, 
taking on a few salesmen. 


Scissors, 








SALESMEN WANTED 


By a long established, well rated manufac- 
turer, of a complete line of leather DOG COL- 
LARS, HARNESSES, etc. Opportunity for ex- 
perienced men calling on retail hardware and 
variety stores. Protected territory; liberal com- 
mission. 


Address Box N-33, eare of MAROWARE 4 gee 











100 East 42nd Street, New York | 


A COMPLETE LINE of Pocket and Hunt- | 


commission. State all particulars in first letter. 
Ac ldvess Box N-83, care of Harpware Ace, 100 | 
East 42nd St., New York 17, N. Y | 





SALESMEN CALLING ON HARDWARE | 


SALESMAN WANTED TO SELL POPULAR 


PRICE LINE of High-Class Paint ‘and Varnish 
Brushes. Will consider side-line men. Commis- 
sion only. State territory. Address Box N-79, 


care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y 

SALESMEN CALLING ON HARDWARE, 
APPLIANCE, AND FURNITURE DEALERS, 


as well as other outlets, to sell Electric and Floor 
Circulating Fans for Summer Season. —— gas 
and magazine type coal heaters for Fall and 
Winter Season. State territory. Commission. Ad- 
dress Box N-19, care of Harpware Acg, 100 Fast 
42nd St., New York 17, N. Y. 


SALESMEN WANTED BY OLD ESTAB 
LISHED NEW YORK WHOLESALE FIRM, 
calling on Retail and Wholesale Hardware Trade. 
Territory open Ohio, Indiana, Illinois, Missouri, 


Iowa, Michigan, Minnesota, Wisconsin. Com 
mission basis. No objection to non-conflicting 
side lines. Advise territory covered and lines 


now handling. Address Box N-63, care of Harp- 
ee Acer, 100 East 42nd St., New York 17, 





WELL ESTABLISHED CORDAGE MILL 
REPRESENTATIVE REQUIRES SERVICES 
OF SALESMEN calling on Mill Supply Hard 
ware Trade and Consumers, to sell Rope, Sash 
Cord, Mops, Twine, etc. Full time or side line 
Wanted for Eastern, Southern, New England 
States and Northern New York, Highest com- 
mission paid. Assistance given with leads. Fur- 
nish references and state full experience. Address 
Box N-67, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y 





SIDELINE SALESMEN 


or distributors wanted for several terri- 
tories to sell new patented process exterior 
house paint and primer. Sells for half the 
price of nationally advertised lead and oil 


paints. It is in large demand. Made from 
titanium, synthetic resin and linseed oil. 
Due to the high cost of drying oils and 


white lead, dependable lower priced paints 
are not available to dealers. Here are large 
volume leaders for all live wire dealers. 
Sold satisfaction guaranteed, 


The Merit Paint & Varnish Co. 
3748 E. 91st Street 
Cleveland 5, Ohio 
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Ciassihied Oppovumitien. Section... 








HARDWARE, DINNERWARE, FURNI- Beene TASIVE TO CONTACT DE- 
TURE MEN, Splendid Opportunity Sell Old | PARTMENT STORES, Major Retailers and 
Make Dinnerware nationally advertised. Must | Whee with New Complete Line Patented 


travel by auto, make 
sion. Address Box N-75, care of Harpware AGg, 
100 East 42nd St., New York 17, N. Y. 





CALLING ON 


HARDWARE 
Manufacturers. 


Kitchen Cabinets and Furniture 
Highly successful, newly designed ball bearing 
drawer slides. Open for distribution in all areas 
except North Atlantic States. Write giving par- 
ticulars and territory covered to G. P. Exp. Co., 
217 Centre St., New York 13, N. Y. 


JOBBERS 





MANUFACTURERS’ AGENTS—TO SELL 
A COMPLETE LINE of Step Ladders, Exten 
sion Ladders, Painters’ Ladders, Step Stools and 
Other Woodenware to mill supply jobbers, lumber 
and building supply dealers, large paint and bard- 


ware retailers, and department stores. Full pro 
tection in territory assigned. State other lines 
now carried and exact territory covered. Address 
Box N-73, care of HarpwAre Ace, !')() East 42nd 
St.,. New "York a S.A 

SALES REPRESENTATIVE. HARDWARE, 


SPORTING GOODS, AND GENERAL STORE 
ITEMS to be sold to your dealers and jobbers in 
the territory now covered by you or carry as 
exclusive items. Sales commissions and appeal 
of items will pay liberal annual income. Tite 
fully all details to: Sales Manager, 1430 West 
29th St., Cleveland, Ohio. 





SALES REPRESENTATIVES WANTED: 
Nationally known manufacturer of builders hard- 
ware has several territories open for representa- 
tion. Experienced representatives having good 
following and understanding builders hardware 
sales for shelf and contract work desired. State 
lines now carried and territory covered. Address 
Box N-20, care of Harpware Ace, 100 East 42nd 
St., New York 17, N, Y¥ 





SALESMEN WANTED. MANUFACTURER 
OF COMPLETE LINE of 5-pin Tumbler, Cyl- 
inder Tubular Entrance Door Locks and Inside 
Sets—Push Button operation with independent 
knob action. Want experienced, aggressive, full 
time men well acquainted with Builders’ Hard- 
ware Trade for territories in Illinois, Indiana and 
Ohio. Our employees know of this ad. Liberal 
Salary, Expense Account and Bonus Arrange 
ment. Give complete details regarding past ex- 
perience in first letter for p:rsonal interview. 
Other territories also available. Address Box 
N-69, care of Harnpware Ace, 100 East 42nd St., 
New York 17, N. Y¥ 





ESTABLISHED 


DISTRIBUTORS 
WANTED 


must be progressive merchandisers 
for Cast Iron 


ELECTRIC STEAM RADIATORS 


Automatic Thermostatic Control 
portable and stationary models 


Write for details. 
KORAL ELECTRIC MFG. CO. 


43-22 Van Dam St., Long Island City |, N. Y. 








large small town commis- | 


| 

| 

| 

| SENTATION 

| automotive 
| Steady repeat business assured by widespread de- 

mand. 

| Manufacturing Co., i 

| 








Le Accounts Wanted =| 





if Accounts Wanted sf 





Shopping Carts, Lawn Trucks and Yard Carts. 
All territories o Low prices, amazing value. 
Volume sales. Address Box N-66, care of Hanrp- 
wARE AGE, 100 East 42nd St., New York 17, 








MANUFACTURER OF LAMBSWOOL POL- 
ISHING BONNETS OPEN FOR  REPRE- 
in all territories to hardware and 
jobbers, chains, and large retailers. 


Beverly 
Boston 14, 


commissions. Write 
53 Beverly St., 


Liberal 


Mass, 





WE HAVE SOME OPEN TERRITORY 
FOR SALES REPRESENTATIVES 


To sell our tools used in assembly, 
welding field. These tools have no competition, have 
been approved and are being used by some of the 
largest manufacturers. Territories are protected. 
For full details 
Write te Box N-72, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


maintenance and 











POWER MOWER SALES 
REPRESENTATIVES 


OPPORTUNITY FOR SALESMEN INTERESTED IN 
SELLING ROTARY TYPE POWER LAWN MOWERS, 
DIRECT OR THROUGH ESTABLISHED DEALERS, 
IN PROTECTED TERRITORIES. WRITE 


MILTON HARTMAN CORP. 
1106 SOUTH KIRKWOOD ROAD, ST. LOUIS 22, MO. 











HIGH CLASS TOOL 
REPRESENTATIVES 


with following among hardware, mill supply, elec- | 
trical and plumbing supply jobbers to handle very 
popular volume line of electric drill attachments. 
Several choice territories open. Liberal commission. 
Give full details regarding territory covered and 
lines handled. 
aged meee oot co. 


P. 0. RTLAND 8, OREGON 

















WEST COAST WHOLESALER AND DIS. 
TRIBUTOR with warehouse facilities traveling 
ten salesmen. Calling on hardware, department 
and variety stores. Specializing in hand and elec- 
tric tools. Desires to contact manufacturer seek- 
ing West Coast Distribution and Warehousing on 
tools or allied lines. Best of references. Address 
Box N-68, care of Hanpwarg Aoz, 100 East 42nd 
St., New York 17, N. 


WANTED BY SOUTHERN MANUFAC 
TURERS’ AGENT—LINES to sell to Hard- 
ware and Paint Wholesalers in Maryland, Dis- 
trict of Columbia, Virginia, North and South 
Carolina, Georgia, Florida, Alabama, Mend Cl 
Tennessee, West Virginia, Kentucky and Cin- 
cinnati, Ohio. Best reference, 18 years’ expe- 
rience. Present annual sales $1,000,000. Address 
Box M-659, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y 





MANUFACTURERS’ EXPORT AGENT 


Representing manufacturers for many years 
to export trade in New York No documents 
no risk, cash in U, 8S. Dollars. Your export 


solved through 


G. WIENER 


Avenue New York 10, 


problem easily our cooperatior 


160 Fifth NW. ¥. 











NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 

Branch Offices 
New York @ Philadelphia @ 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 


Detroit 














SPECIALIZED, EXPERIENCED 
EXPORT MERCHANTS OFFER 
EXPORT DISTRIBUTION 
We develop and push the foreign sales of your 
product, handle all difficult paper-work, pay you cash, 
relieve you of expense and headaches. Annual turnover 

$1,500,000. References and details on inquiry. 
KURT ORBAN CO., INC, 
Exporters Purehasing Agents 
21 West Street New York, N. Y 








SOUTHEASTERN STATES 


Agents. Established 1926 
Cover trade 4 times yearly 
Commission basis. Inquiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 


Manufacturer’s 
Staff of 5 ‘men. 








DAVIS, MICHAELS, & MARTINSON 
Manufacturer’s Representatives 
1719 Hatteras St. Pittsburgh, Pa. 


Manufacturer's agents traveling three men through 
Pennsylvanic, Eastern Ohio, and West Virginia. In- 
terested in taking on additional lines in hardware, 
household goods, woodenware, and janitor’s supplies. 
Calling on department stores, jobbers, chains, and 
well-rated accounts. You can bill or we will carry the 
account, 








MANUFACTURERS REPRESENTATIVE 


lines Wanted for Hardware and Mill Supply 


Companies, also Chain Stores. We contact 
wholesale accounts throughout Mid-West Ter- 
ritory consisting of Ohio, Indiana, Illinois, 
Iowa, Minnesota, Wisconsin and Michigan. 





Address Bex N-22, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








MANUFACTURERS DISTRIBUTOR 


NORTH CAROLINA, SOUTH CAROLINA AND 
GEORGIA COMPETENT SALES EXECUTIVE 
MAKING HIS HOME IN WESTERN NORTH 
CAROLINA DESIRES MANUFACTURERS DIS- 
TRIBUTORSHIP TO THE HARDWARE OR MILL 
SUPPLY TRADE. 
Address Box N-89, 


ome HARDWARE aa 
100 East 42nd St., . 


“New York 17, 
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Accounts Wanted 


l\[ Positions Wanted ‘| 





[ Business Opportunities | 





MANUFACTURERS’ 
LOWING in_ California, 


wants ae Line or Lines with reputable firm. 
Write J. C. Sales Co. 914 Main St., 


Beach, Calif. 


SUNDRY LINES AND PACKAGED ITEMS 
for the hardware and paint 


experienced representation 


lass of trade in California. 
care of Harpware Ace, 100 Fast 
Vork 17, N.Y 


rh 
x 4, i 


MR. MANUFACTURER: 
ERS HARDWARE, Toys, E 
ing Supplies for Jobber Sales Only. 
customers. We need the m« srchandise 
seven progressive salesmen covering the following 
States: California, Oregon, Washington, 
Utah, Arizona. Address T 


11250 Rye Street, North 


MANUFACTURERS’ 


MANUFACTURERS 


York 17, N. 


REPRESENTATIVE | 
WITH HARDWARE, VARIETY STORE FOL. 


WE NEED BUILD.- 


& S. Sales Company, 


REPRESENTATIVE 
DESIRES AN ADDITIONAL LINE by a ~~. 
itable national manufacturer. 
contact jobbers, department : 
Southern Illinois, Missouri, 
Oklahoma. We will personally contact 
fying manufacturer. Address 
ee ga Ace, 100 East 
7, We v. 


Box N- 87, care “of 


AND 

AGERS. Exceptional personal 
large wholesalers and many 
with superior salesmanship ouiie me to ; tacien 
or promote quality products through cither type 
of outlet. You have nothing to ae ly a it 
over in complete confidence. 
2 of Harpware Ace, 100 

: 3 





| —- Positions Wanted 





HERE’S A RIDDLE!! WHIC ~ IS Ba R, 


to give your line to a man 


half dozen other items, or 


enced man, having a following 


vare and _ housefurnishing 


tan New York concentrate 
ict? I may be just the man 
looking, if you want extensive 


territory and are willing 


salary. Address Box N-90, 
WARE Acr, 100 East 42nd 


i 3 


HAVE COMPLETED 


TURAL HARDWARE 
COURSE at City College, 
to be equal to from one to three 3 
in the field. I received intensive 
use and scheduling of builders hardware 
" ith car, married. Address 





Jamaica 4, L. I., N. Y. 


MARRIED MAN, 29 
OPEN FOR POSITION 


hardware firm. One year college. 
ardware jobber and contractors offize 
ies n interested in the hardware busine $s. 
reliable. Willing to learn your 
ne responsibility Address 
Harpware Ace, 100 Fast 


i, Mc. © 
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MANUFACTURERS AGENT DESIRES 


| LINE FOR NEW JERSEY contacting lumber 


| yards, hardware dealers, mill supply houses. 12 
years in territory. Aggressive coverage. Com- 
mission basis. Will carry stock. Address Box 


| N-25, care of Harpware Acez, 100 East 42nd 
| St., New York 17, N. Y. 





SALESMAN, 20 YEARS EXPERIENCE 
SELLING HARDWARE, inside and outside, 


» | building hardware, power tools, etc. Located 
Southern Ohio, 35 miles East of Cincinnati, good | 
health, car, reference. Can produce. What have | 

| you to offer? Address M. R. Wall, 86 E. High 


St., Painesville, Ohio. 





RETIRED SALESMAN FOR A NATIONAL 
ABRASIVE MANUFACTURER WANTS SIT- 
UATION selling to Hardware, Mill and Mine 
Supply Jobbers and Dealers in Arizona and 


| Southern California. Large acquaintance and 


good standing in trade. Perfect health. Have car. 
Will furnish references. What have you to offer? 


Address H. E. Kulle, 339 W. Portland St., | 


Phoenix, Arizona. 





POSITION WANTED. LOOKING FOR 
PROGRESSIVE HARDWARE DISTRIBUTOR 
needing young man for builders hardware depart 
ment. Five years diversified business experience, 
“basic training’’ in builders hardware at C.C.N 
Architectural hardware consultants course. Wha at 
I don’t know I can learn. Eligible GI training. 





| Age 25, married. Address E. cs 141 Roherta 
| Street, Valley Stream, L. I., N. Y. 


SALES AND SERVICE MANAGER, with 
20 years experience wholesale and retail hard- 
ware, household appliances, marine and dairy 
equipment, desires position with distributor or 
manufacturer as district sales manager or repre- 
sentative, preferably New England or Middle 
Atlantic ems. Address Box N-81, care of 
Harpware Acr, 100 East 42nd St., New York 
i in ae 


SALES REPRESENTATIVE: MAKING 
DAILY CONTACT AMONG CHAIN STORE 
SYNDICATES, AND WHOLESALE DIS- 
TRIBUTORS, wishes to represent a_ reliable 
manufacturer in Greater New York. Carries no 
other lines at present. Will give hundred per 
cent of his time. Maintains New York Office. 
References furnished. Address Box N-76, care 


| of Harpwars Ace, 100 East 42nd St., New York 
y | 


17, N. 





Business Opportunities J] 





FLORENCE HEATERS, MODEL C-2-A, 
SAVOIL HEATERS, Models E81 and A220, 3 
Burner Gas Stoves, 9 Cu. Ft. Deluxe Refriger- 
ators. Must sacrifice, to reduce inventory. Write 
or wire for full information. Address Box N-80, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y 











NEW YORK WHOLESALER SEEKS REP 
RESENTING FACTORIES for tools and hard 
ware to be sold straight to large retailers on com- 
mission basis, Large territory covered, good fol 
lowing. Address Box N-74, care of Harpwari 
Acz, 100 East 42nd St., New York 17, N. 


FOR SALE: HARDWARE, PLUMBING, 
HEATING AND ELECTRICAL APPLIANCE 
STORE. Located in Northwestern Ohio’s best 
farming community. Doing a very fine business 
and carry a wel! rounded out stock. Write R. L. 
Gump, Suite 1033, Waldorf Hotel, ‘Toledo, Ohio. 





FOR SALE—MODERN, NEW HARDWARE 
STORE doing excellent business. Complete line 
hardware, gifts, chinaware, GE appliances, 100 
propane gas customers. Prosperous Missouri com- 
munity, factory, and best location in town of 
3500. $30,000 will handle. Address Box N-86, 
care of Harpware Acz, 100 East 42nd St., New 
You 17, HK. %. 





FOR SALE: HARDWARE HEATING - 


PLUMBING STORE AND SHOP in Small 


Northern New York Summer Resort and Farm- 
ing Center. Same location for 60 years, average 
yearly sales $17,000. Splendid opportunity. Pres 
sent owners desire to retire and move, For de 
tails write Box N-71, care of HARDWARE AGE, 1°)! 
East 42nd St., New York 17, N. Y. 


A SUCCESSFUL HARDWARE, ELECTRIC 
AND HOUSEHOLD EQUIPMENT BUSINESS 
operating several stores in Western Pennsylvania 
for over 50 years desires to sell because of age 
of the principal owner. Complete heavy stock; no 
indebtedness; 1947 sales were over $475, 000.00: 
Principal owner will accept mortgage on buildings, 
rent or sell buildings with business. Reply Bo» 
N-84, care of Harpware AcE, 100 East 42nd St., 
New York 17, 





SCISSORS—SAVE UP TO 60% 
FORGED STEEL, NICKEL PLATED 


VARIETY OF SIZES .—~4 STYLES, SURPLUS 
STOCK, AS LOW AS PER PAIR. SEND 
FOR ILLUSTRATED CATALOGUE AND PRICE 
SHEET. 


UNIVERSAL HARDWARE SPECIALTY CO. 
228 Arch St. Philadelphia 6, Pa. 











CLOSEOUT! 


700 New Automatic Home Fire Alarms—retail 
$9.95. Ideal for homes, apartments, shops, 
farms. Completely automatic. Price, $4.50 per 
unit, FOB Topeka. Write for details. 


H. C. PAULK, INC. 


813 North Kansas Ave., Topeka, Kansas 














PICTURE WIRE FOR SALE 
Surplus Stock 
4é per Coil—50 ft. Coils 
Regular !0¢—I5¢ Value 
Packed 500 coils per case 
Quantity Discounts — Sample on Request 
SURPLUS TRADING CO., INC. 
128 N. 3rd St., Philadelphia 6, Pa. 








Close-Out 30 dozen, 
24 doz. full length 9” 
6 doz. full length 1014” 
For details write to: 
ANCHOR MERCANTILE CO., INC. 
34 West 33rd Street, New York |, N. Y. 
Telephone: Chickering 4-8760 
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The Only Complete Textbook on 
BUILDERS HARDWARE 
—_ 


Excellent as a G-I a 
Job Training Manual , Tehing the 
This 220 page, fully illus [Mm ‘Geof 
trated book is the only up-to- : BARE 
date and complete volume soon Ownett 
ever published on all phases 7 7 
of this important and _ protfit- 


able basic hardware line. . : Published by HARDWARE AGE 











e Here are some of the features and Copies of Taking the Mystery 
profitable ideas in this book that will . ’ ” 
mean more dollars for you! Out Of Builders Hardware 
220 pages—page size 8/2 x Il'/z inches— . 

sturdily bound to withstand hard usage. are available at $1.00 per COPY 


How to bring prospects into your store. 


Suggestions on making bids that will mean in the U. S. (Canada and Foreign 


more sales and profits to you. 


How to cash in on the sale of replacements Countries—$1.50), plus a mailing 


and “follow-up” items. 


A wealth of specific information on equip- 
ping public buildings. charge. 
Nine comparative charts which show you 
how to match different items. Order your Copy NOW W rite 


A working Blue Print, size 25 x 11/2 inches; 


Glossary of more than 300 Technical ° 
Builders’ Hardware Terms, Cross Refer- Reader Service Deartment 


ence Index, etc. 
Oo 600 ill ions, Ch d Di ; 
27 Illustrations of Diterent Builders Hort. | A ARDWARE AGE 


ware Display Rooms. 100 East 42nd St. NEW YORK. 17, N. Y. 











MAIL THIS COUPON TODAY! 
Hardware Age, 100 East 42nd St., New York 17, N. Y. 


Please send me .. . copies of “Taking the Mystery Out of Builders’ Hardware” 
by Adon H. Brownell at $1.00 per copy plus a mailing charge of 25c. (Canada 
and Foreign Countries $1.50 plus postage charge.) 


(] Inclosed is my remittance plus mailing charge. 























HARDWARE AGE, FEBRUARY 24, 1949 


213 








AINGSION 





IN THE 
| gist POPULAR PRICE | 


MARKET 


KINGSTON PRODUCTS CORP., Hwd. Div. A-2, 


FOR COMPLETE 
INFORMATION 


Kokomo, Ind. 








THE PIED 
PIPER 


A Better Rat Trap 
beats a path 
to your door 


bait. 





The most efficient live 4. Operates at both triggers to 


rat and small animal ends. 10. Always automat- 
trap onthe market to- 5. Simple to bait and ically set when 
day. Note these Prep unload. upright. 
Piper advantages: 6. No handling of 11. NoPOISONS nec- 
1. Rugged construc- caged animal. essary. 
tion. 7. Will trap several 12. Nodamageto pelt. 
2. Completely _rust- animals with one Order today...Some 
proof throughout. setting. territories for reliable 


manufacturer’s agents 
still open . . . For in- 
formation write 


Nofinger-jamming 
springs or doors. 
No sensitive wire 


CONTROL TRAP CO. 


LOOMIS ST., SOUTHWICK, MASS. 


3. Harmless to child- 8. 
ren, poultry and 
house pets. 9. 


To retail at $200 
(slightly higher 
west of the Rockies) 





























* 
+ * * 
. 
* 
\ * - 
Over 25,000 retail hardware stores serviced 7 
through blished well-rated wholesale dis- * 





tributors give your product consistent nation- 
wide sales. No credit risk .. one contact 
with Tru-Test means a complete over-all 
marketing and merchandising program for 
you. Write today for details. 


TRU-TEST 











DIVISION OF OAKES & COMPANY 
650 S. CLARK ST., CHICAGO 5, ILL. 











National METAL 


BRASS and FELT 


SWEEPS 
STOP 








A Fast Selling Repeat Item 


National Metal door bottoms are of high- 


quality 26 gauge brass and thick, water- 
UNDER-DOOR proof felt. Durable, adjustable — neces- 
DRAFTS sary screws included in package. Easily 


installed by any handyman. 


Write or wire for prices. 





National Metal Products Company 


aes 
|} PROOUCTS COMPANY. 
~~ 

~~ * 


1025 CHATEAU STREET PITTSBURGH 12, PENNA. 
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*"Schultes 


*Reg. U. S. Pat. Off. 
The MODERN 
Precision Level 
with Pre-Adjusted 
Spirit Vials 
Schultes Spirit Vials are adjusted at Factory. 
Anyone can insert Vials on spot to accuracy of 1/10 of 1°. 
A great selling point to user! Eliminates bother of returning Levels to 


factory for repair. 
Interested in handling complete line? Write for details. 


CHULTES LEVEL INC 


. 
7403 GABLE e DETROIT 12, MICHIGAN 


"SchulteLovel — 


*PATENTED AND PATENTS PENDING 





-wme 











THE ONE AND ONLY 2-WAY STEAM IRON 


Wet No. 130 Dry 
that separates water ; = —-—— 
from live steam, dis- 
tills water while in op- 
eration, keeps steam 
chamber and channels 
free from lime and 
mineral deposits, 
maintains even flow ot 
live steam under alow 
pressure. 





THE MASTERPIECE OF ENGINEERING 


Ask for Information 


AMERICAN THERMO APPLIANCE CO. 
GRAFTON, WISCONSIN 














RieGrang 
WOODENWARE 
SWISS MISS —a new design for "49 


Sales will ZOOM when you display this new colorful hand- 
painted Penna. Dutch design that harmonizes with the modern 
trend in interior decoration. Also in demand, ever-popular 
Charm String and Cherry Ripe . . . open stock patterns. 





2421 McKINNEY AVENUE 
DALLAS 4, TEXAS 






























SUPERIOR Sold by leading jobbers 
FAUCET ) 
INSERTS 

Stop Faucet Leaks | 
Make old faucets Y/ y | 
better than new ——a. = 

SUPERIOR VALVE MFG. CO. 

CLEVELAND 15, OHIO 
215 





SAFETY fOLL 


¢ . jdually Trade Mark Reg. U. S. Pat. Off, 
i enamel. Packed indivi 7 
money with this ® 200 Ib. test carton. ; ee ad 
e ° n ; | | 
stelli oil stove- Send for your free copy = Wall Model Con, Opener—wi 

. the Castelli catalog - - 


. 'T *< > > 
obligation. The finest can opener for home use. 


Effortless and safe—it rolls the edge 
smooth as it holds and opens square, 
round or oval cans. New, improved 
design with heavier steel construction 
and new spring supported blade assure 
longer life. “‘DROP-A-WAY” feature 
allows opener to hang flush to wall 
when not in use and permits instant 
removal for cleaning. 

All metal parts bright nickel plated. 
Individually packed in attractive 
3-color carton complete with mounting 
bracket and screws. 


Retail price 89¢ 


Manufacturer of 


OMA RR Mela Neko di ceeomm Bottle Openers 


and Can Openers 


STOVE DIVISION — ERIE AVE. & F STREET — PHILA. 34, PA. b World's Largest 


3211 CARROLL AVE. © CHICAGO 24, ILL. 





BREEZE 


The Original | 


| 4 HAND AND POWER 
s MOWERS — BUILT 
FOR SERVICE AND 
DURABILITY — 
SOLD TO DEALERS 


THROUGH JOBBERS 
GRIPTROL ! 
he amazing 
new Homko 
feature — fir 
jertip control 





through the 
handle grips. 


FAN EVER BUILT 


ANOTHER PIECE OF FURNITUPE 
FOR THE HOME 


For the past three years, the PALM BREEZE tan has been the most talked of fan | ie ; 
on the market, and has sold like hot cakes all over America. e \ ~~ , —_ ~ TRULY A 
Get ready now to cash in on the demand already created for —_ sensational fans ” : , QUALITY 
The new 1949 De luxe model incorporates the finest in manufacturers engineering, 2 é 

design and utility, and will build mi for you from the very first. *} y PRODUCT 
PALM BREEZE’S new advertising material and dealer-helps will help you mer 
chandise these fans. Three models to choose from, $39.95 and up, list price 


Write today for more information about PALM BREEZE 
L 3 E fad fe) L LA al D C oO - Homko Products for Home Comfort 


FORT WORTH 6, TEX. WESTERN TOOL & STAMPING CO. 


2725 Second Ave. . Des Moines, lowa 
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